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THOUSANDS OF GALLONS A MINUTE 
THROUGH BRODIE BIROTORS 


—at Union Oil’s Los Angeles Terminal 


Since 1949 Brodie BiRotors have 
metered millions of gallons per year 
without maintenance problems. The 
current rate of delivery, one million 
gallons a day! 


At Union Oil Company of California's big Los 
Angeles Terminal a 7,400-gallon gasoline trans- 
port truck can be loaded in under 5 minutes. 
This, according to an oil transportation author- 
ity, is the fastest truck loading rate ever 
achieved. The less time spent in loading, the 
greater is transport efficiency. And, Brodie 


BiRotors used on every rack serve twenty-four 
Company transports operating ‘round the clock. 
It takes the stamina and performance of 


Brodie BiRotors to handle this grueling speed 
and volume transfer with unerring accuracy — 
and with negligible maintenance. Proof of en- 
during performance is attested by the fact that 
the original BiRotors installed over 10 years 
ago are still in use. 

No matter what your metering requirements 
are, you can benefit by standardizing on Brodie 
BiRotors — the standard of every comparison. 
Specify and rely on Brodie BiRotor Meters. 


REPRESENTATIVES With STOCKS AND SERVICE FACILITIES 1 ALL PRINCIPAL CciTies 
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The inside story on the new Sundstrand Model G pump 


There is a brand-new a’dition to the popular line 
the Model G Pump. 
These new low-cost pumps are ideal for portable 
oil-heating units—such as those used on construction 
in warehouses, and in other locations where 
heat is required temporarily. They, of course, may 
also be used on stationary equipment. 


of Sundstrand fuel units 


jobs, 


The Model G is a small, compact, high-quality 
pump designed to be either motor end bell or 
bracket mounted. For reason of economy and 
simplicity, it does not have a built-in cutoff valve. 
Typical installations incorporate a separate hand 
cutoff or solenoid valve in the feed line. 


This new pump is precision manufactured to the 
same high standards and close tolerances which, 


over the years, have made Sundstrand fuel units 
the favorite choice of more than 100 leading burner 
manufacturers. Five sizes are available for operating 
speeds up to 3450 rpm. 


Standard featur s include an adjustable poppet- 
type regulating valve with extra-long guide stem 
that eliminates pulsations . . . quiet, hydrau'ically 
balanced Rota-Roll gears . . . long shaft bearing... 
mirror-lapped face seal . . . available with internal 
recirculating bypass or optional return port. Genu- 
ine parts and expert service on these pumps available 
at Sundstrand Service Stations throughout the 
country. Write today for literature and full details 
on this latest product of Sundstrand research, 
engineering, and production capability. 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, lil._—Eastern Sales Office: 89 Summit Ave., 
Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., 
Toronto; in Sweden by Sundstrand Hydraulic AB Stockholm; in France 
by R. S. Stockvis et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris 
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*Based on 100 psi at 1725 rpm with No. 2 fuel oil. 
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famous the world over for Quality and Economy 


SUN-RAY BURNER MANUFACTURING CORPORATION 
139-22 QUEENS BOULEVARD + JAMAICA 35, N. Y. 


THE SUN-RAY FAMILY OF QUALITY PRODUCTS FOR HOMES + FACTORIES + WAREHOUSES 
APARTMENT BUILDINGS + CHURCHES + SCHOOLS 
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Among other things .. . 


Approval of the merger into one organization by the 
membership of National Fueloil Council and Oil-Heat In- 
stitute of America assures the formation of a new industry 
association. Details of the decision and the constitution 
and by-laws which will govern the organization starts on 
=> page 43. 

Then, there’s the results of a six-year study of No. 2 
fueloil prices in 20 principal markets. These are weighted 
by degree-days and show that there is relatively little differ- 
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ence by years. A chart relates industry stocks, demand as 
measured in degree-days and prices month by month. It 
develops quite a logical pattern. 


Cover photo: Wax spray rig used to determine size distri- 
bution of particles produced by fueloil atomizers is oper- 
ated by a Shell scientist at a new combustion laboratory 
in Egham, England. Information developed here will be 
made available to Shell Oil Co. to supplement heating oil 
research conducted at Wood River, IIL 





 eappna IS WONDERFUL, especial- 

ly consumer publicity, we all say. 
It’s wonderful unless it picks up some 
nefarious swindle and describes it in 
such way as to seem like it is fairly 
common practice. 

In the February issue of The Amer- 
scan Home is a main feature article 
entitled, “The dirty furnace racket.” 
It is well written and undoubedly true 
because it describes the experiences 
of one man who was working for a 
furnace company that tested every im- 
aginable swindle that the industry has 
heard of in generations. 

It was the case of the telephone 
canvass with a special cleaning deal 
because the truck was in the neighbor- 
hood, at $4.95 instead of the usual 
$25, followed of course by the cleaner 
tearing the furnace down to show how 
hopeless it was and eventually selling 
a new job. 

Anyone in the heating business for 
any number of years has known of 
a single large company that perpe- 
trated that racket through many 
branches. It was very frequently in- 
volved with Better Business Bureaus 
and the courts. But it was an isolated 
situation, relatively unknown in the 
industry apart from that one source. 

The American Home is a highly 
respected magazine and it is so un- 
fortunate that its million readers are 
given an impression that homeowners 
must be very cautious in bargaining 
with heating dealers. Fine heating is 
rarely the result of a wise homeowner, 
rather the commonplace wisdom of 
relying on a conscientious dealer. 


WO CANADIAN ministers from Ot- 
tawa were conferring in late Jan- 
uary with three of the new cabinet 
members in Washington with a view 
to convincing the import officials that 
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the U. S. should absorb another mil- 
lion and a half barrels daily of Cana- 
dian oil. Later reports in the press 
seem to promise that we'll be doing 
it before very long. 

Canada, like Texas, has a lot of 
shut-in production, or at least pro- 
rated far below its potential output. 
At the same time the Eastern prov- 
inces import oil from the Caribbean 
at considerably less cost than to bring 
it from the prairie provinces, which 
obviously helps the fueloil business. 

But the Western provinces are 
sending an increasing amount of nat- 
ural gas into the Pacific Northwest 
and now it’s getting important to the 
supply of the upper Midwest. Cana- 
dian gas displaces Texas oil produc- 
tion and very much hurts the fueloil 
business, so we don’t like it. If they'd 
keep their gas at home maybe their 
oil would taste sweeter. 

We have quite a lot of friends in 
the Dominion; maybe they know how 
to make us feel better about this whole 
ruckus. 


fens EDITOR, having served for six 

years as head of the National Fuel- 
oil Council and its predecessor, Oil- 
heating Market Reports, had told the 
NFC Chairman that he is not available 
for consideration as a member of the 
staff of 
association. 

The decision was made not because 
of lack of interest in the new organi- 
zation, for it can be made of high 
interest to every member of the in- 
dustry. Rather, the more complex char- 
acter of the new venture, as compared 
to the simplicity of the National Fuel- 
oil Council, would make it hard to 
do a job well and still devote much 
time to the magazine. 

In the six year period, which will 
actually end on April 30, the oilheat- 
ing industry will have raised and spent 
more than eight million dollars in 
local joint advertising campaigns. 

With very few exceptions, the in- 
dividual programs have grown in size 
each year, showing that the dealers 
believed they were getting value for 
their money. In turn, the refiners were 
willing to increase matching funds. 

The quality of the campaigns grew 
at a fine rate. Some of the earliest were 


the new “one-roof” trade 


amateurish but they developed a finesse 
to challenge Madison Avenue’s best. 


§ ben: 1960 CENSUS has been coming 

out in various forms, each of them 
very useful to some segment of the 
economy. Just now we're looking at 
an over-all state map shaded for 
growth rates. There are 24 states 
where oilheating is strongest in public 
acceptance . . . these have 91% of 
all the nation’s oilburners. But only 
eight of those 24 states grew as much 
in the past decade as the national 
average of 18.5%. 

Americans are getting soft. They're 
piling up in the warmer sections 
where any fuel is hot enough, even 
gas if it’s cheap. ( Apologies to Reggie 
Moffatt ) 


CLIPPING from the Savannah 

(Ga.) Morning News of Sept. 4, 
1880, must have been quite an eye- 
Opener... . 

“A liquid fuel for steamships and 
locomotives is attracting the attention 
of scientific people in Europe and 
Asia. It has been tried with complete 
success on a Russian steamer, the fast- 
est mail boat on the Caspian Sea, and 
is to be adapted for a railway loco- 
motive. 

“The fluid used is simply the refuse 
of petroleum oil. It is carried in an 
iron tank, and being blown into a 
spray by means of steam from the boil- 
er of the engine, is ignited inside 
the furnace, and burns with a roaring 
sheet of flame. This is a valuable prop- 
erty for fast cruisers in time of war 
or for blockade runners.” 

After the new sputnik to Venus, 
it’s sad to think of the Russians ever 
fooling around with petroleum refuse. 


HE NIAGARA Oil Heat Associa- 

tion, Inc., with imaginative Ber- 
nard Levy as executive director and 
legal counsel, is out again like last 
year with one of those fantastic, 
enormous calendars. Last year it was 
a big yard-square black art, featuring 
an artist’s idea of the universe show- 
ing the planets whizzing around the 
sun. For 1961 it’s the artist’s concep- 
tion of “Our changing Earth,” a beau- 
tiful geological job. Both went over 
big with the schools. 
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A “truism” is a statement that is accepted as 
the truth, because it is often repeated and gen- 
erally appears to be so. 


But it is not necessarily true! 


The excellence of Moncrief Furnaces provided 
at their low price, for instance, certainly refutes 
. “the higher the price/the better the furnace”. 


For, though it would be possible to require a 
higher price by adding unnecessary complications 
and gadgetry, there is no finer design and con- 
struction available today than in Moncrief Fur- 
naces. These modern heating plants are heavy 
where they ought to be heavy . . . in the heavy- 
gauge heat exchanger and extra-rigid cabinet .. . 
while they are otherwise trim, compact, uncom- 
plicated and trouble-free. 


THE HIGHER THE PRICE 





Factory Assembled Factory Either Gas 
and Wired Upfiow Assembled or Oil Fired 
Winter Air and Wired 

Conditioners ... a - one 

Gas: 75,000 — Units . 
200,000 Btu . . 

Oil: 78,400 — 

123,000 Btu 
assembled units. 


THE BETTER THE FURNACE 


THE LOWER THE PRICE / THE CHEAPER THE FURNACE 


Backed by more than 65 years of manufactur- 
ing experience, superior Moncrief Furnaces are 
priced to compete with light-weight, shoddily 
constructed units. So, they also refute... “the 
lower the price/the cheaper the furnace”. 


With Moncrief, the price is cheap but the qual- 
ities are excellent! 


Wherever you are located, if you want excel- 
lent furnaces matched to your market and priced 
to stimulate new business, call your Moncrief 
Wholesaler now! 


Factory Assembled and Wired Horizontal 
Furnaces . . . Gas: y — 140,000 
Btu . . . Oil: 90,000 — 224,000 Btu 
assembied units. 


ter Air Conditioners . . 
112,000 Btu. . Available with vesti- 
bule or exposed ‘burner. 


Factory Assembled and Wired es noo 


MONCRIEF 


THE HENRY FURNACE 


COMPANY > MEDINA, OHIO 





GOVERNMENT 
INFLUENCE 


by James M. Collins 


WASHINGTON—The lines are firm- 
ing up fast on oil and gas policies in 
Kennedy's Administration, with top 
officials clearly indicating a desire for 
more cooperation with the petroleum 
industry on government matters affect- 
ing oil and gas. 

At the same time, however, there is 
now the clear indication, also, that 
Kennedy's men intend to move in fast 
and hard on the matters in which they 
believe the government should have a 
dominant role. 

This picture emerged at the 1961 
organizational meeting of National Pe- 
troleum Council on Feb. 7. Interior 
Secretary Udall held out the hand of 
friendship. He said that he believes the 
public’s impression of the oil industry 
—which is very bad—was actually a 
“myth.” He urged oil men to accept 
posts of responsibility in the new 
democratic administration—and he ex- 
pressed confidence that they could per- 
form public tasks admirably and help 
to dispell the “myth” in the public 
mind about oil. 

Udall has now pushed through nomi- 
nation of John M. Kelly, Roswell, 
N. M., who is an independent oil op- 
erator, as one of his top assistants. 
Kelly will be Assistant Secretary in 
charge of mineral affairs—covering oil 
imports, Bureau of Mines, the Geo- 
logical Survey, Office of Oil and Gas, 
and other mineral responsibilities. 

Kelly, a mining and petroleum engi- 
neer, is also understood to be a friend 
of the President. He promises to play 
a big role on oil in the new adminis- 
tration. 

On the other side of the coin, Udall 
at NPC’s meeting warned that “we 
must have national policies on oil and 
gas and these policies must be deter- 
mined by public bodies which weigh 
the public interest in the scales.” The 


real problem, he added, is to develop 
machinery that will let the government 
“carry out effectively its balance wheel 
function without usurping those of 
business.” He indicated that the gov- 
ernment will try to improve relations 
with the industry—by upgrading the 
NPC, among other things. Udall also 
announced he would serve as co-chair- 
man of the NPC, instead of having 
some minor official fill this post. 


Fuels Study is ‘Overdue’ 


Later the same day at a news confer- 
ence, Udall told reporters he believed 
that a study of the nation’s fuels poli- 
cies was “overdue.” He said he had no 
objection to such an investigation by 
Congress and that it would not inter- 
fere with anything that executive off- 
cials might want to do. 


Chips Are Down on Probe 


Meanwhile, the oil and gas groups 
who had bitterly opposed the coal in- 
dustry’s drive for a fuels investigation 
that carried with it the connotation of 
“end use” fuel controls, have now been 
forced to come to some agreement with 
coal men and sponsors of the study in 
Congress. A “compromise” fuels study 
resolution has been worked out. There 
is, of course, no prohibition against 
Congress considering end use controls. 
The resolution is now being cleared to 
the House floor for approval. There- 
after, it will get a hearing in the Sen- 
ate Interior Committee, and fast action 
there. It is now a virtual certainty that 
this study will be made. The resolution 
provides for a 16-man joint committee, 
evenly divided between Senate and 
House and the political parties. 


Coal has Two Objectives 


Although the resolution instructs the 
joint committee to look into present 
and prospective fuel reserves; past, 
present and prospective to governmen- 
tal policies, etc., the coal industry has 
two primary aims in this investigation. 

These are (1) to obtain legislative 
controls, specifically, on imports of 
residual fuel oil, and (2) to get con- 
trol by law over what coal men call 
“dump” sales of natural gas to indus- 
trial users. 

Coal men believe that if this com- 
petition can be hobbled by strong gov- 


ernment regulation, they can recoup 
energy markets for coal ranging up to 
100 million tons a year. They say that 
an increase in the coal industry's pro- 
duction and sales of this magnitude is 
essential for “national security,” since 
coal would not be able in an emergency 
to suddenly increase its output—but 
must start from a high plateau. 


Residual Program Probed 


The fairly tight control of imports 
of crude oil and unfinished oils appears 
to have got the endorsement of the 
Kennedy Administration. At a closed 
doors meeting here a few days ago, be- 
tween top Canadian and US. officials, 
the Canadian government outlined 
plans for stepping up crude exports to 
the U.S. (by 125,000 B/D over the 
next three years—most of it to the 
West Coast). Later Secretary Udall 
issued a formal statement expressing 
appreciation for the advance notice. 
But, he warned that if the increase 
were too sudden or great, adversely af- 
fecting the domestic industry, then 
“undoubtedly” the exemption for Cana- 
dian oil under the imports control pro- 
gram would be reviewed. 

But, residual import controls are in 
a much different position. A hearing 
was held Feb. 20, with Udall presiding, 
where all points of view were laid on 
the public record. Coal men want tight 
controls; the New England area wants 
them removed; oil jobbers oppose con- 
trols; also, some majors seem contented 
with control, so long as they feel their 
quotas are high enough. Other com- 
panies believes controls are not neces- 
sary at all—as they may be on crude. 


International Problems Eyed 


Meanwhile, top officials in Ken- 
nedy’s Administration have decided 
very quickly that domestic and foreign 
oil operations are all “part of the 
whole” and must be considered in rela- 
tionship to each other, when govern- 
ment programs are promulgated, like 
on oil imports. So, watch for more ac- 
tive cooperation with Latin America— 
especially Venezuela—on oil problems, 
and with Canada. An effort was made 
two years ago by the Eisenhower Ad- 
ministration to work with Venezuela 
on oil. It failed. Another effort appar- 
ently is in the making now. 
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ron SERIES 600 werens 


NEW 60 6.P.M. CAPACITY 


Model 685-TP Tank Truck 
Meter. Includes meter and 
horizontal counter, strainer, 
air release, back pressure 
valve and Pre-set Flow Con- 
trol. Ticket Printer is optional. 


OTHER 600 
METER USES 


/mprove tank truck 


operation eSateguard your protite! 


Giving honest measure is good policy, but giving over-measure is a good 
way to go broke! In these new Series 600 Meters Tokheim has set up 
safeguards that prevent over-measure— enable you to protect your profits 
effectively. First of these is the inherent accuracy of the Tokheim positive 
piston displacement-type meter. Then, precision construction, involving 
the use of stainless steel, Rulon, and other long-wearing materials, permits 
speeds up to 60 g.p.m. without sacrifice of accuracy. A self-lapping valve 
insures a continuous positive seal to maintain accuracy; and finally, a 
simple calibration adjustment provides instant control. 


The Tokheim Series 600 Meters are unsurpassed, either as single or dual 

installations, for tank trucks requiring up to 60 g.p.m. They are equipped 

with horizontal counter, totalizer, and back pressure valve, and are = 

available also as illustrated with air release, strainer, Pre-set Flow Control ———— 


(predeterminer) and ticket printer. Investigate these new meters today. cescln Hquid fortitizing 


SYMBOL OF EXCELLENCE 
General Products Division 


: TOKHEIM CORPORATION 
OKHEIM 1690 WABASH AVE., FORT WAYNE, INDIANA 
GASOLINE PUMPS 
— O's Subsidiaries: GenPro Inc., Shelbyville, Indiana; Tokheim of Canada, Ltd., 
Toronto, Ontario; Tokheim International, A. G., Lucerne, Switzerland 
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Presenting 


The Circulator 
The Hydronics 
Industry 


Has Asked For 


J 





The combination of many years of design Knowledge, 
manufacturing skill, and field experience fas made pos- 
sible the development of the Watts 1000 Circulator 


an unusual contribution to the science of heating and 
cooling with water. Outstanding features set new stand- 


irds for the industry, new concepts in performance. 


® QUIET-SMOOTH PERFORM- 
ANCE achieved by eliminating 
electrical, mechanical and hy- 
draulic sounds common to 
other circulators. 


e UNITIZED CONSTRUCTION 


eliminates bearing bracket, 
coupling and impeller shaft, 
minimizing service. 


e COMPACT DESIGN for mod- 
ern package boilers and small 
utility rooms. 


e CORRECT HYDRONIC PER- 
FORMANCE CURVE meets flow 
design standards of modern 
piping and zoning. 


e MOTOR DYNAMICALLY 
BALANCED—specially selected 
and matched to circulator de- 
sign for long life and depend- 
able performance. 


eNO LUBRICATION RE- 
QUIRED IN PUMP. Motor 
requires no oiling on installa- 
tion or during first operating 
year. 


e BUILT TO THE HIGHEST 
STANDARDS of design, manu- 
facture and quality control. 


@ PROVEN under toughest on- 
the-job conditions and exhaus- 
tive laboratory tests. 


e PREMIUM PERFORMANCE 
at no premium cost. Ample 
starting torque assures reliable 
operation at all times. 


® TIME-PROVEN DESIGN 
PRINCIPLES of rugged, depend- 
able component parts. 
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Monthly oilheating Trends 


ANUARY INSTALLATIONS of domes- 
J tic oilburners and units gave the 
new year a pretty slow start with an 
estimated 41,309 jobs put in. This com- 
pares with 47,977 a year ago for a 
drop of 14%. 

New home installations were down 
from 15,607 to 10,699; replacement 
sales increased from 21,883 last year to 
24,868: and conversions to oil from 
other fuels almost dropped in half from 
10,487 to 5,742. 

Certainly the average person is play- 
ing close to his chest, waiting to see 
which way the economy jumps. Savings 
are increasing on every count so that 
when families decide they can safely 
invest in large ticket items like heating 
plants they'll have the money. 

Oilheating dealers in January in- 
stalled 1,051 power 
burner water heaters. This is the small- 
est figure in quite a time due largely 
to the severity of the weather, and the 


approximately 


fact that these units must almost al- 
ways be sold by personal solicitation. 


Oilheating Stocks: At the end of 
January dealers were holding an esti- 


January Minimum Retail Prices 
Key Dealers 


Jan. Avg. Dec. Avg. 


Separate Burners $318 $314 
Boiler Burners 745 740 
Furnace Burners 611 610 


Price Index: Separate Burners 
1947-49 is 100%, 


WHOLESALE 
January 97.1 Six months ago 
December 96.0 Year ago 
RETAIL 


January 91.6 Six months ago 
December 91.4 Year ago 


mated 27,620 domestic oilburners and 
units compared with 36,853 a month 
earlier and with 54,819 a year earlier. 
The January 31 stocks were divided 
separate burners, 14,362; boiler-burner 
units, 4,143 and furnace-burner units 
9,115. 

The extra low stock levels are an in- 
dication of extreme caution, this time 
on the part of dealers rather than on 
the part of consumers. It is strange that 
with gross national product ending the 
year 1960 at an all time peak the pub- 
lic would be so reticent to buy larger 
items. Apparently the large money 
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turnover was attributable to activities 
separate and apart from consumer in- 
vestment. 


Tank Stocks: These stocks have 
moved in the same direction showing 
at the end of January approximately 
17,490 in dealer hands compared with 
27,349 the previous month and with 
31,477 a year earlier. 

As often stated tank stocks are 
checked simply as an index to dealer 
inventory attitude on other primary 
heating items. The January 31 stocks 
were divided: 220-330 gal. 16,343; 
sizes 550 to 675 gal., 860 and sizes 
1,000 gal. and over, 287. 
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Shipments of Oilburners and Units 


(Including Exports) 
Adjusted to include manufacturers other than those reporting to 
Census Bureau, FUELOIL & OIL HEAT’s estimates of shipments are: 


NOVEMBER 


1960 
26,568 
3,916 
8,684 
39,168 
3,267 


42,435 


1959 
33,047 
3,907 
9,766 
46,720 
3,375 


50,095 


Separate Burners 
Boiler Burners 
Furnace Burners 
All Domestic 
Commercial 


Total 


Shay 





ELEVEN MONTHS————— 
Percent 
Change 
—24.8 
—11.7 
—23.4 
—23.3 
— 75 


—22.6 


Percent 
Change 
—19.6 
+ 0.2 
—11.1 
—16.2 
— 3.2 


1960 
323,926 

41,012 
105,643 
470,581 

35,616 


506,197 


1959 
430,859 

46,459 
137,993 
615,311 

38,493 


—15.3 653,804 







































































Special Study / THIS MONTH 


How are automatic delivery Systems 
adjusted to cover water Heating? 


UTOMATIC DELIVERIES for fueloil 
are so widely accepted that more 
than three-fourths of all oilheating 
users get their oil on that basis. Do- 
mestic hot water supply enters the pic- 
ture quite strongly in areas where 
boiler heating is popular and since this 
runs along at a fairly consistent rate 
through the warm months it is desir- 
able to make an adjustment to include 
the additional oil for that purpose. 

At the start of this month's study, 
we asked the reporting group how 
many of their customers have summer- 
winter hookups in connection with 
boilers to provide the family's hot 
water. For the country as a whole the 
figure is 35% of all oilheating custom- 
ers. This sounds a little high on the 
basis of the entire industry, but it is 
correct for the participating dealers 
who are fairly near to being repre- 
sentative. 

The ratio of summer-winter hookups 
is very high in New England, quite 
strong in Mid-Atlantic states, low in 
the Midwest and Pacific areas. 

In addition to the 35% of these 
dealers’ customers that have the year- 
round boiler hookup, another 1.7% has 
a separate water heater using oil. These 
show up strongest in the Mid-Atlantic 
states, but we still have a long way 
to go. 

We then asked the group if they 
have a special formula for adjusting 
the degree days to care for hot water 
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in the months from April through Oc- 
tober. In New England 100% of the 
dealers who reported have such a for- 
mula; in the Mid-Atlantic it was 56% 
and in the Midwest and Far West al- 
most no one has it. 

Several of the companies employ a 
fuel use computer which calculates the 
hot water requirements, some of which 
are adjustable for high, low and aver- 
age hot water usage. 

Others add a stated number of de- 
gree-days . . . typically, one dealer adds 
six degree-days for each calendar day 
which has fewer than 15 degree-days 
based on weather. 

Comments setting forth a variety of 
methods follow: 

“Add 5 degree-days per day to log.” 
... "One family homes, 75 gal.; two 
and three family, 100 gal.; four family, 
125; 6 family, 150 gals. and so on.” 

. . “Fuel use computer figures heat 
and hot water and allows for high, 
average and low hot water use.” .. . 

“Each customer's consumption for 
hot water established individually by 
“We simply fill all 
tanks once during the summer.” .. . 
“Five degree-days added to the degree- 
day total each day on which the mean 


experience.” .. . 


temperature is 50° or above.” ... “We 
tag all cards for summer hot water 
and the dispatcher keeps a check on 
oem.” <5: 

“We figure a gallon per day from 
June 1 to September 15 and add five 


degree-days to degree-day book to fig- 
ure new K for summer.” . . . “Weather 
Service, Inc., Boston, adjusts for do- 
mestic hot water adding one to 6 de- 
gree-days.” 

Next we asked the group how much 
oil was added to the annual require- 
ment for heating when the home has a 
summer-winter hookup for domestic 
hot water. The weighted average from 
all sections of the country is 309 gal- 
lons. That means that the family spends 
around $45 for an adequate supply of 
hot water all year, and of course, this 
includes a representative number of 
pretty large homes. 

The growth in popularity of auto- 
matic laundering and dishwashing has 
increased the hot water requirement in 
late years. For example, when the 
World War II rations were analyzed 
in the summer of 1945 it was found 
that the average oil required for water 
heating before being cut by rationing 
was 250 gals. 

We then asked how they figure auto- 
matic deliveries to include hot water 
when the account has a separate water 
heater. There was not too much differ- 
ence between the explanations here 
and those for the summer-winter hook- 
ups. Typical are these: 

“When temperature is above 63°, 
add 6 degree-days; 62-60° add 5 DD's; 
59 to 57° add 4 DD's; 56-54° add 
3 DD's; 53-50° add 2 DD's; 49 to 46° 
add 1 DD.” ... “We fill tank at regu- 
lar intervals when in the neighborhood 
or customer orders fill.” . . . “During 
the winter months it is incorporated 
into our ‘K’ factor, in the summer we 
find one fill will last practically the 
entire season.” .. . 

“In the summer, we chance it until 
we have an experience factor.’ 
“Experience is our guide.” . . . “Reduce 
‘K’ factor 10% or more depending on 
the size of the storage tank.” ... “We 
just guess, pull the degree-day card 
out sooner.” ... 

“If the accounts shows up to be a 
high water user we mark the account 
accordingly.” . . . “We use ‘plug fig- 
ures’ and previous filling references; 
e.g—60 to 90 day refill and it repre- 
sents quite a variable.” ... “We use 
the same formula as on a summer- 
winter boiler hook-up—six degree-days 
added for the summer months.” . . . 


March 


1961 





“In the winter a consumption rate 
change will suffice, and in the Spring, 
Summer and Fall the added hot water 
degree-days compensate.” . . . “Doesn't 
affect our delivery schedule, they use 
about 25 gal. per month.” .. . 

Thinking of competitive fuels for 
water heating we asked them just one 


Oilburner Permits* 


JANUARY 12 Months 
1961 1959 1960 
1 Albany, N. Y. 20 24 
Baltimore, Md. 305 252 
Bridgeport, Conn. 680 589 
Columbus, Ohio 71 22 


Detroit, Mich. 336 301 
Elizabeth, N. J. 436 327 
Freeport, N. Y. 148 156 
Hartford, Conn. 632 412 
Irvington, N. J. 205 137 


Meriden, Conn. 463 ne 
Milwaukee, Wis. 288 225 
Minneapolis, Minn. 224 155 
Montclair, N. J. 109 89 
Morristown, N. J. 39 25 


Mt. Vernon, N. Y. 398 
Newark, N. J. 741 645 
New Bedford, Mass. 630 
New Haven, Conn. 517 
New Rochelle, N. Y. 160 82 


Norfolk, Va. 
Omaha, Neb. 
Orange, N. J. 
Passaic, N. J. 
Paterson, N. J. 


Philadelphia, Pa.* * 

Portland, Me. 579 
Portland, Ore. 1,131 
Poughkeepsie, N. Y. 122 
Providence, R. I. 424 


Richmond, Va. 408 
Roanoke, Va. 725 
Rochester, N. Y. 526 
Rockville Centre. N.Y. 50 
Salem, Mass. 307 


St. Louis, Mo. 668 
St. Paul, Minn. 85 
Schenectady, N. Y. 66 
Spokane, Wash. 446 
Springfield, Mass. 817 
Stamford, Conn 161 


Washington, D.C. 366 
White Plains, N. Y. 166 
Wilmington, Del. 139 
Worcester, Mass. 857 
Yonkers, N. Y. 145 
Matched Totals 15,627 13,620 
Percent Change —12.8 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 


**Courtesy of “Philadelphia Inquirer.” 


question . . . whether or not the elec- 
tric utility has an off-peak rate for 
water heating. We find that they do in 
one-third of the markets heard from. 
This is particularly strong in New Eng- 
land, fairly heavy in the Midwest and 
infrequent for the other areas. 

The final question explored the pos- 
sible reasons for the very modest sales 
of separate oil-powered water heaters 
when they are known to supply such 
a superior quantity of hot water com- 
pared to other fuel heaters. 

Their answers to this question were 
quite varied and a dozen or so typical 
ones were these: 

“The dealer should make a market 
analysis and then be prepared to com- 
mit himself for a certain number of 
water heaters.” . . . “Cooperative ad- 
vertising, a continuing hard-hitting en- 
velope stuffer program, and enthusias- 
tic follow-up by salesmen who have all 
the facts.” . 


Additional Effort 


“More sales effort on the oil indus- 
try end should increase sales 100-fold.” 
. . . “Lower installation price.” .. . 
“Sell account on idea of remitting sav- 
ings to pay for heater—it’s gotta 
work!” 

“Need to find sales potential and 
then see if it would pay to spend a lot 
of money on good salesmen.” . . . 
“Lower price and trouble-free perform- 
ance—we have a call right now, ‘no 
hot water. How can anyone get ex- 
cited about building up sales when in 
the back of your mind you remember 
those troublesome jobs. In my own 
home I fire a 1 gph water heater at 
.75 gph and this burner has run five 
years with no maintenance other than 
oiling motor bearings. We have ac- 
counts, however, that require servicing 
every two months—lint from washer 
and dryer, poor location, etc.” 

“We need national promotion and 
dealer education.” . . . “We must ad- 
vertise higher recovery rates for oil 
over gas and electricity.” . . . “Good 
advertising program.” . . . 

“We need lower equipment cost to 
compete with electric water heaters, 
present price ratio is about 4:1.” ... 
“Must use a regular breakdown show- 
ing water heating with oil as against 
other types over a five year period in 


ih 


order to offset the difference in cost.” 

“We need more confidence; in our 
area (Nebraska) 98% of the dealers 
are saddled with the ‘oil is on the 
downgrade’ type of thinking” .. . 
“Must make equipment price competi- 
tive.” ... “A real high pressure spe- 
cialty selling campaign.” . . . 


Where is the 
New home Market? 


No. of Permits Issued 

Nov. 11 Mos. 

Alabama 714 10,338 
Arizona 1,402 17,936 


Arkansas 167 2,909 
California 
Colorado 


13,269 
1,308 


176,458 
15,287 


922 14,057 

145 2,408 
Dist. of Columbia 731 
Florida 4,352 
Georgia 1,438 


Idaho 117 
Illinois 2,978 
Indiana 1,001 

lowa 509 
Kansas 391 


Kentucky 518 
Louisiana 529 
Maine 123 
Maryland 1,743 
Massachusetts 1,522 


Michigan 1,742 
Minnesota 1,293 
Mississippi 244 
Missouri 1,159 
Montana 156 


Nebraska 628 
Nevada 456 

New Hampshire 79 
New Jersey 2,360 
New Mexico 301 


New York 6,642 
North Carolina 844 
North Dakota 74 
Ohio 3,164 
Oklahoma 626 


Oregon 532 
Pennsylvania 2,146 
Rhode Island 346 

South Carolina 160 
South Dakota 189 


Tennessee 870 
Texas 3,594 
Utah 344 
Vermont 25 
Virginia 1,800 


Washington 749 

West Virginia 73 

Wisconsin 1,389 
Wyoming 49 1,327 


These figures are collected by the Census 
Bureau from selected areas. They represent 
approximately 77% of all dwelling con- 
struction in the United States. 
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Spas THE PRESSURE of heavy re- 

quirements throughout most of 
the strong oilheating territories, prices 
pretty generally increased during the 
month from January 10 and February 
10. Along the East Coast most of the 
principle markets had increases rang- 
ing from .2¢ to 9¢. 

The situation on February 10 was 
quite confused because while there was 
a general increase in the days immedi- 
ately before, not all of the refiners had 
moved by the same amounts. Where 
there was very heavy demand related 
to available supplies, an individual 
company went up more than other re- 
finers in that market. The individual 
refiner also applied separate treatment 
to individual cities based on his own 
sales. 

The Price Index Chart closed the 
year with No. 2 fueloil just a little 
above the Cost of Living although it 
will probably push up during the fol- 
lowing two months, as you can see that 
it did in January and February in 1960. 
The main point is that gas space heat- 
ing costs according to the Bureau of 
Labor Statistics have moved far away 
from the Cost of Living index. 


No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of February 10, 1961 


Tank Tank 
Cart Wagon 

Portland, Me 11. 16.1 
Boston 11. 15.1 
Providence 11, 14.9 
Hartford 11. 15.8 
New Haven 11. 15.4 


Syracuse 8 15.6 
Albany P 15.1 

New York o 15.4 
Newark 5.2 
Philadelphia . 15.4 
Baltimore : 15.3 


Wilmington, N. ¢€ , 15. 
Washington J 15. 
Richmond 3 15. 
Charleston, S$. C A 15. 
Chicago 15. 

Detroit SS. 


Cleveland 12.0* 15. 
Minneapolis 10.929 15. 
St. Louis 10.35* 15. 
Indianapolis 10.89* 15. 
Milwaukee 10.985* 14. 
Des Moines 10.6 15. 


WO dW No bo 


Portland, Ore 10.825* 15. 
Seattle 10.6* 15. 
Spokane 2° 16.8 

Los Angeles 11.35° 14.3 


San Francisco 12.05* 14.8 
l 


Tank wagon prices shown are for maxi- 
mum one-time delivery discounts, 

* Delivered. 

tTank car prices are typically those paid 
by fueloil distributors as a purchase price. 
On the West Coast, this term more often 
indicates a retail sale to a large commercial 
account. This usually is a half cent below 
tank wagon price 
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Degree Day Table 


—SEASON TO DATE— 

Sept. 1, 1960—Jan. 31, 1961 
Percent 

Normal ’60-’61 Change* 

Albany AP 3877 4145 + 6.9 

Atlanta AP 1757 1999 + 13.8 
BaltimoreCO 2417 2661 + 10.1 
Boston AP 3121 3236 + 

Buffalo AP 3649 3955 + 
Charlotte,N.C.AP 1978 2138 + 


Chicago AP 3595 3493 
CincinnatiCO 2653 3055 
Cleveland AP 3303 3800 
Dallas AP 1477 1629 
Denver AP 3473 3458 
Des Moines AP 37£5 3666 


Detroit AP 3528 3576 
Grand Rapids AP 3884 3819 
Hartford AP 3444 3935 
Helena AP 4716 4172 
Houston AP 903 984 
Indianapolis AP 3263 3538 


Kansas City AP 2960 2787 
Los AngelesCO 779 467 
Louisville AP 2666 3039 
Milwaukee AP 3947 4121 
Minneapolis AP 4552 4779 
New OrleansCO 770 932 
New York CO 2766 2952 


Omaha AP 3670 3467 
Philadelphia CO 2557 2747 
Pittsburgh CO 2882 3151 
Portland, Me. AP 4149 4358 


Portland, Ore.CO 2391 2141 
Providence AP 3320 3505 
Roanoke, Va. AP 2472 2718 
St. Louis AP 2822 2951 

Salt Lake City AP 3473 3369 


San FranciscoCO 1343 1487 
Sault Ste. Marie AP 4927 4892 
SeattleCO 2435 2223 

Toledo AP 3561 3804 
Washington AP 2523 2837 
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Distillate Fueloils EE BE er Ca 
CHART DOES NOT ACTUAL PRICES, BUT RATHER 
PRIMARY STOCKS* 445 CHAN I ASE RIOD 1947—1{ 
(Thousands of Barrels) san RR A ET ES 
East of Rockies —s 
Feb. 10 Feb, 12 
1961 1960 
34,764 46,517 
Midwest 32,732 36,737 
Gulf Coast 17,139 20,872 


Total 84,635 


East Coast 





104,126 


*American Petroleum Institute. 
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NR. CHIPS... 


The best “working partner” a man in business can have is money, and 
the next best partner is a crackerjack team of associates and suppliers 
who know how to help him make it. For over three decades money- 
minded independents have found that HARTOL is a good outfit to have 
on their side—and today it’s more true than ever. Most aggressive, fastest 
expanding petroleum source on the Eastern Seaboard. One of our 18 
terminals is located right for you. Call your nearest HARTOL representa- 
tive and ask him to stop in and tell you in plain words just what he can 
do for you now. 
@ largest independent marketer of gasoline and fuel oil on the Eastern 
Seaboard. 18 modern terminals. 
e First in experience . . . cooperation with independent jobbers and 
dealers . . . ability to serve. 


HEATING OILS * GASOLINE * KEROSENE 


HARTOL PETROLEUM CORPORATION 
50 ROCKEFELLER PLAZA © NEW YORK 20, N. Y. 














DONGAN 
Oil Burner 
Transformers 


oes. Custom Built 
to your Specifications 


Dongan ignition transformers are 
standard on leading oil burners; 
approved by U.L. and C.S.A.; avail- 
able in many sizes, domestic and 
industrial. Features include high 
voltage windings; cool centers; no 
interference; custom design. Just 
send us a blueprint of the type of 
mounting you need! 


Get this New Portable 
Transformer Tester! 


You'll like the con- 
venience of Don- 


©) age potential trans- 

; former; voltmeter; 
pair of high tension 
test leads; pair of 
primary leads, For 
bench or fleld work, 
easily portable — 
weighs just 15 
pounds. Write for 
prices. 


In your pocket .. . 
complete data for 
replacement  trans- 
formers: pictures, 
cross-index tables 
that give specific 
Dongan replace 
ments, dimensions, 
mounting drawings 
and instructions. 
Ask for your com- 
Plimentary copy to- 
day. 





SEND FOR YOUR FREE 
TRANSFORMER CATALOG 
TODAY 


The Dongan Line Since 1909 


DONGAN ELECTRIC 
MANUFACTURING CO. 


2981 Franklin St., 
Detroit 7, Mich. 








Names in the News 


Hermann C. Hoffmann has been 
named to the new post of general sales 
manager, Carrier Air Conditioning 
Co., Syracuse, N. Y. The company was 
formed earlier this year by the merger 
of two divisions, one handling prod- 
ucts sold through dealers and the other 
larger equipment sold directly to con- 
tractors. Hoffmann has served as gen- 
eral sales manager for direct sales for 
the past seven years. 

Other Carrier appointments include: 
John F. Kooistra, manager of direct 
sales; George T. Long, manager of dis- 
tributor sales, and John F. Manion, 
director of marketing services. 


Arthur B. Hersberger has been ap- 
pointed general manager, marketing, 
The Atlantic Refining Co., Philadel. 
phia, Pa. He will report to Dwight T. 
Colley, vice president, who will retire 
on May 1 after more than 40 years of 
service with the company. 

Dr. Hersberger, who joined Atlantic 
in 1936, moves to his new assignment 
from the post of general manager of 
foreign marketing and manager of spe- 
cial sales. 

Milton G. Davis has been named 
general manager of domestic market- 
ing for the company, reporting to Dr. 
Hersberger. Davis joined Atlantic in 
1937 as a service station operator and 
has most recently served the company 
as manager of regional marketing. 


Hersberger 


YOUR BEST BUY IS 


CROWN 


for the Hottest H 


CAST IRON or STEEL 


Boilers and Package Units 


de 


ee 


— FEATURING: 
— 480’ to 1830’ @ Minneapolis Honeywell 
Completely wired Controls 
and assembled @ Bell and Gossett Pump 


or bare boilers 


at 190° Temp. 


BASEBOARD 
RADIATION 


Finished in Deluxe Whit 


C 1. Economy 


2. Pre-Pak 3’-4'.5'°.8 
no cutting 
WAY 


1.B.R. RATED 


WARM AIR 
FURNACES 


80,000 to 312,000 
* HIGH BOYS 

* LOW BOYS 

* COUNTERFLO 

* SUSPENDED 

* FLOOR FURNACES 
* SIDE BLOWERS 


ALSO 
Oil Fired Water Heaters 
30-50-70 Gallon Sizes 


For the Hottest Price in Town!! 
Write: 


HOME EQUIPMENT CO. 


(Div. of Crown Industries) 


NOTE: SOME TERRITORIES 
STILL OPEN FOR AGENTS 





SCOVILL 


HAS THEM 1 |] 


GAS PUMP COUPLINGS FROM %” to 1 


er ae 
Wi el. 
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SPRING GUARDS FOR FUEL OIL AND 
GAS PUMP. HOSE 


ws 
eraneaeeeea 
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COMPLETE EQUIPMENT FOR ATTACHING 
BY MACHINE OR HAND iS AVAILABLE 


eloil 


permanent or reattachable 


Scovill now makes the industry’s 
most complete line of couplings for 
fuel oil and gas pump hose... in 
both reattachable and permanently 
attached types ... in a wide range 
of sizes ... to both commercial and 
military specifications. As always, 
Scovill provides the fastest delivery 
and the best service with warehouses 
across the country and the largest 
sales force in the industry. For com- 
plete details, write: Scovill Manu- 
facturing Company, Industrial Cou- 
plings, Waterbury 20, Connecticut. 


Main offices: 99 Mill Street, Waterbury, Connecticut. 
Cleveland, Ohio: 4635 West 160th Street. San Fran- 
cisco, Calif.: 434 Brannan Street. Jacksonville, Fia.: 
P.O. Box 8366. Houston, Texas: 2323 University 
Boulevard. Toronto, Canada: 334 King Street, East 


Hose Couplings by 
SCOVILL 





NEW PRODUCTS From American-Standard Air Conditioning Division 


NEW OWL LO-BOY SHIPPED FULLY ASSEMBLED 
WITH BURNER AND CONTROLS 


This all-new oil-fired Model L-OB is 
factory pre-wired, pre-assembled 
and pre-tested, including the ACD oil 
burner. It is practically a ‘‘plug-in’’ 
unit. You bring in the oil line and 
electrical wiring—then just connect 
up and start up! It’s that simple. 
The L-OB is a truly compact fur- 
nace, 40%” low, 20-27” wide and 
54%" deep. The four models of 
the L-OB are rated at 84,000— 
95,000—112,000—and 140,000 
Btuh. The largest capacity model— 
140,000 Btuh—is only 27” wide and 
can fit through any average door. 
MA 
Underwriter listing on complete unit 
The design and construction of the 
L-OB has Underwriter listing not 
only on its sep- 
arate compo- 
nents, but also 
as a complete, 
assembled 
unit. The pri- 
mary control, 


fan-and-limit control and burner are 
completely factory installed and 
wired. The primary control uses a 
new burner-mounted heat-sensing 
device with all these major advan- 
tages: a.) avoidance of troublesome 
variable stack mounting conditions; 
b.) positive performance, unaffected 
by soot, vibration, stack corrosion or 
drafts; c.) responds directly to heat 
of the flame for safe, fast action; d.) 
service calls minimized because 
flame detector is hermetically sealed 
and not affected by high tempera- 
ture, does not age or require periodic 
replacement; e.) elimination of on- 
the-job stack primary installation 
saves time, money, materials. 


ee . a 
Features of the L-OB 


NEW SECTIONAL HEAT EXCHANGER. Is air- 
pressure tested; provides minimum 
draft loss, maximum efficiency, 
makes compact size possible. 

ACD OIL BURNER. Dealers tell us its 
service and performance record is 
unsurpassed in the industry. 

NEW COMBUSTION CHAMBER. All stainless 
steel, with all seams arc-welded. 


AMERICAN-STANDARD BLOWER. Powerful, 
quiet, with sufficient capacity for 
add-on summer air conditioning. 
ADJUSTABLE STEEL LEGS (& BOTTOM PAN). 
The legs (optional) speed installa- 
tion, cut costs, level and protect fur- 
nace from wet floors. The heavy 
gauge bottom pan strengthens the 
furnace, keeps out floor dirt and 
dampness. 
NEW EASY-ACCESS PANELS. The lift-off 
front door and back door provide 
complete and unobstructed access 
to controls, burner, blower, filters. 
New De Luxe American-Stand- 
ard Mercury Thermostat— 
Standard equipment on ail units. 

Get the data sheets and price 
list on the L-OB from your 
American-Standard Air Con- 
ditioning Division Distributor 


today. 
Asenscan Standard anc Standard® ave vacemass 
of Amencan Redator & Stenderd Sanitary Corporeton 


American-Standard 





. Names in the News 


William A. Lake has been appointed 

vice president in charge of Marketing, 
York-Shipley, Inc., 
York, Pa. Lake 
had been with 
Carrier Corp. and 
has been active in 
the heating busi- 
ness for the past 
12 years. 

Lake, operating 
in a staff position, 
will be responsible for the tesla of 
the future merchandising programs of 
the company’s heating products, in- 
cluding its York industrial and com- 
mercial steam generators, Jackson & 
Church industrial and commercial 
warm air furnaces, and its York resi- 
dential boiler and furnace lines. 


Herbert E. Puttbach has been ap- 
pointed Sales Manager, Walton Labo- 
ratories, Inc., Irvington, N. J., manu- 
facturers of humidifiers. 

Puttbach will head all of the com- 
pany’s divisions and will be responsi- 
ble for implementing the expansion of 
distribution in the heating field cur- 
rently underway at the 25 year old 
firm. 


Gilbert B. Richards, president of 
Opw Corp. and Opw-Jordan Corp., 
Cincinnati, Ohio, valve manufacturers, 
died at his home recently. He was 56. 

Richards joined Opw Corp. as ex- 
ecutive vice-president and director in 
September, 1949. He became president 
in 1951. 


Bill W. Davis has been named man- 
ager, sales, Allied Oil Co., Cleveland, 
Ohio. Davis 
joined Ashland in 
1948, transferring 
to the company’s 
Ashland, Ky., of- 
fices as a special 
representative in 
1958. In 1960, he 
was named Ex- 
ecutive Assistant 
to the management of the Allied 
Division. 

The appointment of Wayne T. Wig- 
gins, former sales representative for 
Allied, as Assistant Sales Manager, was 
also announced. 
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ctra - 
strength 


solid rigidity to stay in shape yearsilonger. 


Chevy's powerful, efficient Taskmaster V8 
combines big-truck might and muscle with 
top operating economy. 


where it counts gives Chevy cabs 








Independent Front Suspension with ‘‘walking wheel” action paves the way to 
bigger earnings with a smoother ride and reduced maintenance expense. 





CHEVY BUILDS 'EM BETTER (TO BOOST YOUR EARNINGS)! 


DEEP-DOWN DURABILITY 





SAVES YOUR DOLLARS IN 
1961 CHEVROLET 
MEDIUM-DUTY TRUCKS............ 


nents that add to tough-truck durability and earning ability; the strong reasons why a Chevrolet 
middleweight can take plenty of punishment—and keep on taking it. Here’s why these rough-and- 
ready haulers squeeze bonus earnings out of tight budgets! 


Take a look at the Chevy cab (pictured at left). 

It’s built solidly to take any poundings your 

rough-and-tumble runs can throw its way; to 
stay in shape for years, lengthen effective truck working 
life and minimize maintenance expense. Notice the 
husky longitudinal sills that reinforce the cab underbody 
to reduce vibration and provide a solid foundation for 
cab sheet metal. Check the extra sturdy door openings 
with box-section pillars and sills to keep doors weather- 
tight and in lasting alignment. See how the husky 
box-section pillars support the rigid, double-walled roof 
panel for greater safety and maximum cab strength. 
(And this cab is just as comfortable as it is rugged!) 


More evidence of Chevy’s deep-down strength 

and toughness can be found beneath the hood. 

There you’ll find the 261-cubic-inch Jobmaster 6 
—a work-proved dollar-saver. Its sturdy components— 
forged steel crankshaft, high-alloy inlet valves, pre- 
cision bearings, hard-faced exhaust valves with Roto- 
coils, all-weather electrical system and many more— 
are solid assurance of maximum efficiency and economy. 
Or the big 283-cubic-inch Taskmaster V8 illustrated at 
left (optional at extra cost) to supply plenty of torque to 
move maximum payloads with minimum strain or wear. 
Low maintenance costs stem from features like alumi- 
nized high-alloy inlet valves, hard-faced exhaust valves 
with Rotocoils and Moraine 400 precision bearings. 


Chevy’s bump-beating Independent Front Sus- 

pension system provides still another reason for 

dollar-saving durability. Tough, friction-free 
torsion springs cushion the ride; ruggedly built control 
arms guide each wheel to give sure, stable handling; 
sturdy, custom-tailored shock absorbers further reduce 
road shock and offer maximum ride control. The result 
is a new kind of smooth truck ride that lengthens truck 
life; cuts wear and tear to reduce maintenance. These 
reasons for ruggedness go on and on to help reduce 
your costs. They’re all the result of Chevy’s deep-down 
durability. See your dealer about it soon. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





CHEVROLET POWERMATIC, developed especially 
for big truck duty, provides fully automatic driving 
ease for all Series 60 and 60-H models (optional 
at extra cost). With six forward speeds in four driving 
ranges, plus torque converter action for getting 
under way and cushioning drive-line shifting shocks, 
Powermatic adjusts automatically to load and road 
conditions. 











1961 CHEVROLET STURDI-BILT TRUCKS <zageeraw” 


eloil 


21 





QUALITY is our business 
.. Without any compromise 


ND ONLY os 


A 
GIVES YOU ALL THREE— 
1, FLEXIBLE COUPLINGS 


Jaw 
Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins ail 
three at one time—while in final op- 
erating ament. 

@ BRAIDED RUBBER—Ground to absolute true con- 

. Furnished in BUNA-N TUSE end NEO- 
E COVER Lateral and angular alignment 
fully met. 


@ ONE-PIECE DESIGN—Minimizes assembly and 
hendiing costs. Made to exact lengths required. 


Over 5,000,000 Cente oni we par 
equipment. our ass 
hi quality and odtemwea veceptence in the 


2, OIL TANK VALVES 


Check These Superior 

Guardian Features— 

@ Metal-to-meta! seating. 

@ Highest quality machined bar 
stock. 


@ Greater wall and body strength. , 
@ Fusible linkage available in ali designs. 
@ Vaive designs for every type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Gueranteed for pressure up to 2000 P.S.!. 

@ Allows 7° angular deflection. 

@ U.L. approved tor oll anc gas. 


Write 
J2¢a a] . 
GUARDIAN 
Here »* 
lar. 


Uanltan 
PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-31 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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Results of jobber economic Study 
told to Northwest Petroleum Meeting 


i” om HALL, president of the 

Como Oil Co., Duluth, Minn., 
brought some interesting details of an 
economic study of jobber operating 
results to the annual convention of the 
Association in 
Minneapolis January 18-19. The focus 


Northwest Petroleum 


of the study was on the probable future 
importance of the jobber to petroleum 
marketing. 

Too long to print here in full, there 
follows quite a number of specific 
quotes that will serve to record for 
reference some of the figures, plus a 
few of Hall's opinions. 

It is estimated that independents 
now handle 30% of the industry gaso- 
line volume and 80% of the fueloil 
volume. There has been no trend on 
the part of major companies away 
from distribution through independent 
marketers. 


Supplier Survey 


A personal survey of 10 Midwest 
major suppliers brought these findings: 
1) Percent of total sales of gasoline 
through jobbers ranged from 21.4% 
to 83.6%, 
416%. 


the increase of jobber sales over the 


with the average being 
These companies reported that 


past five years was 12.4%. 

2) The of fueloil 
through jobbers ranged from 40% to 
82.0% and the average was 65.2%. In 


percent sales 


the past five years their growth of fuel- 
oil sales to jobbers was 16.7%. 

3) All of the companies said that 
they expect more jobber volume in the 
future, typically, “Because we believe 
in the effectiveness and profitability of 
jobber operation. 

A recent survey by the National Oil 
Jobbers Council showed that the typi- 
cal jobber had sales of $565,000 and 
sold approximately 2 million gallons 
of gasoline and fueloils. The average 
net profit on sales was from 1.4 to 
1.8% and on net worth from 5.3 to 
10.6%. 
ago with $18,000 capital and has since 
increased this investment to $107,000. 
A Dun & Bradstreet survey of inde- 
pendent oil distributors showed earn- 


He started business 20 years 


ings on net worth from 10.4 to 12.2%. 
This compares with earnings of 30 
major oil companies, reported by the 
Chase National Bank of 10.3 to 14.6% 
on net worth. The D&B report says 
that the record for independent jobbers 
could be understated because officers’ 
salaries amounted to 3/5 of net profits 
before taxes. 

To talk about expanded jobber mar- 
keting we should separate gasoline 
from fueloil, because of the many dif- 
ferences in problems and conditions. 
The only real similarity is that they 
come from the same source. 

In fueloil it is not so much a ques- 
tion of taking over more of the volume 
from direct marketing, as it is a prob- 
lem of retaining and expanding the 
present markets. Certainly the jobber 
is in the best position to do this; the 
big source of competition is the local 
natural gas industry. 

“We are greatly encouraged as fuel- 
oil marketers,” Hall continued, “by the 
existing and expanding programs of 
matching funds for local advertising, 
appropriations for oilburner research, 
national public relations and engineer- 
ing services. However, all of these aids 
for jobber marketing of fueloil can be 





The 38th annual convention of 
the Northwest Petroleum Associa- 
tion, held January 18 and 19 at the 
Hotel Nicollet, Minneapolis, in- 
cluded two general business ses- 
sions. At one of these Myles Hall 
—— on an economic study of 
jobber operations. Excerpts are re- 
produced. 

Other speakers included Clar- 
ence F. Niessen, DX Sunray Oil 
Co., who told about "Salesman- 
ship and How!" and Robert Gray, 
National Fueloil Council. 

Officers of the Northwest Petro- 
leum Association are: President, 
A. E. Saunders, Forman Oil Co., 
Forman, N. D.; Vice-presidents, 
Craig Shaver, Dickey & Shaver, 
Inc., Wayzata, Minn. and Bob 
Streeter, "66" Oil Co., Bismarck, 
N. D.; Treasurer, E. H. Kopplin, 
Kopplin Oil Co., Litchfield, Minn.; 
Secretary, Hiff Horning. 
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for the first time—a unit 
made by and for “burner men” 


The burner industry has been waiting for an oil burner man’s 
boiler. Industrial Combustion, Inc., puts the burner before 
the boiler with its new Highlander. This completely assem- 
bled boiler-burner plant (Scotch-type two-pass unit) has been 
designed and constructed from the burner specialist’s point 
of view — built to bring out the best efficiency and reliable 
operation of the burner. 

And “burner men” design is just the beginning! The new 
Highlander will be sold exclusively by authorized Industrial 
Combustion dealers. It will be installed and serviced by these 
qualified burner technicians. 

Write today for complete information — Dept. FO-31 








HEART OF THE HIGHLANDER is the famous In- 
dustrial Combustion burner. Shown is the 
HEV-E-OIL burner especially engineered to 
make use of inexpensive heavy oils — num- 
ber 4 and 5. Number 6 or Bunker C in larger 
models. Available from 5 to 150 gph. 





INDUSTRIAL qd: COMBUSTION 


INC. 
EXECUTIVE OFFICES: 4507 N. OAKLAND AVE., MILWAUKEE 11, WIS. 
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meaningless unless the fueloil jobber 
is progressing on the home front.” 
While it is true that the jobber mar- 


extra per customer : kets a large share of the fueloil, he 


secured this business with a very mini- 

with h J iy mum effort. The biggest part of the 

A t e 0 nson fueloil market for domestic heating 
as 9 came into being in the ten years from 
Fuel Demand Meter 1946 to 1956. At the start natural gas 


] | Co., says: 


had not expanded to most markets; the 
war years had created a pent-up de- 
mand for automatic heat; the oilburner 
was the natural answer. 

In many areas of the Midwest, local 
heating companies were putting in oil- 
burners as fast as they could get equip- 
ment. Then the fueloil jobber, through 
his friendship with the heating con- 
tractor and the customer got the new 
fuel account. The only competition was 
from other fueloil distributors and 
there was plenty of new business for 
all. 


Competition today 


Now take a look at the competitive 
Wes White clears factors involved today. In most markets 


over $8 000 in 5 years throughout the Midwest natural gas 
either has arrived or will in the very 
“1 get my $400 inves. | JOHNSON accuracy 


near future. With natural gas comes 


ment back 4 timesa | makes the profitable high pressure sales campaigns, ingeni- 


nga an wre app diff erence ous offers and inducements to the 
gr. Zephyr Oil Co., 
a iR : “4 Michie iggy : homeowner to convert to gas. Your 
rand Kapids, Michigan. Wes White and many others have found: : . , 
a . friend the heating contractor, who in- 
That means over $1 Mean temperatures are no longet enough y 
extra profit per customer for figuring oil consumption, especially in stalled the equipment for much of your 
per year. But more impor- mild weather. The Johnson uses a// weather existing oil business has now joined 
tant, we have completely factors—sun, wind, snow, rain—to give you hands with the gas utility, who is giv- 


ended runouts due to the en electronically accurate fuel demand for ing him special inducements, bonuses, 
each customer. Saves office work, improves 


load handling, usually saves at least one drop i make a quick profit on the in- 
per customer per year. Get literature today. stallation of gas equipment. 


former degree day system 
based on limited infor- 
mation. 


x2 To meet this competition it seems 
<a Bateen taps oe N EW DESK imperative that every fueloil marketer 
schedule loads better. It's 


ihe oe eas ene model for both take the following steps: 

Aciies of consis sic even 1 raps = heat and 1) Insure completely automatic de- 

made. Has run 5 years tay) hot water livery service. This should include the 
trouble free. ; a installation of VENTALARM signals to 
“I recommend it to any ’ = ; minimize the danger of oil spills. The 
fuel oil distributor who oil delivery must be just as automatic 

wants an casy way to in- and convenient to the customer as be- 


crease profits.” JOHNSON DEGREE DAY SYSTEM | ing connected to a gas line. 
329 S. PITCHER ST., KALAMAZOO, MICH. 2) Provide a monthly budget pay- 


ment plan. 

3) Concern yourself with the serv- 
ice and maintenance of your custom- 
er's oilburner. If the heating contrac- 
tor took care of this in the past, he 
may use service calls as a means to 











| Please send me “20 NEW WAYS TO PROFIT BY DEGREE | 
DAYS” with information about your Fuel Demand Meters 





| Name | 
| Address. | 


City, State selling new gas equipment. Remember, 
<a many of the oilburners are old enough 
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full-range 


metering accuracy 
for Bulk Plants 


Cover re ved to show two-case construction that prevents 
rtion under pressure, and the three simple rotary 
) elements that revolve in unison for sustained meter- 


acy when flow is in either direction. 


MODEL M-60-A. Capacity: 600-30 gpm. Working pressure: 
150 psi. 4” or 6” ASA flanges or Victaulic connections. Sup- 
plied with preset, slow-closing two-stage hydraulically bal- 
anced valve, remote counter, extensions, swivel adaptors, 
printer, and air separator-eliminator, as desired. The ideal 
meter for loading racks, pipe lines, refineries, aircraft re- 
fuelers, hydrant trailers. 


seal dist 
meterir 


ing accu 


SEEING IS BELIEVING ...LET US PROVE IT! 


All meters must allow slippage, but some meters permit much 
more than others. As with all fluid flow, the amount of this 
slippage depends upon (1) size of opening; (2) pressure. So, 
slippage is greatest in meters with largest total clearance and 
highest pressure loss. 


While any meter can be adjusted to accurately register 
gallonage, here’s the catch: each calibration is accurate for 
only one rate of flow. At slower speeds, there's always more 
slippage, and the uncounted loss can be considerable. In 
LC meters, total clearance is one of the smallest—pressure 
loss one of the lowest—a combination that enables these 
modern meters to operate efficiently all the way down to 5% 
of rating in delivering unmatched full-range accuracy for a 
new kind of bulk plant economy. 


in just three years, LC becarne the world’s largest maker 
of 600 gpm meters. Individual service records already go to 


ee he w rea 
SHIPPED FROM STOCK 
—600 gpm, 350 gpm, 200 gpm, and 100 gpm sizes. 
LIQUID CONTROLS CORPORATION 


Commonwealth Avenue, North Chicago, Illinois 


Phone: DExter 6-8070 
eloil 
tery 


y good meters can be — iu au iD ® 
pump it, we'll meter it’ | 


well over 400,000,000 gallons—and no metering element worn 
out. True rotary type. No oscillating or reciprocating parts. 
No metal-to-metal contact. Positive displacement. The only 
meter tested and approved by Weights and Measures Depart- 
ments for flow rates from 600 to 30 gpm. Your LC Distributor 
will be glad to arrange a “see for yourself’’ demonstration, 
and explain every superior meter feature in detail. Call him 
today, or write us. 


GOOD NEWS GETS AROUND FAST 


As the newest meter-maker, it is natural to expect that LC 
would introduce many exclusive and patented innovations to 
improve accuracy, convenience, durability. How users have 
responded to this new kind of meter is best shown by their 
purchases. Here are comparative annual LC sales totals 
since the 1957 beginning. 


LC METER SALES 


1960 





NEW Miracle 
ATION fame 
Steel ribbons 
whisper-quiet 








Famous Seal-Tite® cabinet 
and Counter-flow styles. Tw 


Hi-Boy Model 





Counter-Flow Model 





the difference! 7ReW 
Wy ILLIAMSON 
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Not just another furnace . . . new distinctive, 
exclusive features make the Gasaver different 
. . . set it apart from all other furnaces. Cus- 
tomers recognize, want and will buy the difference 
that is Gasaver. The Gasaver represents an en- 
gineering achievement, a positive contribution 
to modern home comfort. 


BE A WILLIAMSON DEALER... 

HAVE exclusive Gasaver...a tremendous ad- 
vantage over your competition 

PLUS exclusive Oilsaver in Hi-Boy, Lo-Boy 
and Counter-flow models 


ptus SUPER Series. ..a competitive line of 
Air Conditionin, the quality units 
Gasaver 


BET loner canecity wt PLUS famous Seal-Tite® Duct, Pipe & Fittings 
PLUS the complete line of Williamson Air 


Si es Conditioning units for residential or 
Gig 4 4 “ c. commercial installations 


PLUS a complete line of free literature, engin- 
eering aids, and selling plans .. . all 
dealer designed and tested 


COPYRIGHT, 1960 — THE WILLIAMSON CO. 


wnheny ay 


I'd like more information on: : 
WILLIAMSON Furnaces (“] Gasaver (—) Oilsaver (—) Super Series. 
(C2 Williamson Air Conditioning 
(2 Williamson Seal-Tite® Duct, Pipe and Fittings 
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Lo-Boy Model with Air Conditioning 
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to represent a costly service problem. 
There is nothing like a high service 
bill to induce the customer to switch 
to gas; this you can’t allow to happen. 

4) Have complete knowledge of 
the new and more efficient oilburning 
equipment coming on the market. You 
must spearhead the sale and installa- 
tion of this equipment; there isn’t any- 
body left to do this job but you, the 
fueloil marketer. If you put your head 
in the sand and ignore this responsi- 
bility, it is just as sure as night follows 
day that today’s fueloil customer will 
sooner or later be hooked to the gas 
lines. 

5) Explore the heating of hot water 
by oil. Here you can attack the soft 
underbelly of the gas company. Gas 
rates for water heating compare with 
32¢ fueloil. An oil water heater will 
cut fuel cost in half and give four 
times the amount of hot water per 
hour. An oilpowered water heater can 
be installed for $225, or $7.19 a month 
on FHA. It will pay for itself on fuel 
savings in less than five years. Take 
the profitable water heating load away 
from the gas companies and this will 
force them to raise their rate for space 
heating. 

6) Join the industry effort in your 
community to promote the advantages 
of heating with oil. 

This briefly is the position of fueloil 
marketers, Hall concluded, with seri- 
ous problems at the present time, but 
ones that can best be solved by the in- 
dependent marketer. 


Construction Contracts 
Set Record High for ’60 


AN ENORMOUS VOLUME of construc- 
tion contracts awarded in December 
pushed the total for 1960 to a new all- 
time record for the United States, F. 
W. Dodge Corp. reported. 

December contracts totaled $2,717,- 
701,000, a gain of 22% over Decem- 
ber 1959. This is the highest peak ever 
reported for any month. As a result, 
total contracts for 1960 reached a new 
all-time peak of $36,317,629,000, 
slightly ahead of the previous record 
set in 1959. 

The new record is due to a burst of 
strength which occurred in non-resi- 


28 


dential and heavy engineering contracts 
in November and December, offsetting 
a sharp decline in housing which 
wound up 1960 with contracts totaling 
$15,105,423,000, some 12% behind 
1959. The sources of strength in 1960 
were highways, up 21% over 1959 
and schools up 13%. 

In past recessions, George Cline 
Smith, Dodge Vice president and chief 
economist, said, the construction indus- 
try has provided an upward push, par- 
ticularly through housing activity. The 
industry may be serving the same role 
again, but this time in areas outside of 
housing. In any case, the burst of con- 
tract letting cannot help but provide 
an offset to the declining tendencies of 
other lines of business. 


Study of Ohio Farms 
shows fuel Preferences 


A STUDY, compiled by The Ohio 
Farmer, covered the petroleum market 
and included information on fuel pref- 
erences. 

For home heating, 63.5% of the 
magazine’s subscribers preferred coal- 
wood; 27.9% used oil and 8.5% used 
gas of all kinds for heating. Other 
fuels were listed by 8%. 

Fuel used for heating stoves or space 
heaters showed: Coal-wood, 50.7%; 
oil, 40.0%; gas (of all kinds), 16.7%; 
other fuel, 2.4% 

Finally, the study showed that most 
subscribers use electric water heaters, 
75.2%, to be exact; 19.4% used some 
kind of gas water heater; 3.7% had 
an oilfired water heater; 3.5% used a 
coal-wood heater; .2% used other 
fuels. 

A footnote to the study explained 
that multiple answers caused percent- 
ages to equal more than 100%. 


Warm Air Convention set 
for Chicago in November 


THE 48TH annual convention of the 
National Warm Air Heating and Air 
Conditioning Assn., Cleveland, Ohio, 
will be held in Chicago, Ill, during 
the week of November 6, 1961, at the 
LaSalle Hotel, according to J. M. Mar- 
tin, managing director of the associa- 
tion. 


Anchor Tank Lining Co. 
Box |, 

Port Everglades Station 
Fort Lauderdale, Fla. 


Chicago Tank Lining 
Co. 


5247 West Quincy St. 
Chicago, Illinois 


Complete Heating & 
Cooling 

347 S. Pearl Street 

Albany, New York 


Durable Industries 
637 Andrea Road 
Runnemede, New Jersey 


Du Raye Industries 
245 Broadway 
Paterson, New Jersey 


Charleston Oil Co. 
Box 145 
Charleston, $. C. 


Dealer's Tank Service 
816 "A" St. 
Tacoma, Washington 


Harford Burner Service 
7003 Old Harford Rd. 
Baltimore, Maryland 


Michigan Tank Lining 
5103 E. Atherton Rd. 
Flint, Michigan 


Madsen Service 
3549 Nicollet Avenue 
Minneapolis, Minnesota 


National Tank Sales & 
Service 

713 S. 10th St. 

Milwaukee, Wisconsin 


Northwest Tank Lining 
Co. 

1501 15th Avenue 

Seattle, Washington 


Northeast Tank Lining 
Co. 


558 Shore Rd. 
Cape Elizabeth, Maine 


New England Tank 
Lining Co. 

557 S. Fulton Ave. 

Mt. Vernon, New York 


Tank Bottoms, Inc. 
416 Senator St. 
Brooklyn, New York 
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New England Tank 
Lining Co. 

708 Madison Avenue 
Bridgeport, Conn. 


Olson Deane Tank 


9307 Olive Street Road 
St. Louis, Missouri 


Petroleum Maintenance 
2040 Southeast |4th St. 
Des Moines, lowa 


Roberts & Knapp 
210 East Boone Ave. 
Spokane, Washington 


Western Service 
N. 217 Division St. 
Spokane, Washington 


Sullivan Sales & 
Service 


119 N. 46th Ave. West 
Duluth, Minnesota 


Suburban Tank Co. 
525 Trapelo Road 
Belmont, Mass. 


Silar Industries 
165 Norfolk St. 
Dorchester, Mass. 


Joe Yacovone & Sons 
119 Ashley St. 
Springfield, Mass. 


Orion Sickler Go. 
102 Grant Aveiwe 
Takoma Park, iid. 


Vollers Heating & Air 
Conditioning 


2331 Boulevarci, 
Box 3442 
Jacksonville, Florida 


Tank Liners, Inc. 
2191 N. W. Savier St. 
Portland, Oregon 


Guy L. Hendrix 
Furnace Service 

1515 Hillcrest 

Corvallis, Oregon 


Western Oi! & Burner 
Co. 


1845 S. éth St. 
Klamath Falls Oregon 


Northwest Tark Liners 
Box 60? 
Rainier, Oregon 


Northern Fuels 
192 College St. 
Burlington, Vermont 





qnenr 
ge” TANK REPAIR 


From 275 to 5,000,000 gailon tanks 


GLASS 


ARMOR 


BRIDGEPORT CHEMICAL CORPORATION, 75 EAST 2nd STREET, MINEOLA, N. Y. 
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Korth IS YOUR 
One MAIN 
Resource FOR 
True QUALITY 


Heatine EQUIPMENT 
The only one in ‘61 





SHELL HEAD 
BURNERS 


Complete range of 
sizes and capacities 
from .75 to 20.0 
GPH. Pedestal or 
flange mounted. 
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OIL FIRED 
WATER HEATERS 


@ 2 Types... glass 
lined and copper. 


1 
{ 
: 


Fe ee 
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® 5 storage tank sizes 
‘ 30, 45, 50, 65, 
and 70 gal. 





@ Available with Korth 
Shell Head burner. 


WATER SUPPLY .2. 
BOILERS 


@ For all big jobs... 


© 7 sizes . . . 300 to 
3000 GPH. 


@ Equipped with 
Korth shell head 
burner. 


@ ASME and MCA 
constructed and 
listed. 


PIII I IIIS II IISSIIAISISSI SSN 
WATER SOFTENERS 


A NATURAL TIE-IN TO 
YOUR PRESENT OPERATION. 


Serni and 
fully 
automatic 
models, 
easy to sell, 
install, 
service. 


Full factory 
assistance 
including 
Model 50 DeLuxe water 
automatic testin 
available. 
Model 51 automatic 





Some areas still available 
for qualified distributors. 


Phone, wire or write for 
complete information. 








ECKHART MFG. CO., INC. 
UNION, NEW JERSEY 


OHI of America plans Meetings, Activities 
for 39th annual Convention in Washington 


LU oeepmagete is virtually com- 

pleted for the 39th annual conven- 
Oil-Heat Institute of 
America, April 23 to 27, Statler Hilton 
Hotel, Washington, D. C. 


The convention theme, according to 


tion of the 


Francis Schuster, chairman, will con- 
centrate on increasing the efficiency 
of dealer, jobber and distributor opera- 
The program will schedule 
routine business meetings, a Technical 
Division symposium and two dealer 


tions. 


| management clinics. 


Beginning on Monday, April 24 


| there will be general business sessions, 
| including retiring board of directors, 


new board of directors, annual meet- 
ings of the Distribution, Technical 


| and Manufacturer Divisions. 


A Technical Division symposium, 


| with Ted Kaufman, Iron Fireman Mfg. 
| Co., as chairman, takes place on Tues- 


day, April 25. Topics will be: 
“Burner Service makes the Differ- 
ence,” by Frank Dunn, Atlantic Re- 


| fining; 


“Review of technical Activities,” by 
M. J. Reed, Mobil Oil Co.; 
“Changes in fueloil Specifications,” 


| by Dick Wright, Iron Fireman; 


“The Boss and Me,” by a graduate 





Old Timers to meet 
during OHI Convention 


The Silver Anniversary meet- 
ing of the Old Timers’ Club, 
open to members only, will take 
place on April 25, during the 
OHI of America annual conven- 
tion, at the Statler Hilton Hotel, 
Washington, D. C. 

National Chairman Charles 
Bendix announces that arrange- 
ments already have been made 
for the stag dinner. However, 
commitments were made so late 
that the available space does 
limit the number that can be ac- 
commodated. 

Make reservations through 
Charles Bendix, 6809 Elizabeth 
St., Chicago 36, Ill. Tickets are 
$15. 











mechanic of the OHI of New England's 
service school. 

Everett Elliott, national chairman, 
OHI's Distribution Division, will mod- 
erate the first dealer-management clinic 
on Wednesday, April 26; Fran Schus- 
ter will moderate a similar session on 
Thursday, April 27. 

Already scheduled for appearance at 
these clinics are 12 speakers, drawn 
from dealer and manufacturer seg- 
ments of the industry. 

Also on the program are special 
sessions for Distribution Division 
Chapter Secretaries; commercial-indus- 
trial sessions for architects, builders 
and equipment contractors. The OHI 
grand convention luncheon will be 
held in the Statler Hilton’s grand ball- 
room on April 26 at 1:00 P.M. 


Out Installation Exam 
wins committee Approval 


THE EDUCATION COMMITTEE of Oil 
Heat Institute of America, New York, 
N. Y., has approved a draft outline of 
an Installation Certification Examina- 
tion, to be submitted for comment by 
the manufacturer members of OHI A 
final version of the examination, con- 
taining sections covering general prin- 
ciples, warm air systems, hydronic sys- 
tems, accessories and conversions, will 
be ready in time for the committee's 
report to the 39th Annual Convention, 
April 23-27, in Washington, D. C. 

When approved, the new Installa- 
tion Examination will take its place 
along with OH1's Servicemen’s Certifi- 
cation Exams, which have already re- 
sulted in the certification of 1,500 men. 

Members of the committee who were 
present at the meeting that approved 
the draft are: Robert Hundley, FUEL- 
oi. & Om HEAT, committee chair- 
man; J. O. Buch, Mobil Oil Co.; 
Everett Francis, Valley Oil Co.; Harry 
Gifferd, Gifford Oil Co.; A. G. Kalmes, 
Burnham Boiler Corp.; William Lord, 
General Controls Corp.; James Nelson, 
Sundstrand Corp.; Arnold Peterson, 
White-Rodgers Corp.; and Robert 
Griffin, Manager of Field Services, 
OHI. 
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/\PERFECTION UEGDIAME. 


STYLING AND PERFORMANCE YOU CAN “HANG YOUR HAT ON” 


Hang your hat on it — bet your boots on it — stake your reputation on it. Any way you 
think about it, you'll come out on top when you depend on a Perfection Regulaire 
Furnace. Here are three of the many reasons: First, it’s so easy to install — completely 
assembled, wired and fire-tested at the factory — no missing parts — no installation de- 
lays. Second, it looks so good — fits into any installation setting, whether basement, 
utility room, kitchen or living room. But, the real feature that produces comfortable, 
happy customers is Perfection’s exclusive Electro-Magic Regulaire . . . the patented 
air control that ends hot and cold blasts forever. Others are following Perfection’s lead 
in styling, but none can come close to matching Regulaire. This single, exclusive fea- 
ture, which provides more true comfort than your customers imagined possible, 
adds up to more furnace sales for you. You'll 

find yourself recommended time and again 

as a Perfectionist in comfort-engineering. 

The next time you get tired of horsing around 

with a furnace that just isn’t fit to hang your 

hat on, try Perfection Regulaire. Gas and oil 


models; a full range of types and sizes. 
Perfectionists are a select group of distrib- 


utors and dealers. Want complete details? 
Write Perfection Division, Hupp Corpora- 
tion, 1135 Ivanhoe Rd., Cleveland 10, Ohio. 
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sagaemmaiated Pe Apt Marketing Division 

pee Be Si Simpl hecause Tom installed 4 names commnttiee Aaeners 
si mg Roper pumps on his fuel oil trucks and } CPRICEEE of Cie: gual es wosking 
“ee How can you * his profits have risen ever since a. ra committees of the American Petroleum 
rs: a trip like this? 29... :, eel Institute’s Division of Marketing, New 
"ee ath York, N. Y., have been announced by 
ia V. A. Bellman, Mobil Oil Co., the divi- 
sion's vice president and General Com- 

mittee chairman. 

Those named to some of the work- 
ing committees are: Awards Commit- 
tee, Chairman, C. J. Guzzo, Gulf Oil 
Corp., Pittsburgh, Pa; Agricultural 
Committee, Chairman, R. E. Calhoun, 
Standard Oil Co. (Ky.), Louisville, 
Ky.; Vice Chairman, C. N. Hinkle, 
American Oil Co., Chicago, Ill.; Secre- 
tary, R. P. Frey, Imperial Oil Ltd., To- 
ronto, Canada; Commission Wholesale 
Marketers Advisory Committee, Chair- 
man, F. H. Allen, The Pure Oil Co., 
Palatine, Ill; Vice Chairman, C. H. 
Miller, Texaco Commission Marketer, 
Zanesville, O.; Secretary, D. C. Wixson, 
D-X Sunray Oil Co., Tulsa, Okla. 

Fueloil Committee, Chairman, A. J. 
Becker, Becker-Marsden Co., St. Louis, 
Mo.; Vice Chairman, D. L. Barrett, 
Humble Oil and Refining Co., New 
York, N. Y.; Secretary, W. F. Briggs, 


j a x o , ° © 2.9 . 
you'll enjoy fasterdelivery, faster profits Sto wre aoe 
” visory Committee, Chairman, J. D. 
with ROPER PUMPS on your trucks! King, Cities Service Oil Co., Chicago, 


Ill; Vice Chairman, G. W. Calkins, 

Merchants Oil Co., Denver, Colo.; Sec- 
Roper Series 3600 truck pumps are time savers and money makers retary, W. P. Marquam, The Pure Oil 
because they are built for fast, cost-saving deliveries. Roper pumps help Co., Palatine, Ill.; Marketing Research 
keep deliveries on schedule by making short work of liquid transfer. Committee, Chairman, G. J. Ruesch, 
Their rugged, service-proved construction makes them highly depend- Shell Oil Co., New York, N. Y.; Vice 
able for day-in, day-out, heavy duty operation. There’s a Roper in the 
size to fit your needs, whether pumping thick or thin clean liquids. En- 
joy faster profits, get yourself a Roper! 


Chairman, G. H. Glenn, Texaco, Inc., 
New York, N. Y.; Secretary, H. J. H. 
Roy, Mobil Oil Co., New York, N. Y. 

Nominating Committee, Chairman, 
TWO EQUAL SIZE hardened iron gears J. H. Hall, Shell Oil Co., New York, 
run in axial hydraulic balance. N. Y.; Personnel Development Com- 
FOUR HIGH-LEAD bronze bearings sup- mittee, Chairman, B. W. Pickard, 
port gears on both sides. — | ; Standard Oil Co. of Calif., San Fran- 
cisco, Calif.; Vice Chairman, E. J. Mc- 


RELIEF VALVE is adjustable, permits ; Garvey, The Ohio Oil Co., Findlay, 
nozzle shut-off without stopping pump. 





Ohio; Secretary, M. E. Citrin, Citrin 
Oil Co., Detroit, Mich.; and Program 
Committee, Chairman, S. K. Smith, 


Smith Oil and Refining Co., Rockford, 
i 1@) = 4 Dependable pumps [ll.; Vice Chairman, J. B. Saunders, 


since 1857 Triangle Refineries, Inc. Houston, 
HYDRAU LICS, INC. COMMERCE, GEORGIA Tex.; Secretary, P. C. Talbutt, Ashland 


Oil & Refining Co., Ashland, Ky. 
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We don’t say you’ll need an armed guard 
to take your money to bank... 
But we do say that when you 


pick up a Sunoco Heating Oil 
distributorship . . . 


e You won’t face another Sunoco 
distributor ‘‘across the street’’. 
You'll have your own territory 
to develop and profit from. 


You'll get day-to-day support 
from Sun and the back-up of a 
liberal co-op advertising plan. 
You'll be handling a competi- 
tively priced, quality-blended 
product that Sun is always 
striving to make better. 


You can get product when you 
need it, from strategically placed 
terminals backed up by Sun’s 
refineries and pipe line network. 


You'll have no trouble with an 
unknown brand name. Sunoco’s 
already a household word that 
means quality . . . to millions of 
people in Sun’s marketing area. 


Want to dig into the Sunoco 
franchise deal? Write to A. L. 
Anderson, Fuel Oil Department, 
Sun Oil Company, Philadelphia 3, 
Pa. He’ll treat your letter confi- 


PIONEERING PETROLEUM PROGRESS FOR 75 YEARS 


Sha 


dentially and mark his reply 
“‘personal’’. In Canada: Write to 
C. B. Pitt, Sun Oil Company 
Limited, 85 Bloor St. E., Toronto. 





LOST TIME AND 
DAMAGED LAWNS 


don’t pay off... 
EXCEPT for the 
GAS COMPANY! 





You can’t afford to be 
without the SPEED KLEEN 


underground fill 


@ Fills any underground 
tank even with completely 
dogged vent— does its 
own venting. 

@ Signal stops blowing 
when tank is full. 

@ Biminates spills and 
damaged lawns. 

@ Keeps customers—stops 
insurance losses. 

© Saves up to one half time 
filling tanks. 

@ Preventing just one bad 
spill more than pays for it! 


* MEW ADJUSTABLE VENT-HEAD 


Requires no lifting to get extra 
venting. Finger-tip adjustment 
on co provides more or less 
venting as required. Collar may 
be easily adjusted to shallow or 
deeply buried tanks—marking, 
checking calibrations, measuring 
or sticking is not necessary. 


ASK YOUR EQUIPMENT DEALER 
OR ORDER DIRECT 


IME SAVING FILLS wc} 


140 West Market Street, YORK, PA. 
Phone York 6119 

Please ship the following Speed Kleen 

Underground Fill 

ia Model 500-A With Insert For 
Use With Time Saving Fill Nozzle 
Tube $44.50 

CJ Model 500-B For Use With 1%” 
or 1%” Conventional Nozzle Tube 

With Vacuum Breaker $48.50 

(If you are not using Time Saving Fills 

tight connections, order Model B) 


Address 
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OIL HEAT COUNCIL, INC. 
Chicago 11, lil. 
Editor: 

The front cover of the February is- 
sue of FUELOIL & Om HEAT is a 
nice piece of work and a real eye- 
opener. 

However, on page 5 you incorrect- 
ly referred to our organization as 
“Home Heat Council.” 

LEE WOLFE 
Secretary 

(An oversight resulted in the mis- 
nomer. We're happy to again credit 
D'Arcy Advertising Agency and the 
Oil Heat Council, Inc. of Chicago for 
the preparation of this very striking 
series of billboards.) 


HART HEAT, INC. 
Peoria, Ill. 
Editor: 

My “Hart” glows and warmly ap- 
plauds John Schulz’s article in the Jan- 
uary issue. Calling attention to refine- 
ments in pressure burners. Spelling 
out the history of 30 years of oilheat- 
ing (by types as he did) is no small 
chore. 

I say this because of the epidemic 
of so-called new designs and systems 
for residential burners that has broken 
out like Spanish flu in the last few 
years. We know, and John Schulz says 
so very politely, that these seemingly 
new ideas are old-hat to many dedi- 
cated men who have devoted a busi- 
ness lifetime to the art. 

Everything I have seen with a new 
label lately was tried and abandoned 
years ago. It’s simply a case of a new 
generation of designers and engineers 
not being aware of what has gone on 
before. 

No one can deny that the high- 
pressure burner with its simplicity and 
economy of production is the one 
burner that put all others to rout, sole- 
ly because of its ability to do the job 
better than coal. 

This time around is surely not the 
time for any near-misses in perform- 
ance of oil heat. We did the job better 


than coal; we must now do it better 
than gas. It is that simple. Electric 
heat might well be the next hurdle. 

With what is now known and 
proved, we can and must make the 
public realize that oil heat has reached 
the excellent stage. Replacing oilburn- 
ers is a quick, easy way to do this. 

I say, continue to polish off, refine, 
improve and get down to the real fine 
points of perfection in the basic high 
pressure burner. We need research on 
shape, size and best materials suited 
for combustion chambers. 

When chambers are as precisely 
matched to today’s high pressure 
flames as are the air and oil patterns 
which make these flames, we'll be 
skating pretty close to perfection. 

EARL K. SMITH 
President 


\/ 
“~ 


Nec Promotion Conference 
convenes at Atlantic City 


MARCH 9 and 10 are the dates of the 
8th National Fueloil Council promo- 
tional conference, meeting at the 
Hotel Claridge, Atlantic City, N. J. 

Plans for the meeting call for five 
special regional round-table discus- 
sions with market representatives for 
NFC programs and their advertising 
agencies assigned respectively to New 
England, North Atlantic, Central At- 
lantic, South Atlantic and Midwest 
regional meetings. These are intended 
to develop a concise report on sig- 
nificant characteristics of all markets’ 
promotion in each particular region, 
to assign participating roles to each 
market in a region for reporting to 
the full assembly and coordinate physi- 
cal exhibits of promotional and ad- 
vertising materials. Also, each regional 
meeting is expected to explore two or 
three key problems of concern to all 
regions. 

A highlight feature of the Confer- 
ence is to be a one-and-a-half hour 
program on “The home Builder and 
the fueloil Industry.” There also will 
be an industry “Communications” pres- 
entation, a professional ad counsel's 
luncheon and an exploration of “New 
Equipment— New Markets — New 
Horizon” for oil. 
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SUPER COMPACT 2-T0N AIR CONDITIONER 
PRICED FOR TRACT HOMES AND APARTMENTS 





This new Model 557 represents the essence of Bryant’s long years of research and successful experience in 
central air conditioning. Along with its companion Model 563, it puts you in a prime position to bid and get 
these close margin jobs at a profit. 


AIR CONDITIONS up to 1200 


square feet of living space. 


Y TO HANDLE on the truck, 


on the job. 


EXTREMELY SIMPLE 
INSTALLATION All you do is 


uncoil the 8 feet of permanently at- 
tached tubing, set the units in place and 
connect the wiring. Running, cutting, 
soldering of refrigeration lines, and 
purging is eliminated. 


a 2 ) ' = = | 
vViU D E be ae comes with 8 feet of 
permanently attached tubing. 


MODEL 563 is the same unit 


without tubing attached. 





NEW SPACE-LABOR-MONEY SAVING DESIGN 




















FOR HOMES AND GARDEN 
APARTMENTS. This view shows 
how unit can be placed within 4 
inches of outside wall with no sacri- 
fice of operating efficiency. 
Extended tubing permits fast, fool- 
proof installation. 


QUIET OPERATION. Compressor is 
housed in sound-proof compart- 
ment for quiet operation, and large 
condensing surfaces permit lower, 
quieter fan speeds while maintain- 
ing full rated cooling capacity. 


¥ 


FOR APARTMENTS. This view 
shows condenser, furnace, cooling 
coil and ducting housed in an out- 
side closet only 30” x 36’’. Note 
how condensate drains directly into 
downspout. 





EFFICIENCY INCREASED. Placing 
motor between the fan and the coil 
sets up a swirling action of the air 
that “scrubs” the coil surfaces in- 
creasing heat transfer efficiency. 
Also, the motor is better protected. 


2 TO 7¥2-TON UNITS TO FIT YOUR NEEDS. You can make up some sixty 
different combinations of Bryant condensers and coils to meet almost any 
conceivable need. See our new catalog. 


Join up with 


the company on the movelll! 


BRYANT MANUFACTURING COMPANY « Indianapolis 7, Indiana 


SOLID LOCAL SUPPORT in lay- 
out, sizing and supervision of 
jobs by factory trained air con- 
ditioning specialists is available 
through your local Bryant Dis- 
tributor or Factory Branch. 








COMPLETE HOME COMFORT CORE 
The cooling coil, condensing unit 
and 80,000 Btu furnace are com- 
bined in a compact yet easy to 
service package. In stack-on in- 
stallation, furnace opening is pro- 
vided in condenser cover. 


USE BRYANT'S Home Comfort 
Core Merchandising Plan (all 
ready to use) to get the inside 
track on and close those tough 
jobs. Your Bryant Distributor 
or Factory Branch has all the 
facts. 


12 REASONS WHY 
DEALERS LIKE 


BRYANT 


1. Most Complete Line. 2. Ex- 
clusive selling features. 3. Fast 
Delivery. 4. Most flexible financ- 
ing and credit aid. 5. On-the-spot 
counsel. 6. Sales and technical 
training. 7. Business manage- 
ment guidance. 8. Local ad cam- 
paigns. 9. Sound sales policies. 
10. National reputation. 11. Gas 
air conditioning. 12. Bryant’s 
financial strength. 





Westchester Contest 
awards two Trips 


ONE of the most unusual contests in 
the long series of industry promotion 
campaigns for oilheating brought Euro- 
pean outings to two couples as winners 
through a curious circumstance. The 
first prize winner, George Hunerlach, 
of Armonk, N. Y., turned out to be an 
employee of an oil company. How- 
ever, his employer is in no way con- 
nected with the Oil Heat Institute of 
Westchester, so he was not disquali- 
fied 

But from the public viewpoint this 
might have looked questionable so the 


>. 





decision was made to award a dupli- 
cate first prize to the runner-ip, Vin- 
cent ] 
N. Y. 


Each prize included a trip for a 


Reamy of Croton-on-Hudson, 


couple to Paris plus $500 spending 
money and a 1961 Renault Caravelle 
Convertible to be used in France and 
brought back home as a permanent 
possession. 

There were 27,000 entries in the 
contest which was built around esti- 
mating fuel costs for oil or gas to heat 
three specific homes. The facts showed 
that the respective costs were $168.20 
—$279.10—$1,103.37 for oil and 
$266.65—$434.7 1—$1,587.38 for gas, 
with a total saving for the three homes 
of $738.07. The two winners each esti- 
mated within a dollar of the saving. 

In addition five equipment prizes 


were given ... a Jet-Heet furnace, an 
Iron Fireman Mark II furnace and a 


boiler, a Sun Ray oilpowered water | 


heater and a Fedders Add-On aircon- 
ditioning system. 


Jersey Fuel Merchants 
plan Spring Convention 


THE FIRST SPRING CONVENTION of 


the Fuel Merchants Association of | 
New Jersey will take place April 19, | 
20 and 21 at the Haddon Hall, At- | 


lantic City. 

This is the 28th annual convention 
for the group and marks the first time 
that it will be held in April; previous 
annual meetings had taken place dur- 
ing the Fall. This April meeting will 


be the group's only convention this | 


year. 

The program will follow the well- 
established agenda of combining 
equipment exhibits with a very com- 


prehensive and valuable meeting pro- | 
gram. Details of the business sessions | 


will be announced later. 

However, David T. Brester, exec- 
utive secretary, Fuel Oil Department, 
announces that already two-thirds of 


the exhibit space has been sold. The | 


list of exhibitors who already have re- 
served space comprises 35 companies. 
This includes six manufacturers of oil- 
heating equipment, in addition to ma- 
jor oil companies, a number of oil 
handling equipment 
and related products. 

The group’s convention tradition- 
ally attracts 1,200 or 1,400 industry 
people and is noted for the very at- 
tentive and enthusiastic audiences it 
attracts. 

Manufacturers interested in exhibit- 
ing their products or services should 
get in touch with Brewster at 1060 
Broad St., Newark 2, N. J. 


manufacturers 


Canadian Oil Promotion 
Topic at Buffalo Meeting 


MONTHLY MEETING of the Oil Heat 
Institute of Western New York, Inc., 
Buffalo, N. Y., was held on January 25 
in Buffalo. 

Principal speaker at the meeting was 
Arnold Rowe-Sleeman, Managing Di- 
rector of the Oil Heat Association of 
Canada, who told the group about 
Canadian oil heat promotion. 


Frieloil f 
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Heat Transfer Equipment 


"HOT SPOT" 
PREHEATER 


FOR HEAVY OILS AND 
LIQUIDS IN BULK STORAGE 


Preheats fuel oils and other 
liquids to proper flow tem- 
perature before entering 
the suction line. 








Heats with Steam or Hot Water 
The Rempe “Hot-Spot" does an 
efficient preheating job . . . releases 
more BTU'S from fuel oils. Special 
flow accumulator causes liquids to 
pass over heated coils. Takes the 
load off the suction pump. 

All steel she'l and coil assembly— 
14" or 16" shell diameters—Con- 
nections furnished correct length for 


STEAM BLEED 


HEATERS 


For Residential, Commercial 
or Industrial Applications 


This is the popular Rempe Hi-Ca 
line of heating coils. Equipped wi 
the exclusive Defrost-Tap" to keep 
coil warm during steam off-cycle 
and prevent freeze-up. 

Single or double row designs avail- 
able . . . any face area desired. 
Eight, collared, Aluminum fins per 
inch on copper tube. Heavy steel 
casings. 


Data 


Pipe Coil and Fin Coil De- 
igns. Heat Transier Coeffi- 
its. Get @ copy tor your 


336 No, Sacramento Bivd. Chicago 12, Il. 
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IT’S THE © 
LIKE 


. .. completely packaged 
. «+ wired and piped 

Oil Hot Water Boiler 
offered 


It's as simple as 1—2—3 .. . just 
connect (1) Radiation Line, (2) 
Water, (3) Power ... and your 
job is done. All service outlets 
plainly labelled on jacket. Domes- 
tic hot water circuit fully piped and 
includes mixing valve. Now avail- 
able in four popular sizes . . . 580 
to 1260 sq. ft. installed radiation. 
Here’s the boiler that's really pack- 
aged for profits. Drop us a line for 
full details NOW! 


de LINCOLN: 


AIR-CONTROL = 


’ PRODUCTS, INC. 


Massachusetts Association 
will sponsor radio Show 


THE OIL HEAT Council of Western 
Massachusetts, Springfield, Mass., will 
sponsor, locally, the Kathy Godfrey 
radio program. Miss Godfrey is a sis- 
ter of Arthur Godfrey. 

A luncheon held on January 11, in 
Springfield, served to kick off the 
group’s new advertising program and 
to introduce Miss Godfrey to the local 
association people 

Seated at the head table above are, 
left to right, Keith Fletcher, executive 
secretary of the group, Bernard W. 
Schorr, chairman of the Advertising 
Committee, Miss Godfrey, and Russell 
D. Norton, president of the Associa- 


tion. 


New Officers, Directors 
Elected at Ioma Meeting 


DISCUSSION of fueloil problems was 
featured at the Annual Meeting of the 
Independent Oil Men’s Association of 
New England, Boston, Mass., at the 
Statler Hilton in Boston on January 
18. Fueloil forums attracted more than 
150 industry men to the afternoon ses- 
sions, and at the evening banquet John 
G. Winger, vice president of the Pe- 
troleum Department of the Chase Man- 
hattan Bank, New York, addressed the 
group on “The Petroleum Outlook for 
the *60’s.” 

At the membership meeting, T. J 
Scott, Buckley & Scott Co., was elected 
president to succeed W. J. Bursaw, 
Bursaw Oil Corp. Vice presidents 
elected were: A. J. DeBlois, Jr., De- 
Blois Oil Co.; R. L. Gardner, General 
Heart, Inc.; J. W. Scanlan, Pennsylvania 
Oil Co.; and D. F. Blanchard, Wyatt, 


was elected treasurer and M. M. Shaw, 
Pocahontas Fuel Co. was elected secre- 
tary. 

Directors elected for a two-year term 
were: D. C. Cairns, Champlain Oil Co.; 
R. W. Carney, Carney-Young Utilities; 
J. J. Gill, Petroleum Heat & Power 
Co.; A. R. Sandri, A. R. Sandri, Inc.; 
W. J. Bursaw, Jr.; G. D. Kaneb, Union 
Oil Co.; J. L. Matthewman, White Fuel 
Corp.; and Wat Tyler, The Wat Tyler 
Co. 


Toronto Oil group Hears 
Dobson speak at Meeting 


T. S. DOBSON, Supervisor, Western On- 
tario Div., Royal Bank of Canada, was 
the principal speaker before a general 
meeting of the Toronto Chapter Oil 
Heating Association, Toronto, Canada, 
on January 25. 

Ed Canning, president of the asso- 
ciation, reports that there is evidence 
of a shift in popularity from gas to oil 
in this area and asks for more coopera- 
tive advertising to accelerate the trend. 


Essex County Oil dealers 
hear of Levittown Switch 


WILLIAM HENWOOD, General Man- 
ager, Meenan Oil Co., Levittown, N. J., 
and Bernard Glasser, advertising execu- 
tive with Meenan, spoke before a meet- 
ing of the Essex County Fuel Oil Deal- 
ers Assn., Orange, N. J., on February 
16, in Orange. 

Henwood and Glasser told the group 
about the switch from gas to oil in 
many Levittown homes, giving details 
of the actions taken by oil men to 
bring about this result. 
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BEAT GOMPETITION 


= BIG heer 


= Ld Zl Zilli — MUM 


HOWARD BUTLER = 
aa , LTD. . 


TRAILER MOUNTED UNIT 
CAN BE PULLED BEHIND 
SERVICE VEHICLE. 

PERFECT FOR HARD TO 


Ps 
ff; 
rd 


REACH JOBS. 


Uj, EASILY MOUNTS ON 42 TON TRUCK OR LARGER—CAN BE REMOVED IN MATTER OF MINUTES. 
Jj, WOES NOT TIE UP TRUCK YEAR-ROUND. ONE MAN-ALL WEATHER CLEANER. 


UU idddddeecceeccecddeddddddddddaeddeededecdd LL 
“FACTS AND FIGURES MAKE THIS CLEANER AN 
OUTSTANDING INVESTMENT! 


PRESENT USERS REPORT “QUOTE” 


"12 to 15 cleaning jobs per day” 
‘138 new oil customers the first year” 
“Our service program is now making a profit" 


NEW LOW PRICE 4 495" 
ee 


® READY TO OPERATE .... 








FORMERLY SOLD FOR $2262.00—TRADE ACCEPTANCE AND MASS PRODUCTION HAVE MADE NEW LOW PRICE POSSIBLE. 


MANUFACTURED AND DISTRIBUTED BY 


DELAMATER MANUFACTURING CO. 
ROCKFORD, ILLINOIS 
"WORLD'S LARGEST MANUFACTURER OF HEAVY DUTY POWER CLEANERS" 


Sih 





@ A size to meet every re- 
quirement. Uses pressure burner, 
number 2 oil and sells at popular 
prices. Has every feature for vol- 
ume sales. 

Made in large commercial sizes 
for schools, hotels, hospitals and 
public buildings. Approved for 
180 degree outlet water. 

Details on request. 
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Oui of New England starts 
Group of service Schools 


GROUP 11 Oil Heat Service Schools, 
sponsored by the Oil Heat Institute 
of New England, Boston 16, Mass., 
gets under way on Monday, March 27 
in Waltham, Mass. Other classes begin 
on Tuesday, March 28, in Springfield, 
Mass.; on Wednesday in Hartford, 
Conn.; Thursday in New Haven, 
Conn.; Friday in Peabody, Mass. 

The nine-week course, designed to 
keep servicemen up-to-date on equip- 
ment and service, includes classes on 
transfer pumps, fuel units and trans- 
formers by Webster Electric Co.; pack- 
aged boiler-burner units by National- 
U. S.; low pressure oilburner by Wil- 
liams Oil-O-Matic; hot water heating 
by American Tube; combustion, noz- 
zles, air handling parts and end cones 
by Eddington Metal Specialty Co.; Jet- 
Heet System; controls by Minneapolis- 
Honeywell. 

There is a nominal charge for the 
course; each student receives a valu- 
able reference manual. Complete de- 
Hollis L 


Farrow, director of education, OHI of 


tails are available from 
New England, 330 Stuart St., Boston 
16, Mass. 


Espa reorganization Plan 
revealed at January Meeting 
HARRY J. COOL, president of the Em- 
pire State Petroleum Association, Inc., 
New York, N. Y., summarized the ac- 
tions of a reorganization committee 
which has concerned itself with a criti- 
cal evaluation of the objectives of the 
organization at the quarterly board of 
directors meeting, conducted January 
16, at Syracuse, N. Y. 

Recommendations accepted by the 
36-man board include a new constitu- 
tion and by-laws which will bring 
about a reduction in the number of 
officers and introduce a rotating mem- 
bership of the board of directors. 

H. Halsted Park, Jr., chairman of the 
reorganization committee, said that the 
association's new group insurance pro- 
gram being developed will provide in- 
creased benefits at a reduction in cost 
for its members and chairman of con- 
ventions and conferences. John Harper 
announced that the association would 


conduct a management conference in 
Preparations for the 
convention at 


late summer. 
spring Grossingers, 
N. Y., are nearing completion, it was 


reported. 


Oelbaum President 
of Jersey Council 


THE OIL HEAT COUNCIL of New Jer- 
sey, Newark, N. J., an association of 
N. J. fuel dealers whose purpose is to 
promote the use of oilheat in the state, 
has announced the unanimous reelec- 
tion of officers for the Council for 
1961. 

The officers who will serve the asso- 
ciation again this year are: Irving Oel- 
baum, Liberty Fuel Oil Co., president; 
Richard Morgan, Nassau Oil Co., vice 
president; Robert Crane, Reel-Strong 
Fuel Co., vice president; and William 
Sortor, Sunrise Oil Co., secretary. 


Delaware Valley appoints 
Stott to head ad Effort 


GORDON L. STOTT has been appointed 
to head the advertising committee of 
the Delaware Valley Fuel Oil Dealers 
Assn., Glenside, Pa., by Hank Palmer, 
president of the association. Palmer is 
replacing Al Woosnam, who has been 
named president of the Pennsylvania 
Oil Heat Council. 

Members of the association were 
shown a film, “Combustion Testing,” 
at their February 13 meeting, and, at 
their March meeting, will hear an ad- 
dress on operating costs and cost con- 
trols. 


Wisconsin OHI names 
Officers and Directors 


THE OIL-HEAT INSTITUTE of South- 
eastern Wisconsin, Milwaukee, Wisc., 
has announced the election of associa- 
tion officers and directors for the com- 
ing year. 

New officers are: Charles Matheny, 
President; Doyn Inman, Vice Presi- 
dent; Alfred Hegeman, Secretary; and 
Mel Popp, Treasurer. Directors elected 
are: L. D. Jaeger, Edward Umpir, Cleo 
Rottluff, Alan Kelling, Jack Conger, 
Harold Theisen, Emery McNeil, Don 
Dixon, Cal Hartleb, and Jack Wilson. 

(Please turn to page 82) 
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That’s the kind of service every- 


ts. It’s promised universally... 


‘dom. Notable exception in the 

ind air conditioning field: Round 
Oak. When we promise delivery or service, 
count on it. Just like you can count on the 
quality of Round Oak products. 


ROUND OAK DIVISION PEERLESS CORPORATION 1853 Ludiow, Indianapolis, Indiana 


*k NOW 4 LOCATIONS TO BETTER SERVE THE GROWING FAMILY OF ROUND OAK CUSTOMERS 
INDIANAPOLIS, IND. | DOWAGIAC, MICH. | ATLANTA, GA. | TAMPA, FLA. 
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Counterfiow 
2, 3, 4.0or 5 Ton 
Cooling Coil 


Upflow — Circular 
2, 3, 40r 5 Ton 
Cooling Coil 


- Wi, se) 
bie Vie te a, 
hat 


NEW! SELF-CONTAINED UNITS 


These new Air Cooled 
“Packaged” Units have 2 
Centrifugal Blowers and 2 
Motors, are approved for 
flush-to-wall indoor or un- 
sheltered outdoor installa- 
tion — 2 Ton (23,000 Btu/ 
Hr) and 3 Ton (35,000 Btu/ 
Hr) Net Capacities. 


Something better, something extra, and low in price — 
this is Luxaire Air Conditioning — the extra something 
that will bring you extra business! 

Extra-Heavy Construction — with Heavy Gauge, Zinc 
Coated Cabinets — in the 2, 3, 4 and 5 Ton complete 
line of Luxaire Air Cooled Condensing Units — and in 
the new 2 and 3 Ton Self-Contained Air Cooled Units! 
Extra Flexibility — with Add-On Cooling Coils designed 
specifically for Upflow, Horizontal or Counterflow 
installations — with Air Handling Units designed for 
either horizontal or vertical discharge and bottom or 
end intake — and with Air Cooled Self-Contained Units 
approved for either flush-to-wall indoor, or unsheltered 
outdoor installation! 


Counterflow 
Unit with 
Counterflow 
Coil — Gas, 
Oil or Electric 


Upflow Furnace 
with Plenum 
Coil — Gas, Oil 


a or Electric 


Horizontal Furnace 


with Duct Coil — 
Gas, Oil or Electric 


Air Handling 
3, 4or 5 Ton 
Blower-Coil Unit 


Horizontal-flow 
2, 3, 4 or 5 Ton 
Cooling Coil 


NEW! AIR CONDENSING UNITS 


Now available in 2, 3, 4 
and 5 Ton Capacities, these 
advanced new Condensing 
Units have low velocity top 
discharge from enclosed 
Propeller Fan. Other 3 and 
5 Ton models equipped with 
Centrifugal Blower. 


Extra Capacities — honestly rated in accordance with the 
best accepted standards. 


Extra Trouble-Free — uncomplicated and easily serviced! 


Extra Air Handling — for combination heating and cooling 
installations — with unsurpassed Luxaire Furnaces 
having standard equipment blowers with the neces- 
sary capacity! 


Extra Competitive — with prices which, dollar per Btu, 
are as low as they come! 


If you want to step ahead and stay ahead of competi- 
tion in the growing business of air conditioning, see 
your Luxaire jobber, today! 


Combination 
Year ‘Round 

3 or 5 Ton Unit — Air or 
} | Self-Contained Water Cooled - 
i Unit \ f Gas or Oil Fired 
ee 


| Water-Cooled 


C. A. OLSEN MANUFACTURING COMPANY «¢ « evra, ono 


¢ 


HEATING & AIR CONDITIONING UNITS 
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Merger Plan approved 
by NFC and OHI 


The new ‘one-roof’ Trade Association for Fueloil about ready to launch 


A FEBRUARY 15 meetings of the 

membership of National Fueloil 
Council and the Oil Heat Institute, 
sufficient members and proxies were in 
hand to provide the necessary two- 
thirds favorable vote to bring about 
the long planned merger. There is rea- 
son to expect that the combined or- 
ganization can be in full operation 
within 60 days or less. 

The next logical step is for the 
special committee, set up to propose 
an individual to head the combination 
as president, to come forward with 
their choice. This committee is com- 
posed of J. L. Minner, Shell Oil Co., 
D. L. Barrett, Esso Standard Div., and 
Everett Elliott, national chairman of 
OH!'s Distribution Division. Only two 
candidates out of many suggestions 
have been seriously considered thus 
far, one a major oil man and the other 
an executive of a large trade associa- 
tion. The decision should be soon, 
probably before this issue reaches the 
industry. 

The attorney for both associations, 
George Gruberg, New York, will ap- 
ply for official authorization of the 
merger to the proper state corporation 
authorities in Albany, 50 directors will 
be chosen, the new officers elected. 
Then the working staff must be se- 
lected and assigned to responsibilities, 
suitable office space adopted and other 
details put in motion. The lease on the 
NFc office expires April 30 this year; 
the OHI lease has three years to run. 

One significant point in connection 
with the merger is that it will not em- 
brace the industry's equipment re- 
search program which is being master- 
minded by Dave Locklin, Battelle 
Memorial Institute, Columbus, Ohio. 
This has been separated and is under 
the sponsorship and financial support 
of the American Petroleum Institute. 
Approximately a million dollars a year 
is being invested here in basic oil- 
burning research through specific as- 


signments to major oil company 
laboratories and outside contracts with 
research organizations. 

Perhaps the reader can get a more 
exact impression of the new associa- 


tion by reading the constitution and 
by-laws which have been approved by 
both original groups. There are a few 
blanks yet to be cleared, such as the 
name of the organization. 


CONSTITUTION 


C-l. The name of the Organization shall 


C-Il. The objects of the Institute shall 
be, in all lawful ways, to promote the in- 
terests of the users of fuel oil and the pub- 
lic; to advance the most efficient uses of 
fuel oils and oil burning equipment through 
education, improved marketing, promotion 
and advertising, research and technical de- 
velopment; to afford a means for discussion 
of the various matters arising from time to 
time of interest to the fuel oil industry, and 
a means of extending and developing the 
fuel oil business; and to do all things inci- 
dental or conducive to the attainment of 
these objects. 

C-Ill. The management of the Institute 
shall be vested in a Board of Directors to 
be constituted in such manner and number 
as shall be prescribed by the By-Laws. The 
Board may delegate its powers and appoint 
an Executive Committee and such other 
committees as it shall see fit, with such 
membership, powers and duties as shall be 
prescribed in the By-Laws, or by the Board 
subject to any regulations of the By-Laws. 

C-IV. The Institute has no capital stock 
and is not organized for profit. The mem- 
bers thereof shall be composed of corpora- 
tions, firms or individuals engaged in crude 
production and/or the operation of one or 
more refineries for the manufacture of fuel 
oils; manufacturers of all types of oil burn- 
ing and oil powered equipment, including 
components and accessories; manufacturers 
of equipment used in the distribution, stor- 
age, and transportation of fuel oils; incorpo- 
rated marketing and distribution groups; 
and firms or individuals engaged or inter- 
ested in research pertinent to oil burning 
and fuel oils; firms or individuals engaged 
in endeavors allied with or to the industry. 
Any and all of the foregoing may be elected 
to membership by the Board of Directors 
under such conditions and regulations as 
may be prescribed by the By-Laws. The In- 
stitute may award fellowships or life mem- 
berships to individuals, and issue certificates 
in evidence of such awards or other awards 
of merit. Any special classes of membership 
me be only such as the By-Laws may pre- 
scribe. 


C-V. The By-Laws of the Institute shall’ 


be admitted and taken to be its laws to- 
gether with this Constitution. They may be 
amended or changed as provided in said 
By-Laws. 

C-VI. This Constitution may be amended 
or changed at any annual or special meet- 
ing of the members of the Institute, pro- 
vided that 30 days prior notice of the pro- 
posal to amend or change the same shall 
have been contained in the notice of the 


meeting. At any such meeting, any amend- 
ment or change in the Constitution may be 
adopted by the affirmative vote of no less 
than two-thirds (2/3) of the entire mem- 
bership, voting in person or by proxy. 


BY-LAWS 
B-I. MEMBERSHIP 


Section |. There shall be four divisions 
of membership. 
Marketing-Distribution Division 
Promotion. nications Division 
Equipment-Technical Division 
Division 
(a) Marketing-Distribution Division shall 
be composed of emer groups to be 
called Chapters, fs are en- 
gaged in the wsiltag, ion installing and servicing 
of oil burning equipment, and/or 
in the selling of fuel oils at consumer or 
wholesale level, other than refiners. On 
election to membership each Chapter shall 
select a representative to represent it in the 
membership. Each Chapter shall be entitled 
to all the 1 voc of membership includ- 
ing the right to vote through its duly se- 
representative. The ts of each 
a in good standing shall be members 
of the Institute, but shall not possess the 
right to vote. Any corporation, firm or in- 
dividual who is engaged in activities set 
forth in this paragraph and who is located 
in an area not covered by a Chapter may 
become an Associate Member of the Insti- 
tute. Such membership shall not possess 
the right to vote. 
(b) Promotion.C 





rr i ations Division 
shall be composed of corporations, firms or 
individuals engaged in crude production 
and/or the operation of one or more re- 
fineries for the manufacture of fuel oils. On 
election to membership each corporation or 
firm shall designate a person to represent it 
in the membership. Promotion-Communica- 
tions Division members shall be entitled to 
all privileges of membership including the 
right to vote. 

(c) Equipment-Technical Division shall be 
composed of corporations, firms or individ- 
uals engaged in the manufacture of and/or 
the purchase for resale and sale to jobbers, 
distributors, wholesalers and contractors un- 
der its or his own brand name, oil burning 
equipment, com ts and accessories. It 
shail also include manufacturers of prod- 
ucts, accessories, components and devices 
used in the measurement, delivery, storage 
and transportation of fuel oils. On election 
to membership, each corporation or firm 


(Pleasce turn to page 94) 
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Fueloil Prices 
show 
stable Pattern 


by Margaret Mantho 


ee the retail selling price of 
No. 2 fueloil has been rising in a 
series of increases starting in Decem- 
ber, the public press in many Cities 
has too often taken an unfavorable 
view of our industry. The question 
arises as to whether in fact oil has 
gone up significantly over any period 
of time. 

Industry men know that the price 
increases of this winter have been 
largely a matter of recovery from an 
abnormally low point brought about 
by surplus conditions in the petroleum 
business as a whole. Prices were forced 
down to clear tankage at numerous 
terminals to levels unheard of in the 
past several years. 

Again it is important to think of 
heating oil prices over the season as a 


whole. Traditionally they have gone 
down in summer and up in winter, the 
colder the higher. This is a free flow 
of supply and demand, nothing else. 
If they moved any other way it would 
be obvious that they were illegally 
controlled. 

The important point, however, is 
that over the past six seasons there 
has not been any significant trend in 
No. 2 oil prices to the consumer. The 
individual city tables on these pages 
show the weighted seasonal averages 
for several years. By “weighted” we 
mean that we have taken into account 
the monthly degree-days in each season 
and matched that figure to the actual 
price on the 10th of that particular 
month, so that the seasonal average 
price reflects what was actually paid 
for the total gallons consumed. 

For Eastern markets the highest 
price averages were in the seasons of 
1956-57 and 1958-59, since which 
dates the trend has been lower. Present 
indications are that 1960-61 averages 
will not be much above the trend. 

An interesting sidelight of this study 
is the constancy of seasonal degree- 
days. Even though totals differ from 
year to year, a five season average on 
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PRICES GO UP AS DEGREE-DAYS ACCUMULATE 
| AND STOCKS MOVE DOWN 
—5 YEAR PATTERN OF 9 EASTERN CITIES— . 
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Notice the relationship between, supply as indicated by stocks, demand as dictated 
by degree-days and monthly price trends. The chart covers Eastern markets and 
the figures encompass the five seasons just past. The Midwest and Far West are 


less fluid or sensitive, due to smaller volumes and more rigid transportation facilities. 
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nearly every city comes remarkably 
close to the normals. 

The greatest variation was in the 
far west region where the degree- 
days average for the five seasons was 
7% below normal, the Midwest had 
just 1% more on the average, and the 
Eastern markets were just about on the 
button. 

It is unfortunate that certain re- 
finers feel they must put out press 
statements on price changes, for it 
causes them to find excuses for the 
change, often a little far fetched. If 
they would just accept the fact that 
supply and demand push the prices up 
or down, plus the proven point that 
not more than one customer in eight 
can ever tell you what the price is . . . 
perhaps they would feel less of an urge 
to get into print. 

Anyway you look at it, and regard- 
less of the fertile imaginations of the 
press, heating oil prices have proven 
themselves quite stable and dependable 
through the seasons. 


Portland, Me. 


Seasonal Price 
Season per Gal. 
1955-56 14.3¢ 
1956-57 15.5 
1957-58 14.4 
1958-59 15.5 
1959-60 14,7 
1960-61 * 14.7 


Six season average 14.9¢ 


ANNUAL DEGREE-DAYS 
7493 normal 


7341 actual average, five seasons 


Boston, Mass. 


Seasonal Price 
Season per Gal. 
1955-56 14.3¢ 
1956-57 15.6 
1957-58 14.6 
1958-59 15.3 
1959-60 14.5 
1960-61 * 14.3 


Six season average 14.8¢ 


ANNUAL DEGREE-DAYS 
5742 normal 
5664 actual average, five seasons 


Providence, R. I. 


Seasonal Price 

Season per Gal. 
1955-56 14.2¢ 
1956-57 15.5 
1957-58 14.2 
1958-59 15.0 
1959-60 14.3 
1960-41* 14.2 

Six season average 14.6¢ 


ANNUAL DEGREE-DAYS 
6041 normal 
5915 average, five seasons 
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Hartford, Conn. 
Seasonal Price 
Season per Gal. 
1955-56 14.3¢ 
1956-57 15.4 
1957-58 14.4 
1958-59 15.1 
1959-60 14.2 
1960-61 * 14.1 
Six season average 14.6¢ 
ANNUAL DEGREE-DAYS 
6094 normal 
6313 average, five seasons 


Albany, N. Y. 
Seasonal Price 
Season per Gal. 
1955-56 14.0¢ 
1956-57 15.3 
1957-58 14.3 
1958-59 14.9 
1959-60 14.0 
1960-61* 14.0 
Six season average 14.4¢ 
ANNUAL DEGREE-DAYS 
6888 normal 
6871 average, five seasons 


New York City 
Seasonal Price 
Season per Gal. 
1955-56 14.1¢ 
1956-57 15.6 
1957-58 14.4 
1958-59 14.6 
1959-60 13.9 
1960-61 * 14.1 
Six season average 14.5¢ 
ANNUAL DEGREE-DAYS 
5032 normal 
4994 average, five seasons 


Philadelphia, Pa. 
Seasonal Price 
Season per Gal. 
1955-56 13.6¢ 
1956-57 15.1 
1957-58 14.1 
1958-59 14.9 
1959-60 14.1 
1960-61 * 14.1 
Six season average 14.3¢ 
ANNUAL DEGREE-DAYS 
4523 normal 
4804 average, five seasons 


Baltimore, Md. 


Seasonal Price 
Season per Gal. 
1955-56 14.0¢ 
1956-57 15.4 
1957-58 14.2 
1958-59 14.9 
1959-60 14. 
1960-61* 14. 
Six season average 14. 
ANNUAL DEGREE-DAYS 
4203 normal from city office 
4782 normal from airport 
4462 average, five seasons 


Washington, D. C. 
Seasonal Price 

Season per Gal 
1955-56 14.5¢ 
1956-57 15.7 
1957-58 14.6 
1958-59 15.4 
1959-60 14.5 
1960-61* 14.3 

Six season average 14.8¢ 

ANNUAL DEGREE-DAYS 
4337 normal 
4281 average, five seasons 
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Chicago, III. 
Seasonal Price 
Season per Gal. 
1955-56 14.4¢ 
1956-57 15.1 
1957-58 14.5 
14.9 
14.2 
14.6 
Six season average 14.6¢ 
ANNUAL DEGREE-DAYS 
6252 normal 
6170 average, five seasons 


Detroit, Mich. 


Seasonal Price 

Season per Gal. 
1955-56 15.1¢ 
1956-57 15.9 
1957-58 16.1 
1958-59 15.8 
1959-60 15.4 
1960-61* 15.1 

Six season average 15.6¢ 

ANNUAL DEGREE-DAYS 
6332 normal 
6283 average, five seasons 


Cleveland; Ohio 


Seasonal Price 

Season per Gal. 
1955-56 14.5¢ 
1956-57 15.2 
1957-58 15.2 
1958-59 15.4 
1959-60 15.6 
1960-61 * 15.2 

Six season average 15.2¢ 

ANNUAL DEGREE-DAYS 
5950 normal 
5934 average, five seasons 


Minneapolis, Minn. 
Seasonal Price 

Season per Gal. 
1955-56 14.1¢ 
1956-57 14.9 
1957-58 15.3 
1958-59 15.3 
1959-60 14.9 
1960-61 * 15.2 

Six season average 15.0¢ 

ANNUAL DEGREE-DAYS 
7748 normal 
7744 average for five seasons 


St. Louis, Mo. 


Seasonal Price 

Season per Gal. 
1955-56 14.2¢ 
1956-57 15.0 
1957-58 14.9 
1958-59 15.2 
1959-60 15.0 
1960-61 * 15.1 

Six season average 14.9¢ 

ANNUAL DEGREE-DAYS 

4462 normal from city office 

4688 normal from airport 

4728 average, five seasons 


Indianapolis, Ind. 
Seasonal Price 

Season per Gal. 
1955-56 14.9¢ 
1956-57 15.7 
1957-58 15.5 
1958-59 15.8 
1959-60 15.2 
1960-61* 15.4 

Six season average 15.4¢ 

ANNUAL DEGREE-DAYS 
5581 normal 
5697 average, five seasons 


Milwaukee, Wis. 
Seasonal Price 
Season per Gal. 
1955-56 15.3¢ 
1956-57 16.0 
1957-58 15.4 
1958-59 15.8 
1959-60 15.3 
1960-61* 14.4 
Six season average 15.2¢ 
ANNUAL DEGREE-DAYS 
6944 normal 
7232 average, five seasons 


Des Moines, la. 
Seasonal Price 
Season per Gal. 
1955-56 14.1¢ 
1956-57 14.9 
1957-58 14.4 
1958-59 15.2 
1959-60 15.1 
1960-61* 15.0 
Six season average 14.8¢ 
ANNUAL DEGREE-DAYS 
6384 normal 
6638 average, five seasons 


San Francisco, Calif. 
Seasonal Price 

Season per Gal. 
1955-56 13.1¢ 
1956-57 13.8 
1957-58 14.5 
1958-59 14.6 
1959-60 14.8 
1960-61* 14.8 

Six season average 14.3¢ 

ANNUAL DEGREE-DAYS 
2523 normal 
2234 average, five seasons 


Portland, Ore. 


Seasonal Price 
Season per Gal. 
1955-56 13.7¢ 
1956-57 14.4 
15.0 
14.7 
15.1 
15.1 
14.7¢ 
ANNUAL DEGREE-DAYS 
4046 normal 
4002 average, five seasons 


Seattle, Wash. 


Seasonal Price 

Season per Gal. 
1955-56 13.8¢ 
1956-57 14.5 
1957-58 15.0 
1958-59 14.8 
1959-60 15.2 
1960-61 * 15.2 

Six season average 14.8¢ 

ANNUAL DEGREE-DAYS 
4237 normal 
4158 average, five seasons 


Los Angeles, Calif. 


Seasonal Price 

Season per Gal. 
1955-56 12.5¢ 
1956-57 13.4 
1957-58 14.0 
1958-59 14.0 
1959-60 14.3 
1960-61* 14.3 

Six season average 13.8¢ 

ANNUAL DEGREE-DAYS 
1432 normal 
1001 average, five seasons 


*Covers the season September 1, 1960 
through January 31, 1961. 
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ASHRAE MEETS IN CHICAGO WITH 





Convention and Exposition 


eeu SEMI-ANNUAL meeting of the 
American Society of Heating, Re- 
frigerating and Air-Conditioning En- 
gineers, coupled with the concurrent 
15th International Heating & Air- 
Conditioning Exposition, focused in- 
dustry attention on Chicago, February 
13 to 16. 

The meeting of ASHRAE, held at the 
Conrad Hilton Hotel, was highlighted 
by four technical sessions, many com- 
mittee and other meetings connected 
with Society activities. 

New officers were installed at the 
banquet on February 14. R. H. Tull 
succeeded Walter A. Grant as presi- 
dent; John Everetts, Jr., became first 
vice-president and John H. Fox was 
installed as second vice-president; John 
E. Dube began his second term as 
treasurer. 

The Exposition, sponsored by 
ASHRAE, was held at the International 
Amphitheatre and played host to more 
than 500 displays of equipment for 
heating, cooling, refrigeration, ventila- 
tion, air purification and moisture con- 
trols. In all, the exhibits represented 
the latest equipment and methods for 
heating, cooling and airconditioning 
homes, apartments, schools, hospitals, 
virtually every domestic, commercial 
and industrial application. 

The focus of interest on the semi- 
annual meeting of the Society was on 
the program of daily technical sessions, 
symposiums, forums and committee 
meetings. 

Of immediate interest to the oil- 
heating industry was a February 16 
technical session which presented 
papers examining the subject of noise 
and pulsation in oilfired equipment. 

“Combustion-driven Pulsations in 
oilfired residential heating Equip- 
ment,” by A. A. Putnam, staff mechan- 
ical engineer, and C. F. Speich, prin- 
cipal mechanical engineer, Batelle 
Memorial Institute, Columbus, Ohio. 

This was the sixth of a series of 
Papers prepared as part of a research 
program concerning the fundamental 
mature and causes of combustion- 
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driven pulsations in oil- and gas-fired 
residential heating equipment. The 
program was sponsored jointly by the 
predecessor American Society of Heat- 
ing and Air-Conditioning Engineers, 
Inc., the Oil-Heat Institute of America, 
Inc., and the American Gas Associa- 
tion. A mechanism was offered for ex- 
plaining the generation of pulsations 
in oilfired heating equipment. 

According to this mechanism, a 
pulsating condition may be sustained 
by the proper phasing between an 
acoustic pressure oscillation which de- 
pends upon the furnace volume, and 
a periodic rate of heat release which 
depends upon the local air-fuel ratio 
and the quantity of recirculated hot 
combustion products in a proposed 
critical ignition region. 

If the acoustic pressure oscillation 
can be damped out, the periodicity of 
the rate of heat release eliminated, or 
the phasing between the two phe- 
nomena changed, the pulsation can be 
suppressed. 

“Noise Suppression in Oilburners,” 
by R. W. Sage, associate member of 
ASHRAE and section head, and H. F. 
Schroeder, research engineer, Products 
Research Division, Esso Research and 
Engineering Co., Linden, N. J. 

An experimental study of the 
mechanism causing domestic oilburner 
noise was carried out, in order to dis- 
cover effective means of reducing noise 
levels and eliminating pulsations. Con- 
ventional oilburners and furnaces of 
both the high- and low-pressure types 
were used, and careful measurements 
of sound levels were made at a variety 
of operating conditions. 

It was found that periodic flame ex- 
tinction occurs when sound waves gen- 
erated by the flame are reinforced by 
acoustical characteristics of the furnace. 
The result is the high energy, low fre- 
quency sound wave known as pulsa- 
tion. 

Controlled venting of the firebox, 
using a simple annular-shaped venting 
plate that will fit around the blast tube 
of a conventional burner, was found to 


be the most effective method of pre- 
venting pulsation, although other tech- 
niques partially successful in the 
laboratory, were found. 

“Ordinary” noise from the burner 
was more difficult to reduce. As was 
expected, reducing the firing rate did 
lower the noise level proportionately, 
but the only other variable that had a 
significant effect was spray angle. In 
general, a narrow spray angle gave less 
noise than a wide angle, but the effect 
was relatively minor. 


Oilburner Pulsation 


“Suppression of Pulsations in oil- 
fired residential heating Equipment,” 
by A. A. Putnam, staff mechanical en- 
gineer, and C. F. Speich, principal 
mechanical engineer, Battelle Memo- 
rial Institute. 

This was the last of a series of seven 
papers resulting from a fundamental 
research program concerned with the 
determination of the mechanism of 
pulsation and means of suppressing 
pulsations in oilfired and gasfired resi- 
dential heating equipment. This paper 
discussed the more common means of 
reducing pulsations found in oilfired 
equipment in light of the mechanism 
of pulsations proposed in a previous 
paper. 

The mechanism suggests that pulsa- 
tions result from the proper phasing 
of an acoustic pressure oscillation and 
a periodic rate of heat release. In this 
paper, such techniques as controlled 
combustion-chamber venting and 
acoustic filters were shown to affect 
the amplitude of the acoustic pressure 
within the combustion chamber. 

Other techniques such as changes in 
fuel spray, air, and recirculation pat- 
terns, as well as the use of flame 
stabilizers are believed to affect the 
periodic ignition associated with pulsa- 
tions in oilfired equipment. 

“Influence of the House on chimney 
Draft,” by A. G. Wilson, head, Build- 
ing Services Section, Division of Build- 
ing Research, National Research Coun- 
cil, Ottawa, Ontario, Canada. 

Measurements of chimney draft and 
house pressures in a single-story house 
with an oilfired furnace were given, 
demonstrating that chimney draft, 
either with the burner on or off, is in- 
creased by lowering the house neutral 
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zone and is decreased by raising it by 
an amount corresponding to the 
change in house pressure at the fur- 
nace. The effect of furnace operation 
on the level of the neutral zone was 
also shown. 

Measurements on a furnace with a 
high pressure oilburner established 
that substantial increases in pressure 
occur in the firebox during start-up 
and that positive pressures may exist 
for several seconds. Similar increases 
in pressure of lesser magnitude occur 
at the base of the chimney. The 
amount of positive pressure and the 
period over which draft failure occurs 
depends to some extent on the draft 
available prior to start-up. Draft re- 


covery after burner start-up was quite 


rapid in the installation tested, even 
following long burner-off periods. 


Research Plans 


The Society revealed that it has de- 
cided to continue research through an 
expanded grants-in-aid program to col- 
leges and private laboratories and to 
close its Laboratory in Cleveland. 

The decision, which had been rec- 
mmended by the Society's Long 
Range Planning Committee, antici- 
pates an expanded program of research 
grants and cooperative and sponsored 
contracts to replace the Cleveland pro- 
gram. Five recommendations of the 
Committee are designed to assure a 
research program geared to meet the 
Society’s future needs, to fulfill more 
adequately ASHRAE’s responsibilities to 
the public and to respond to the varied 
interests of the Society's more than 
18,000 members. These recommenda- 
tions are 

Continue a vigorous research pro- 
pram, 

2. Discontinue the Society’s Labora- 
tory at Cleveland and dispose of it as 
soon as is practicable; 

3. Conduct and sponsor research at 
universities and other established 
laboratories; 

i. Use Society general funds for 
Society administration of the research 
program and the publication of re- 
search; 

5. Use a Society Research Fund to 
finance research work through grants 
to universities and contracts with pri- 
vate laboratories. 



































EXPOSITION IN CHICAGO 





Product Report 


Exhibits, Manufacturers, and show Visitors 
give evidence of a Boom in Business 


5 be 15TH International Heating 

and Airconditioning Exposition, at 
the International Amphitheatre in Chi- 
cago from February 13 to 16, impressed 
many men as the greatest show of its 
kind that ever was put on. 

With more than 500 equipment ex- 
hibits, and with many of these con- 
taining not one or two but a batch of 
new ideas and products, this show in 
Chicago cannot be reported on here 
with even an effort at completeness. 
Here, then, are just a random, few ideas 
on a small part of the new products 
that were on display in Chicago. This 
report on these new products repre- 
sents: just a bit of sampling. 

Many men of the fueloil and oil 
heating industry who were interviewed 
as part of the preparation for this ar- 
ticle agreed that the piece of new 
equipment at the show which they 
wanted most for their own homes was 
the brand-new Honeywell electronic 
residential air-cleaner. Of the dozens 
and dozens of fascinating and impor- 
tant products in the Honeywell booths 
of terrific sizes, these men said, in a 
new or old home the Honeywell elec- 
tronic air-cleaner is the outstanding 
piece of equipment, the use of which 
makes for an immediate and vast im- 
provement in the lives of the occu- 
pants. Available now for only a few 
hundred dollars, Honeywell electronic 
air-cleaning equipment for homes 
should become extremely popular. 

Four divisions of American Radia- 
tor and Standard Sanitary Corporation 
formed coordinated displays in space so 
large as to be a show by itself. Here 
the brand-new “Eliminaire” feature of 
an oilfired boiler attracted men of the 
oil heating industry. It’s a built-in air 
eliminator, which causes the boiler to 
send only air-free hot water to radia- 
tion or other heating loads. A special- 
design baffle, cast in the top of a boiler 
section, diverts any air to the expan- 
sion tank of the heating system, elimi- 
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nating any need for external air-sepa- 
rating equipment, simplifying the in- 
stallation and improving its appear- 
ance, and reducing costs of installation 
equipment and labor. 

Iron Fireman Manufacturing Com- 
pany had a new product at the show, 
which is now in the test-market stage, 
described as a major step forward in 
hydronics. This is a compact heater to 
be used instead of a radiator, for exam- 
ple, for heating a room. 

The new Iron Fireman room-heating 
device uses hot water, circulated 
through its air-heating coils by its own, 
integral water pump or circulator— 
which is driven by the same, small 
electric motor that drives a fan which 
sends room air through the unit. That's 
the air which is heated by the unit. 
The single motor is three-speed tap- 
winding shaded-pole type . . . draws 
35 or 45 or 90 watts. Because the built- 
in circulator has no seal or shaft gland, 
but uses a new ceramic magnetic drive, 


it cannot develop a shaft leak, and the 
entire unit is good for city water pres- 
sure up to 200 Ibs. 

Iron Fireman points out that this 
new room-heating device can be con- 
nected to any source for the hot water 
circulated through it. The same tank 
or water heater that provides hot water 
on tap for a home can be connected 
to this new room heater, or a steam or 
hot-water house-heating boiler. 

Delavan Manufacturing Company 
displayed in action at the Chicago show 
its “siphon type air atomizing nozzle” 
for oilburners. Using four pounds of 
air pressure, this is made for 2/10 to 
44 gph, can be made in larger sizes. 
The display invited those who invent 
and develop oilburners to envision a 
new kind of burner made to gain the 
advantages of this low-capacity and 
clog-free air-atomizing nozzle. 

Air-Heet Corporation, Chicago, 
showed an entirely new humidifier 
that looks like a woven wastepaper 
basket. A control knob regulating the 
level of water in a float valve can be 
set from no-flow to maximum, which 
is 10 to 15 gallons of water per day 
for one size humidifier, and up to 30 
gallons per day for the second size. 

Another high-capacity humidifier for 
mounting on a warm-air bonnet or 
furnace casing was the Autoflo Model 





Chris Jensen (left), burner nozzle sales manager, Wm. M. Steinen Mfg. Co., 
Newark, N. J., presents the company's President Award to Burt Vickery. He 
won the trophy and cash award for salesmanship in 1960, in competition with 
the Steinen sales staff in the United States and Canada. Vickery represents 
the company in the North Carolina, South Carolina and Virginia sales territory. 
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30. This has a turbine-type fan and a 
re-circulating pump that makes a drain 
connection unnecessary. Depending on 
relative humidity in the house, at 120° 
F. bonnet temperature it emits from 
1.4 to 3.9 pints of water per hour. 

A companion model is the AutoFlo 
portable power humidifier, good for 
homes heated by boilers and having no 
ducts, of up to 4.5 pints-per-hour ca- 
pacity . . . thus said to be suitable for 
even largest homes. 

Jet-Heet, Inc. was at the Chicago 
show with still more new and unusual 
features added to those already in its 
line of domestic oilheating and cool- 
ing, domestic equipment. It declares it 
now offers heating, airconditioning, 
and hot water complete in one pack- 
age, and that it is the first manufac- 
turer to do this. Water, piped to a 30- 
gallon tank, is 
heated by directing 350°F. air from 
the bonnet of the Jet-Heet furnace 
through a heat-exchange coil mounted 


glass-lined storage 


on the back of the furnace. Recovery 
rate is reported as 50 gallons per hour, 
100°F. rise basis. 


Jet-Heet’s new thermostatic register 
was shown for the first time in Chi- 
cago at the show. Jet-Heet men ex- 
plained that using this register as part 
of a complete system permits firing the 
furnace in summer, to produce hot 
water, without sending hot air to the 
rooms of a house. 

Aldrich Company, seemingly justi- 


fied in boasting that it makes water 
heaters like other Companies make 
heating boilers, declared at the show 
that all Aldrich water heatets are built 
to carry heating loads in addition to 
providing hot water on tap. In addi- 
tion, all models can have separate, in- 
direct, heating coils so that one water 
heater can handle two distinctly dif- 
ferent kinds of loads. 

Aldrich has developed and sized new 
oilfired water heaters especially for 
coin-operated laundries. Shipped wired 
and piped, these come in 14 sizes and 
18 models, for from 1.0 to 10 gph, and 
in single and multiple units. 

Ace Engineering Company said at 
the show that now its horizontal ro- 
tary-cup oilburners all are sold “pack- 
aged” with windboxes and secondary- 
air blowers, and with panel boards con- 
taining primary controls, motor start- 
ers and overload protectors, and fused 
switches. Ace makes rotary-cup burn- 
ers, and also combination gas-or-oil 
burners of course, for from 16 to 165 
gph. It is going along with a trend to- 
wards more and more capacity in its 
electric preheaters for burners using 
No. 6 oil; its 165 gph burner on dis- 
play at the Chicago show had integral 
oil preheaters of 10 kwhr capacity. 

A new American corporation was at 
the Chicago show, Danfoss Inc., which 
is a subsidiary of Danfoss of Denmark, 
which in previous years exhibited its 
oilburner fuel units, primary controls, 





limit controls, etc. and declares it is the 
largest manufacturer outside of the 
United States of specialties, controls, 
and related equipment for aircondi- 
tioning, heating, and refrigeration. 

White-Rodgers at the Chicago show 
stressed two completely new zone-con- 
trol valves, which it describes as hav- 
ing man-size motors with four times 
the torque of commonly used “clock- 
type” motors. However, White-Rodgers 
men in their exhibit booths seemed to 
emphasize even more their Kwik- 
Sensor burner-mounted primary con- 
trol, which they boast has been on the 
market for some three years now, and 
so has been field-proved and time- 
proved on thousands of installations. 
The Kwik-Sensor flame detector is a 
tiny device that mounts in a burner 
gun tube as far away from the oil flame 
as possible; it is not electronic, but acts 
precisely as though it were. It responds 
instantly to radiant rays, call them light 
rays, from flames of atomizing burn- 
ers, but not to blue flames. 

Monarch Manufacturing Works, 
Inc., had a brand-new product at the 
show, its “constant capacity” atomiz- 
ing nozzle for pressure burners, capac- 
ity ranges from .50 to 1.20 gph, avail- 
able angles 45°, 60°, and 80°. The im- 
portance of the firing rate of a pressure 
burner remaining; the same cannot be 
overemphasized, Monarch engineers 
point out. If a serviceman adjusts the 
combustion air of a burner for 1.0 gph 
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because that’s the output of the burn- 
er's nozzle, the firing rate should not 
become appreciably lower at another 
time when the nozzle is hotter, or 
should not become higher at another 
time when the nozzle is cooler (than 
when the serviceman adjusted the 
burner ). 

Monarch’s brand-new “constant ca- 
pacity” nozzle is supposed to be a great 
improvement for pressure burners, in 
that its gph output is practically con- 
stant at all commonly encountered noz- 
zle temperatures. The boast is that the 
nozzle output drops only 2% when 
the nozzle temperature rises from 50° 
F. to a high of 250°F. 

General Controls, its Oil Heat Con- 
trols Division that is, seemed to stress 
most at the Chicago show its new oil- 
burner primary control systems—in- 
tended to be a vast improvement over 
the use of stack-mounted controls for 
gun-type oilburners, for example. 

The brand-new R-96D and R-96E 
“relays” or primary control panels, 
which can be burner-mounted, are used 
in conjunction with the new CT-97 
detector, which is a light-sensitive cell 
of the semi-conductor type. 


General Controls Company also had 
at the Chicago show its new Model R- 
80 control set-ups for commercial-in- 
dustrial burners, featuring the optional 
use of fully four kinds of flame detec- 
tors: ultra violet, flame rectification, 
photoelectric, and hi-speed couple. 

Hev-E-Oil burner, made by Indus- 
trial Combustion, Inc. appeared in a 
brand-new “small” model for No. 6 oil, 
able to fire at from 5 to 30 gph... 
also available as an oil-or-gas burner. 

Walker 
Corporation had new saddle-mounted 
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draft inducers for smokepipe sizes 12” 
through 24”. Motor sizes range from 
4 to Y hp. Suitable firing rates are 
9.8 to 42 gph 

Penn Controls, Inc. men at the Chi- 
cago show found they had much to be 
excited about . . . the Penn 654 Series 
cadmium-sulphide cell, resistive type 
of course, flame-detector for oilburn- 
ers, and of course a primary control 
panel to match 

Penn Controls men have much to 
say about the unique housing for their 
form of cadmium-sulphide cell . . . the 
housing is designed to keep clean the 
sensitive face of the cell, which “sees” 


the flame, for the housing has an air- 
cushion space within it. 

Penn Controls men naturally boast 
that no amplification is needed for their 
new flame-detector cell to work a re- 
lay. The cell is in a 115-volt circuit 
with the relay coil, they point out, and 
this they say gives relay power ten 
times that obtained from a low-voltage 
circuit for the cell and its relay coil. 

More products of importance that 
were at the Chicago show were left out 
of this necessarily brief show write-up 
than were mentioned in it. To cover 
all the important products that deserve 
mention or description certainly would 
require that a textbook be published on 
this show. 

The nation’s current figures on per- 
sonal income and industrial production 
certainly do not prove that a business 
boom is being enjoyed or is in the 
offing. Disregarding all things of that 
kind, the exhibitors and visitors at the 
Chicago heating and airconditioning 
show simply acted as though in their 
business a boom lies ahead . . . they 
acted, in fact, like men busy at work 
business 


manufacturing their own 


boom. 





Sparky explains Rapport 
with service Customers 


“World’s best oilburner Serviceman” 


tells how to get along with oilburner Owners 


by John W. Schulz 


eyeeces IS THE THING,” Sparky 
started out as we sat down to 
have lunch together at the place he 
took me to after picking me up at 
the airport near his home town. 

“Before you can start proper serv- 
icing of oilheating equipment, you've 
got to be in rapport with its owner.” 

On my many previous meetings with 
Sparky, who always says he's “the 
world’s best oilburner serviceman,” he 
told me many things which I faith- 
fully reported in Sparky articles in 
FUELOIL & OL HEAT. His previous 
discussions, however, had been almost 
entirely on topics mechanical and 
on proper firing rates, 
combustion-test readings, ignition com- 
plications, fuel unit testing, etc. Now 
he seemed to have customer relations 
on his mind instead of service prob- 
lems. 

I pointed this out to Sparky, saying, 
“Up to now the only thing you've 
been telling me about people is that 
it's not the oilheating equipment that 
gives us nine-tenths of our worst head- 
aches in servicing oilburners, it's the 
people in the houses.” 

“That's still true,” Sparky exclaimed, 
“but it's stating things the negative 
way. If you first get in rapport with 
a service customer, you eliminate any 
chance that he'll start giving you head- 
aches.” 

I asked Sparky, “What started you 
concentrating on your rapport with 
burner owners?” 

He answered, “There’s an old pro- 
fessor, now retired and whose burner 
I service, who used to try to teach me 
in high school years ago. We didn’t 
get along together because I never was 
prepared to answer any question he 
asked. In high school we hated each 
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other and never could get along. 

“Now with me servicing his oil- 
burner, we get along famously. We 
developed love and respect for each 
other. 

“A year ago,” Sparky continued, “I 
asked the professor to explain this. He 
said we were not in rapport in my 
high school days, but now we are in 
rapport. 

“Any time he asks me a question 
now, I've got an answer that’s prompt 
and 100% correct. Most important: I 
give an answer that pleases him, or I 
manage to word the answer in a 
fashion that pleases him.” 

I asked Sparky to give an example. 

“Here's a for instance,” Sparky re- 
plied. “If a fuel unit’s kaput and in 
need of replacement, you don’t tell the 
owner his fuel unit is no good at all 
and a new one must be installed at 
considerable expense to him. Instead, 
you tell him that he’s lucky because 
these days he can have a re-built fuel 
unit, guaranteed to perform like a 
brand-new unit, for less than half the 
price of a new fuel unit.” 

I asked Sparky what rapport meant. 

He turned on his biggest grin and 
reached into a pocket for a slip of 
paper, saying, “You're not catching 
me off base this time, like last time 
I met you and I used the term ‘ioniza- 
tion of the air, but could not explain 
the term. 

“According to my dictionary, and 
I wrote the meaning on this paper, 
rapport means: Relationship of har- 
mony, conformity, accord, or affinity— 
especially ‘in rapport’ or ‘en rapport,’ 
which is French for it, and means an 
intimate and harmonious relation.” 

I told Sparky that the oil company 
he works for might put the words 


“en rapport oilburner servicing” on its 
fueloil trucks and service cars, on its 
letterhead, and in its yellow-page tele- 
phone book advertisements. 

He cocked his head and responded 
archly, “We could say we are excellent 
at our ‘rapprochement’ with new fuel- 
oil and service customers.” 

“How about husbands worrying 
about their wives, alone at home when 
servicemen call?” I asked. “And where 
did you get that word ‘rapproche- 
ment'—from your professor also?” 

“Ite means,” he read from his slip 
of paper, “a coming together or estab- 
lishment or state of cordial relations.” 

I told him he'd better leave the 
word “rapprochement” out of his 
vocabulary, as he was going far enough 
with his new use of the word “rap- 

“If a prospective new customer 
wants our company to start servicing 
an already installed new oilburner 
that’s not broken down,” Sparky start- 
ed explaining, “first thing we show 
a terrific interest in his equipment. 
With the owner present if at all possi- 
ble, we study every detail of his oil- 
heating plant. “4 


Equipment Standards 


“We tell the owner that we'll serv- 
ice the equipment only if it comes 
up to our standards—only if it is in 
shape, in good condition, for operation 
that’s fairly dependable and passably 
efficient. Only then will we service it 
on either a per-call basis or a yearly 
contract basis. 

“If repairs and improvements are 
needed, we draw up a list for the 
owner, including costs of each part 
needed and time for labor installing 
it. We tell him the oilburner equip- 
ment should be put into condition for 
safe, dependable, and efficient opera- 
tion—so that in the future he will 
enjoy oil heat as he should, and we 
will be glad to service the equipment, 
as it will not give excessive trouble. 

“I like to have my boss, the top 
executive of the oil company, sit down 
in the living room with the oilburner 
owner when these matters are dis- 
cussed. That shows how seriously we 
regard the problems of the equipment 
owner. It starts our getting in rapport 
with him. 
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“We have our rules. For example, 
every installation having a pressure 
burner with a nozzle of 1.0 gph or 
lower capacity must have a highly ef- 
fective fueloil filter. Else we won't 
service it . . . won't even deliver oil 
to it. The filtering element must be 
replaced once a year. 

“Every steam boiler must have a 
good low-water cut-out in excellent 
condition, as the minimum require- 
ment. We emphasize that a water 
feeder is needed in addition, for really 
complete and modern, automatic op- 
eration, though we don't require the 
feeder. 

“That's our routine for passing on 
oilheating equipment, making certain 
it is in presentable condition, before 
we will agree to service it regularly 
on either a per-call basis or a yearly 
contract basis.” 

Sparky said that neither he nor his 
company was declaring that this pro- 
cedure was original. He'd read about 
it in one of my FUELOIL & O1L HEAT 
articles about eight years ago; Larry 
Bennetzen, owner of a New Jersey 
oilburner service company, was de- 
scribed in the article as checking over 
carefully any installation for which he 
was asked to provide regular service. 

An emergency caused by an oilburn- 
er breakdown is something different, 
Sparky went on. He'd get the broken- 
down burner started immediately. 
Later would come the procedure of 
checking the entire installation to find 
out if it were good enough for his 
company to service regularly. 


Worst Shortcomings 


“We will not provide regular serv- 
ice for lemons, for burners that may 
cause four or more no-heat calls a 
year,” Sparky stated flatly. “But never 
yet have we encountered an installa- 
tion in poor condition whose owner 
we could not persuade to let us put it 
into good condition.” 

After I asked Sparky about the 
worst shortcomings he'd ever encoun- 
tered, which had to be eliminated be- 
fore he would start servicing the in- 
stallations, he listed these: 1) Worst 
of all, two installations in exceedingly 
low-cost homes or shacks of farmers or 
hill-billies, which had no primary con- 
trols whatsoever; line-voltage room 
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thermostats simply were wired in the 
live wires running to oilburner mo- 
tors, which were in parallel with igni- 
tion transformers for constant sparks. 
2) Primary controls (actually stack 
controls) so old and in such poor con- 
dition that nobody could be surprised 
“if anything happened”; Sparky’s rule 
is to replace any primary control more 
than 15 years old as “only a fool ex- 
pects an old primary control to pro- 
vide safety.” 

3) Fireboxes fallen down, deteri- 
orated in any important way, or poor- 
ly designed and built in the first place, 
“as are about one-third of the fireboxes 
I see for the first time anyhow,” 
Sparky says. 

4) Oilburner electrical wiring and 
controls in general poor condition. 

5) New combustion heads needed; 
if the burner is exceedingly old, or if 
it can't be fitted with a Shell head or 
other combustion head that leads to 
good combustion-test readings, the 
burner needs replacement—preferably 
by a modern burner of truly outstand- 
ing design that a man can rave about 
to his customer. 

“If you sincerely desire to improve 
an old installation on a no-profit basis 
so that you get and hold the oil busi- 
ness,” Sparky says, “and if you can 
convince the owner of the installation 
of this, then that’s putting you in 
rapport with the owner. 

“Get in rapport and stay in rap- 


. « « » Sparky in rapport 


port, and you got a lifetime fueloil 
customer, and you've got no worries 
about a competitor or a competitive 
heating method taking the old busi- 
ness away from you. 

“But everything depends,” Sparky 
emphasized, “on your providing truly 
excellent servicing of the customer's 
equipment, and on his realizing that 
you are doing this.” 

Sparky was glad that I'd called on 
him, for he wanted to tell me about 
his oddest service call of the season. 

The police chief of a town 15 miles 
away had phoned Sparky's boss, the 
owner of the oil company Sparky 
worked for, about an unusual difficulty 
for which no solution was in sight. 
Sparky's boss phoned him to end the 
trouble. He ended it. 

This information came to Sparky 
at his home at ten at night. Snow was 
piled up three or four feet outdoors, 
for this was February 9, right after 
a terrific, history-making snow storm. 

The owner of a home on a rural 
but much traveled road had phoned 
the police chief about the odd conduct 
of what he described as a big, fat, 
oil truck. 

Said the homeowner to the police 
chief over the phone, “This truck stood 
for half an hour in front of a house 
down the road. The snow plow had 
gone through, making a path only 
wide enough for one car. Three pas- 
senger cars wound up behind the oil 
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truck—they could not pass it, but very 
fortunately no cars came from the 
opposite direction. 

“Finally, so the cars behind it could 
move, the oil truck started off down 
the road . . . followed by the three 
cars. 

“Then after a little while, the oil 
truck came back and stopped in the 
same spot in front of a house. It had 
to move again to let other cars get 
by, but it came back again. That's been 
going on for about two hours now.” 

A policeman was sent out by the 
police chief to investigate. 

He learned from the driver of the 
fueloil truck that the house in front 
of which the truck was stopping was 
out-of-oil and sadly out-of-heat. Only 
one occupant was home—a woman 
middle-aged or elderly. 

She had told the truck driver that 
the fill cap for fueloil was at the side 
of the house, that’s all she knew. But 
the house was back from the road 
about 200 ft., and the truck could not 
be driven near it, as the driveway had 
not been plowed out. It was covered 
with at least three feet of snow, mak- 
ing impossible the movement of the 
oil truck along it. 

“I came out here with a load of 
fueloil,” the truck driver told the in- 
vestigating policeman, “but now I 
don’t know what to do. The only way 
to get my truck close enough to the 
house to make a delivery is to first 


get a snow plow to clear out 100 or 
150 feet of that driveway. I don’t 
know how much needs clearing out, 
because I don’t know where the fill 
cap is. I looked for it, couldn't find 
it yet. I keep on driving my truck 
off and coming back, because I don’t 
know what else to do. My truck keeps 
blocking the road. 

“The woman won't leave the house, 
but she'll freeze if she stays in it all 
night. The heating system is hot water; 
if that oilburner isn’t started tonight, 
all the heating system piping, and all 
the water lines in the house, certainly 
will freeze up. The burner hasn't been 
running since late in the afternoon.” 

After telling Sparky all this over 
the phone, Sparky’s boss asked if he 
could do anything. 

Sparky replied cheerfully, “I'll take 
care of it, boss, it’s just another service 
call!” 

He told me that he put into his 
car a 55-gallon oil drum and four five- 
gallon oil cans, things he keeps on 
hand at home for emergencies of vari- 
ous kinds. 

At worst, he figured as he drove to 
the out-of-heat home, the tank would 
be buried outside and he and the truck 
driver would not be able to find its 
fill cap. In that case, he'd take the 
55-gallon drum into the basement, 
hook the oilburner fuel unit to it in 
five minutes using 44” OD copper 
tubing and fittings he'd brought along 
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for this, and thus use the 55-gallon 
drum as overnight oil storage for the 
burner. 

He and the truck driver would use 
the four five-gallon cans to fill the 
drum, lugging in the filled cans from 
the oil truck. Sparky knew there was 
access from the oil truck to the home, 
as the truck driver had spoken to the 
woman in the house. 

If the fill cap of an outside, buried 
tank could be found by persistence on 
the part of Sparky and the truck driv- 
er, Sparky figured as he drove along 
to the house, he and the truck driver 
would take five-gallon cans of fueloil 
from the truck to the fill cap. They 
might have to walk through the house, 
along the path the truck driver had 
used, go through the house, then out 
the back to the fill cap. 


Emergency Delivery 


Arriving at the house, however, 
Sparky found that the situation was 
better than he had dared hope for . . . 
as in the basement he found two 275- 
gallon fueloil storage tanks. 

Using the five-gallon cans he'd 
brought along, with the help of the 
fueloil truck driver he soon had 30 
gallons in the tanks, enough to start 
the oilburner. 

“A serviceman was needed anyhow 
to start the burner,” Sparky told me, 
“as the driver of the oil truck didn’t 
know how to. He said it was against 
his company policies for a truck driver 
to touch an oilburner, though that does 
not make sense to me. 

“We put 80 gallons of oil in the 
tanks in the house all told,” Sparky 
related, “with the help of two police- 
men, who were curious and drove out 
there to see what was going on... 
enough for at least three days. The 
woman in the house agreed io have 
the driveway cleared of snow within 
two days’ time, so the tanks could be 
filled by an oil truck.” 

Sparky concluded his tale of this 
“routine” service call by exclaiming, 
“When those radiators were good and 
hot, as we finished putting the 80 
gallons of oil in the 275-gallon tanks, 
I certainly had gotten in rapport with 
the woman who owned that house! 

“Rapport is the thing, today in the 
fueloil and oil heat business!” 
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TABLE 1 

719,300 Homes are now Fully Heated by Electricity 

NUMBER IN USE 
Sept. 1, 
1958 
6,819 
275,399 
36,081 
181,844 
500,143 


Y oungest 
Competitor 
Continues 








Sept. 1, 
1960 
15,974 
375,375 
72,998 
254,953 
719,300 


Sept. 1, 
1959 
9,553 

316,929 

54,461 
210,757 
591,700 


Sept. 1, 
1957 
4,924 

236,782 

26,403 

104,110 


372,219 


Sept. 1, 
1956 
3,830 
197,705 
16,807 
82,915 


301,257 


Northeast 
South 
Midwest 

West 

ALL SECTIONS 


Gains 


Traditional oilheating Areas 
begin to feel Impact 
of electric heat’s Growth 


N SEPTEMBER 1, 1960, there were 
approximately 719,300 homes in 
the nation completely heated by elec- 
tricity. This is a gain of 22%, revealed 
by a survey that was answered by more 
than 180 utilities who have on their 
lines considerably more than half of 
the total residential connections in the 
United States. 

Where this heating is and how it 
is increasing shows up in TABLE 1. 
Two traditional oilheating areas are 
showing the largest percentage increase 
even though they are smallest in total 
numbers. The Northeast and the Mid- 
west have increased the number of 
completely electrically-heated homes 
more than four-fold since 1956; and 
this figure is about double for the na- 
tion as a whole during that period. 

We find in subtracting the 1959 
total from 1960 that approximately 
5% of the new jobs went into the 
Northeastern states, 46% into the 
Southern, 14% into the Midwest and 
35% into the West. 


1960 


2.2% 


1959 
Northeast 
South 52.2 53.6 
Midwest 10.2 9.2 
West 35.4 35.6 





1.6% 


PERCENT OF NUMBER IN USE 





1958 1957 1956 
14% 14% 1.3% 

55.1 63.6 65.6 
7.2 pe 5.6 

36.3 27.9 ars 





We see in TABLE 2 that nearly 
three-fourths of the installations made 
during 1960 went into new homes. 
But in the Western section 41% were 
conversions from other fuels and many 
of these were gained at the expense 
of oil—probably stove oil. 

The four general divisions of the 
country are indicated on the map. The 
industry is not large enough to break 
up into a lot of segments so the study 
follows the general areas of rate struc- 
tures and selling practices. 

During the 1950-60 season, it cost 
approximately $135 to heat a home 
electrically based on a _ national 
weighted area. This is 5% below the 
previous season, and reflects the 4% 
drop in degree-days. 

As in previous studies, TABLE 3 in- 
dicates that the high cost of electric 
heating is largely mythical. Homes that 
are well insulated and designed for 
this type of heating compare surpris- 
ingly well with fueloil. If a utility 
wants the heating 


TABLE 2 
Three-fourths are in new Homes 


Have 
Old = Aircondi- 


Homes Homes tioning 
Northeast 82% 18% 16% 
South 78 22 52 
Midwest 80 20 11 
West 59 41 15 
ALL SECTIONS 72% 28% 34% 


New 


TABLE 4 
Seasonal Load Factors 


Summer Higher Winter Higher 
Than Winter Than Summer 
% % 
Com- % Com- N 
panies Higher panies Higher 
Northeast 17% 16% 83% 15% 
South 71 24 29 19 
Midwest 52 24 48 17 
West 32 16 68 29 
1960 ALL 
SECTIONS 
1959 ALL 
SECTIONS 42 17 58 15 
1958 ALL 
SECTIONS 41 16 59 13 
1957 ALL 
SECTIONS 30 31 70 14 


46% 21% 54% 


19% 





load, rates are ad- 
justed to get it. 
The Northeast 
and Midwest areas 
show more than 


HOW DO LOAD FACTORS BALANCE 2 


(7 — PERCENT OF COMPANIES 





SUMMER 
RISING 
FASTER 





WINTER 
RISING 
FASTER 





TABLE 3 NORTHEAST 





Costs of heating a Home electrically 


SEASONS 
BALANCED 





Annual Average Average Average SOUTH 





Kwh for Rate Annual Degree 





Cost Days 
$224 5556 


Heating per Kwh 
14,890 1.74¢ 


MIDWEST 


Northeast 








South 

Midwest 

West 

1960 ALL SECTIONS 
1959 ALL SECTIONS 
1958 ALL SECTIONS 


12,080 87 
13,968 1.56 
13,810 1.09 
12,945 
13,635 
12,433 


1.04 
1.02 





1.04¢ 


105 3183 





218 6054 
151 4156 


WEST i 





$135 3867 





ALL 
142 4008 SECTIONS 





127 3749 
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5,500 average degree-days for the sea- 
son, yet the total cost of heating was 
$224 and $218 respectively. 

The national average rate of 1.04¢ 
per kwh is the same as last year, but 
is a little higher than the previous 
year. This does not indicate that rates 
have been raised necessarily, but rather 
it reflects the changing geography of 
the industry's growth . . . more jobs 
are going into the higher priced areas. 

Another challenge to the oilheating 
industry is represented in the chart 
“How do load Factors balance?” and 
TABLE 4. It is recognized that when a 
utility gets a higher summer load be- 
cause of airconditioning or perhaps 
irrigation, the need for a winter equal- 
izer becomes necessary. The South 
shows the greatest imbalance with 
66% of the reporting utilities saying 
that their summer load is growing 
faster than the winter load. About 
56% of the Midwestern companies 
report the same situation. 

Right now 71% of these utilities in 
the South have their imbalance show- 
ing up in the summer; and 52% of 
the companies are in the same~situa- 
tion in the Midwest. Greater detail is 
in TABLE 4 


Growth Pattern 


TABLE 5 reflects this summer growth 
for here we find that the traditional 
growth previously residing with the 
low rate public companies (this would 
include the rural cooperatives, the mu- 
nicipal systems and the public utility 
districts) is shifting to the private 
companies. This latter group added 
62% of the new jobs in 1960 and 
now have 49% of the total electric 
heating. 

The impact of this table is impor- 
tant to the oilheating industry. Since 
the private companies are so much 
larger, both in investment and in total 
number of connections, their potential 
power in seizing more of the heating 
market is great. Of all the companies 
replying to the questionnaire, 88% 
are now promoting electric heat and 
an additional 3% will add programs 
in 1961. 

The economists of cooperating utili- 
ties have been amazingly accurate in 
their predictions for 1960, When their 
forecasts from previous years are aver- 











Percent Meter 
of Connec- In 
Co’s tions 
Northeast 99% 
South 78 21 
Midwest 96 95 
Wes: 79 73 
1960 ALL SECTIONS 89% 
1959 ALL SECTIONS 91 45 





Use 
99% 100% 


TABLE 5 
Private Utilities catching up 
———PRIVATE COMPANIES—— 


Their Share 
of Heating 


in 
1960 
45 


95 
65 


49% 62% 


52 


Co’s 





——— PUBLIC COMPANIES 


Percent Meter 
of Comnec- In in 
tions 


Their Share 
of Heating 
Added 


Use 
1% .. 
79 55% 
5 5 
27 35 
51% 38% 
55 48 


1960 








aged they anticipated that 719,792 
homes would be heated electrically by 
1960. The count for the current study 
stands at 719,300—remarkably close. 

Looking forward, these economists 
see 1,856,243 homes heated electrical- 
ly by 1965; and 3,659,489 by 1970. 
Here again, the sectional totals are of 
interest. Of the nearly three million 
homes that add electric heating be- 
tween now and 
1970, about 10% 
will be installed 
in the Northeast; 
35% in the 
South; 38% will 
go in the Midwest 
and 17% in the 
West. 

In other words, 
these experts see 
the South holding 
its lead, but they 
also forecast that 
the Midwest in 
the next decade 
will grow in elec- 
tric heating, until 
it has more than 
the West. 


NUMBER OF 


1956 





1957 1958 
ACTUAL 


Northeast 
South 
Midwest 
West 


ALL 


SECTIONS 


ol Oo ON 1 | Ole | od “VME oh @) 31 oh OF Abe) 
HOMES 


1959 


TABLE 6 


Nearly 4 million in 1970 


Homes 
Heated 
1960 

15,974 
375,375 
72,998 
254,953 


719,300 


JMPLE 


1960 


T BY 


——— FORECAST ——— 
1965 1970 
141,420 300,828 
869,378 1,404,890 
491,560 1,206,929 
353,885 746,842 


1,856,243 3,659,489 


UTILITIES 


Y UCATE 
ELY HEATED 











1965 1970 
UpREDICTIONY 
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Florida oilheating Promotion tailored 
to offset short Season and Indifference 


SHORT HEATING season and gen- 

eral indifference on the part of 
home builders and homeowners to in 
stall heating systems influences the 
advertising theme of the Florida Home 
Heating Institute. 

The Institute was formed to help 
oilheating dealers educate the public. 
Located in Miami, the Institute recog- 
nized that the extremely short heatiny 
season in south Florida made many 
homeowners and builders reluctant to 
provide any form of house heating. 

As a result thousands of living units 
were constructed without heating. The 
result was that when there was a cold 
snap—and they do have them even in 
sunny Florida—homeowners in desper- 
ation used any heating device they 
could get. They lit kitchen stoves, 
used bowl type spot heaters and so 
overloaded Florida Power & Ligitt 
Company lines that a rather serious 
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disruption of electrical service some- 
times resulted. The Power Company 
hasn't promoted electric heat because 
there simply are not enough cold days 
to warrant it. At one time, however, 
the utility itself advertised to recom- 
mend oil heaters instead of electric 
heaters for the “cold snaps.” 

Now the Institute is advertising oil- 
heating as the most economical and 
The program 


emphasizes three basic themes. One 


efficient for the area. 
that is used in most of the ads reads, 


“Buying, Building, Modernizing? 
Don't take a beating on the cost of 
heating.” Next, “Oilheating is best 
Florida this one 


played in a drawing of a house and 


for Homes,” dis- 
containing this message within the 
outline of the house: “Remember, 
Florida homes do need heat! 
South Florida homes require an av- 


erage of 42 days of dependable home 


Even 


ther Ploricians why 


ne 


BVUILOING? 
MOOERNIZING? 


Have you checked on 
Home Heating costs 
in Florida? 


a 
COSTS. LESS 


Poe eae sntenet trculsting hee nm 
et Von oe emdly ap ae Ow tet 


Bae 


South Fiorida homes require dependabiea home heating an average 
* whee temperatures dreoe inte the $0 a 


* of tower 3. Weatter Bureae 


heating each year when temperatures 
drop into the 50’s or lower.” And, 
finally in this theme, “Oil is the safest, 
cheapest way!”. 

The third basic theme calls attention 
“Luxurious Oil Heat costs much 
less. Much safer, more dependable, 
too!”. 


to 


Also, a signpost prominently dis- 
played in some of the ads contains 
this advice, “Move up to modern oil 
home heating.” 

The sample ads reproduced here 
represent some of the very imaginative 
layouts prepared for the Florida Home 
Heating Institute by Bevis Associ- 
ates Advertising. They were used last 
year; a similar campaign has been 
planned to do the same job this year. 

The advertisements combine effec- 
tive testimonials from satisfied users 
of oilheating in Florida, “Kept tem- 
peratures just right—cut fuel costs 
in half!” and “Wouldn't own a home 
without oil heat!”, with specific treat- 
ment of such topics as builders and 
economy preference. In all, the pres- 
entations are highly attractive and 
convincing. 
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Snow Melter Development 
greatly speeded by this Season 


N THE AUGUST issue of FUELOIL & 
Oi HEAT was an article by John 
Schulz describing the development of 
oilfired snow melting equipment in the 
laboratories of Esso Research & Engi- 
neering Co., and its subsequent licens- 
ing for manufacturing to The Thermal 
Research & Engineering Corp. of Con- 
shohocken, Pa. 

At the time of the article five in- 
stallations had been made, either at air- 
ports to clear runways (New York's 
LaGuardia) or at large parking lots. 
These applications are still fine pros- 
pects for a lot of sales in the years 
ahead but the newest emphasis is on 
street clearing. 

The East has had record snows this 
year, as high as a 60-inch total in some 
large metropolitan areas. New York 
had to ban passenger cars from its 
streets for five days, allowing only taxis 
and buses, with trucks permitted the 
fourth day. So heavy snow, and its 
headaches, were brought home forcibly 
as a very costly business deterrent. 

There will hardly be any of the 
street clearing machines in operation 
this season, although one may be fin- 
ished for a Pennsylvania city. But en- 
gineers of a dozen cities are working 
with engineers of Thermal Research in 
completing designs for the units they 
want for their streets. 

Some of these will be special jobs 
but for general production the Com- 
pany plans to concentrate on a 25 ton 
per hour model that will sell in the 
range of five to seven thousand dollars. 
The cost of melting 25 tons of snow 
would be about $10, or $50 less than 
the conventional trucking away. Then 
the great savings in time and incon- 
venience will provide an extra dividend 
for business, individuals and communi- 
ties. In trucking alone, a city like New 
York will spend a million dollars to 
cart snow im an average winter .. . 
this winter a far larger sum. 

Cities owning the new melters will 
continue to plow streets clear for 
limited traffic, bull-dozing the snow 


into piles. After that the operation de- 
pends on the severity of the tempera- 
ture. If it’s not muth below freezing, 
the mobile melter will move from pile 
to pile discharging the water into gut- 
ters for run-off, since the water comes 
out at 45°F. 

In severe temperatures the melter 
will roll the trailer tank to the corner 
and flush its contents into sewers. 


Clearing an average city block 40 ft. 
wide by 300 ft. long of six inches of 
snow with the new melter will take 
half an hour with an operating cost of 
$11.85. Trucking it away takes 74 
hours or 15 times as long and costs 
$78, or six times as much. 

A feature which adds to the efficient 
performance is the blowing of millions 
of bubbles of hot combustion gases 
through the mass, creating a melting 
by turbulence. Although other fuels 
can be used, home heating oil because 
of its transportability and clean burn- 
ing characteristics is best for the melter. 
Oil does the job cheaply, burning about 
two gallons per ton of snow. 


Advertise first 
to your Customers 


by Andrew Curcio* 


OU WILL BE interested to learn, ia 

summary, what I have learned 
through five years of running an ad- 
vertising agency, 60% of whose ac- 
counts are fueloil companies. 

My basic rule is that a fueloil com- 
pany should advertise primarily to hold 
fast to its present customers, and in 
this way get new ones. If this is true, 
as my Own experience has shown, then 
70 to 90% of every advertising dollar 
should be spent in carefully selected 
direct-mail programs, with the cus- 
tomer—and incidentally, his 
friends and neighbors—as_ specific 
targets. Assuming that your products 
and services are good, all that you need 
is your customers’ good will to make 
them the most effective selling force 
you can possibly have. Your customer 
may not know the brand name of the 
oil you deliver—he may not even 
know where his tank is—if he has a 
strong, satisfied opinion of your com- 
pany, he is eventually going to let two 
very important people know about it: 
his new neighbor, who has asked him 
for a recommendation, and another 


not, 


*Curcio is a Boston advertising profes- 
sional. This is a brief review of a presenta- 
tion he recently made to the Independent 
Oil Mens’ Assn. of New England. His 
opinions are somewhat unorthodox. 


friend or neighbor who has expressed 
dissatisfaction with the service he is 
getting from another dealer. Your own 
customers constitute the best advertis- 
ing you can command in a market 
that’s too overcrowded to take for 
granted. But you have to advertise to 
them before they will advertise for 
you. 

All of you, I think, will admit the 
importance of communication with 
your own customers. When someone 
mentions the word “customers” to you, 
you inevitably think of those custom- 
ers you know, for various reasons and 
to varying degrees. The more you 
know about them and their houses and 
families, the more secure and confident 
you feel about them as good custom- 
ers. The reverse of this is also true. 
The more intimately every customer 
knows you, your services, and all as- 
pects of your operation, the more 
securely he feels about the merits and 
dependability of your company. I am, 
in other words, stressing the necessity 
of creating and keeping a strong, pub- 
lic, advertising image of your company 
constantly before your customers and 
your customer's neighbors. 

If we examine what this image 
should be, we will discover that most 
of you, in different ways, have been 
consciously or unconsciously trying to 
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create it anyway. Almost every busi- 
nessman does. Advertising must first 
of all be very personal. 1 have never 
heard of a person choosing an oil 
dealer on the basis of the brand of oil 
he delivers. Unless your customer is 
constantly being reminded by you of 
the superlative service you offer, he is 
going to be wooed away by the first 
adventurous dealer or gas salesman 
who offers him something better, 
whether it is or not. 

Secondly, your advertising must be 
constant. It is not a seasonal matter 
only. In many ways, it is more impor- 
tant that your customers be reminded 
of you when you and your trucks 
aren't around to remind them personal- 
ly. For example, it is surprisingly 
simple and inexpensive to enclose a 
simple folder with the monthly state- 
ment for each customer. It is just as 
simple and inexpensive, and even more 
important, to send a folder in those 
months when your customer doesn’t 
get a statement. Announcements of 
new sefvices, service contracts, news 
of new equipment—all of these will 
gain added appeal when their timing 
and presentation are planned months 
in advance, in keeping with a yearly 
schedule. 


Indirect Approach 


A third characteristic of this adver- 
tising image is that it must be com- 
plete in every detail—in all of the 
hundreds of items we lump together 
under the term “indirect” advertising. 
This includes many intangibles, the 
importance of which all of you recog- 
nize—driver courtesy, cleanliness of 
trucks and equipment, a good identify- 
ing trade mark or symbol for your 
company. 

I think so highly of the importance 
of constant communication in promo- 
ting oilheating that I am ready to 
blame the lack of it for the inroads 
that gas has been making among fuel 
oil users. We are constantly being re- 
minded how compact, clean, and mod- 
ern a gas unit is, so much so that an 
oil burner is now thought of as one 
step up from a coal burning furnace 
—and this is simply not the case. 

Recently, I watched the Barbara 
Stanwyck show on television, a show, 
as you know, sponsored by gas. One 


of the commercials on this show fur- 
nished me with a fresh new example 
of why I think the Oil Heat Associa- 
tions had better take off their kid 
gloves and start hitting back. A few 
million viewers, among them many of 
your own customers, sat glued co their 
screens and watched two immaculate- 
ly attired service engineers happily 
remove an ancient oil burner and rusty 
oil tank from a dingy cellar. You all 
know what happened after that. The 
cellar was transformed to an airy, 
spacious, gleaming playroom seconds 
after a gas unit was placed in the 
boiler. 

How many of your old and potential 
customers know about underground 
tanks? How many have seen or even 
heard about modern oilburners that are 
just as compact and modern as any 
gas unit, and far less expensive and 
dangerous? 

Some people really need new oil- 
heating equipment, some houses are 
really in need of zoning. These things 
would actually save them money, not 
help them spend it. Why can’t you sell 
more equipment and service? Three 
reasons: (1) People don’t know about 
it, or even that you sell it. (2) People 
aren't convinced that they need it. (3) 
It isn’t apparently conspicious or 
glamorous, like Barbara Stanwyck’s 
cellar. A playroom having an oilburner 
in it can be just as spacious and per- 


Table 1 


Five Percent Loss in Customers 
Each Year 


Percent of 
Total Loss Cause 
48% Moving 
18 Credit 
12 Friends contact 
12 Price cutting 
3 Bad service 
3 


Gas 
4% Various and unknown 
Table 2 
Advertising Budget 


Total Percent 
Gross for 
No.of Income Adver- 
Accounts ($1,000) ist 
5 $ 145 
280 
415 
545 
800 
1,100 
1,380 


1,600 
$2,700 


Sih 


fect as the one shown on TV. And the 
people you should start convincing of 
this are your own customers. Since 
you certainly haven't the opportunity 
to talk to them personally, you must 
do the next best thing by communi- 
cating through the right kind of ad- 
vertising. 

We can no longer depend on gim- 
micks or novelties or “special offers” to 
present ourselves in any effective light 
to our present or potential customers. 
The fact is that New England has been 
for some time a depleted market for 
new oilheating accounts. 


How much Advertising? 


Now that we've discussed at some 
length where you should advertise, let's 
decide, roughly, how much advertising 
you require. I've prepared a simplified 
table for a representative range of 
companies, based on the number of ac- 
counts served and the total yearly gross 
income. You see that the percentage 
devoted to advertising has a very nar- 
row range: roughly 114% for distribu- 
tors with 500 to 3000 accounts, and 
about 1% for those with 4000 to 10,- 
000 accounts. The figures for total 
gross income, on which my figures for 
advertising budget are based, assume 
an average income in each of the three 
sub-categories: oil deliveries, service 
accounts, and equipment sales. 

If you think of your budget in terms 
of the individual customer, remember 
that if you service his account for ten 
years, it is worth $800 gross profit to 
you in oil sales alone. Fifteen dollars 
on advertising over the same period 
is certainly worth it to hold him. 

In summary, let me re-emphasize 
what I consider some of the most im- 
portant requirements for your con- 
tinued survival and prosperity in to- 
day’s tremendously competitive heat- 
ing industry. 

Each of you must realize, first of all, 
that no matter how excellent your 
products and services, a competitor 
who can effectively promise something 
better is, in many cases, going to be 
given a trial. This applies not only to 
the highly organized gas heating cam- 
paign, but to the insistent efforts of a 
competitive fueloil distributor who is 
more efficient, or more communicative, 
than you are. 
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Reserves should be matched 
to K Factors as well as Tank Size 


by Henry D. Crane 


UTOMATIC DELIVERY systems 
among many of the larger fueloil 
distributors have for years matched 
their customer tank reserves to the K 
factors on the accounts, in addition to 
considering the tank size, but this is 
far from being universal practice. For 
the benefit of degree-day operators 
not now doing it this summary will 
be worth their study. Since the primary 
goals of automatic delivery are to as- 
sure the customer that he won't run 
out of oil and to give the Company 
the economy of largest possible drops, 
any tested and proven refinement of 
method will work both ways. 

The reserve is a factor of safety. Ic 
should be considered as “forgotten” oil 
to serve as a cushion against factors 
beyond practical control and to pro- 
vide leeway for the most expeditious 
organization of delivery work, both 
automatics and call-in orders. 

Insofar as the rate of consumption 
and the size of the customer's tank 
will permit, without penalizing the 
Company, the quantity in reserve 
should be set to provide the appraxi- 
mate minimum of three calendar days, 
considering three successive days at a 
mean temperature of, say, 20°F. 

Where the quantity in reserve can- 
not represent an approximate three 
day supply, as indicated by an ab- 
normally severe type of weather, and 
usually because the customer has extra 
large consumption and a small tank, 
the control card should carry a very 
conspicuous warning signal of some 
type, perhaps an orange-red sticker or 
clip. 

With the establishment of a definite 
and reliably accurate constant K factor 


propriety of the reserve may be quick- 
ly determined by mentally computing 
the number of degree-day equivalents 
that the actual and practical reserve 
represents, after recognizing that it is 
not always possible to withdraw the 
entire quantity of oil from a tank. 

Always bear in mind that the typical 
275 gallon tank with an audible fill 
signal is normally considered to hold 
260 gallons, but experienced drivers 
will usually permit a very few addi- 
tional gallons to enter the tank after 
the whistle stops. This table shows the 
small amounts of oil that cannot be 
withdrawn: 


Cannot 
Withdrau 
Gallons 
2.7 
10-25 
15-30 
25-50 
50-75 


Tank 
Capacit) 
275 
550 
675 
1000 
1500 


In the case of a tank known to be 
badly tilted, equipped with a short 


suction stub, or some other abnormal 


mechanical condition where the quan- 


tities of withdrawable oil are greater 
than those in the table, notation should 
be made on the control card and the 
reserve increased accordingly. 

As a practical and flexible factor of 
safety, the reserve quantities shown in 
TABLE A should be applied. They have 
been established for use in average 
and normal installations and with the 
further understanding that the K fac- 


tors are in accord with the actual rate 


TABLE 


of consumption, and further that driv- 
ers will be required to report accurate 
tank inventories after deliveries in all 
instances of less than full tank de- 
liveries . . . such as “end of load,” or 
cash sales or where customers specify 
a limited quantity. 

For tanks of 1000 gallon capacity 
or larger, an arbitrary reserve may be 
established, patterned after the fol- 
lowing table, bearing in mind that 
good operating practice would suggest 
utilizing a perfectly safe reserve that 
would give leeway for postponement 
of automatic deliveries that might fall 
due on a weekend or holiday. 


Tank 
Capactty 
in Gals. 

1000 

1500 

2000 

3000 

5000 


Usable 
Oil 
750-800 
1200-1250 
1500-1700 
2250-2500 
4000-4250 


Reserve 
200-250 
250-300 
300-500 
500-750 
750-1000 


In line with the foregoing, con- 
sideration should be given to the size 
of the truck most likely to be used for 
such deliveries. For example, a 500 
gallon reserve for a 2000 gallon tank 
would make it feasible to drop an en- 
tire truck load of 1500 gallons, etc. 

Any important or unusual change in 
the reserve for an account should be 
stated concisely on the control card, 
initialed and dated by the party re- 
sponsible. The adequacy of each re- 
serve and its bearing on the quantities 
delivered should be checked from time 
to time against actual results and 
changed if necessary to best fit an in- 
dividual case. This must not, however, 
be allowed to take the place of an 
accurate and constant K factor. 


A 


Reserves Modified by K Factors and D-D Equivalents 


Range of 275 D-D 
K Factors Tank Equivs. 
Reserve 


550 
Tank 
Reserve 


D-D 
Equivs. 


1000 
Tank 


Reserve 


D-D 
Equws. 


70-105 
96-150 
130-250 
204- ? 


150 
150 
150 
100 


150-225 
240-375 
390-750 
510- ? 


250 
250 
200 
150 


250-375 
400-625 
520-1000 
760- ? 


1.0-1.5 10 
1.6-2.5 
2.6-5.0 


the reserve becomes the most impor- 
tant item in controlling the quantity 
for delivery. Experience and practical 5.1 & Up 
good judgment should govern some 
individual cases where the reserve may 
be safely lowered to permit a larger 
delivery without jeopardy to the cus- 
tomer's supply of oil. 

In keeping with the foregoing, the 


Notice that the slower consumption rate, as indicated by a high K factor, the 
smaller reserve becomes adequate, For example, a home with a K factor of 1.0 and 
a 275 gallon tank should have a 70 gallon reserve, which will supply the burner 
for a period with 70 degree-days. At the opposite extreme, a home with a 275 tank 
but a K factor or consumption rate of 5.1 needs only a 40 gallon reserve and this 
will provide heat for 204 degree-days. For areas commonly using other sizes of 
tanks, such as Michigan's 220's or Oregon 675's, it will be fairly easy to prepare 
@ corresponding table to suit. 
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Stock room on Wheels 


Well-equipped Trucks crt down on travel Time, increase Number of service Calls 


by G. Norman Miller* 


At SERVICE departments are con- 
tinuously searching for a more 
economical and efficient way of serving 
their customers. Not only must the per- 
sonnel be well trained but the service- 
man must be equipped with the most 
modern means of communication and 
transportation to render a prompt, in- 
telligent and economical service. 

For years we had dispatched service- 
men by two-way radios installed in 
their service cars but study showed that 
too much time was charged to custom- 
ers as travel time to and from the stock 
room because of the need for a special 
part or fitting. What they needed was 
a economical stock room on wheels that 
could supply them with the most com- 
monly used parts, tools and supplies, 
without exposing the parts or tools to 
the weather as does the pickup truck 
with the utility body. 

Another factor considered was that 
the stock room on wheels should be 
accessible from the front, side and rear. 
True, panel trucks had been used for 


*Vice president in charge of heating 
equipment department, Langie Fuel Service 
Inc., Rochester, N. Y. 


sometime but usually they could be en- 
tered only from the rear and parts con- 
stantly shifted around when the truck 
was in motion—especially on a rough 
road or when going around corners. 

An analysis was made of our past 
years’ service calls by classification and 
the service department determined by 
general classification the parts, supplies 
and tools that a well equipped service 
stock room on wheels should carry. 
This was not to be an equipment in- 
stallation truck. In addition the amount 
of space required to stock each classifi- 
cation was determined and the total 
weight to be carried was known. 

The answer to our needs for trans- 
portation was finally found in the ad- 
vent of the Ford Heavy Duty Econo- 
line Van Truck, with a payload capacity 
of 1650 pounds with 65 inches of in- 
side width, 54 inches in height and 
about 7 feet of length behind the driv- 
er's seat with a floor level from front 
to back. This truck’s compact size, with 
the engine located in a comfortable 
driver's compartment up front enclosed 
by a huge one piece curved windshield, 
with 90 inches of wheelbase made it 
easy to handle in tight places. Not to 
be overlooked is its ability to deliver 


better mileage than the conventional 
truck—up to 30 miles on a gallon of 
regular gas. An additional rider's seat 
is available on the right of the driver 
which can be folded back and locked 
into place against the side of the cab 
making it easy for a serviceman to walk 
back into his truck for whatever tool 
or instrument boxes or parts he needed 
without getting out of his truck to un- 
lock either the double right hand doors 
or the double rear doors. 

Our job then was to design and build 
the necessary cabinets for our stock 
room on wheels. The inside walls were 
lined with masonite to prevent the 
heavy parts from possibly denting the 
steel siding of the trucks and the cabi- 
nets were made out of 34 inch marine 
plywood. The sliding cabinet doors 
were made of 4 inch marine plywood 
with metal tracks top and bottom to 
contain them. 

A steel cabinet with 32 plastic trays 
for small parts and supplies capable of 
being divided into 96 compartments 
was installed in front compartment in 
back of the driver. These trays are 
locked into position by the sliding door 
so that they cannot slide out when the 
truck goes around a corner. Herein are 
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stored all of the small parts, electrodes, 
porcelains electrical fittings, brass fit- 
tings and small pipe fittings. 

Nozzles are carried in special nozzle 
boxes. Exchange relays, pumps, ther- 
mostats, fan and limit controls, trans- 
formers, burner fans, pulleys, couplings, 
oil filters are stored in the upper com- 
partments locked in by the four slid- 
ing doors. The two-way radio chassis 
is anchored to the shelf under the small 
parts cabinet while the speaker is 
mounted on cabinet back of the driv- 
ers head. On lower shelves back of the 
driver are specially designed metal 
bins which hold such materials as sand, 
portland cement, asbestos shorts and 
an oil absorbent. Under that are such 
supplies as cans of spray paints, odor 
out, liquid wrench, lubricating oil, etc. 
The cabinet to the left of the driver 
holds reversible burner and fan motors 
as well as 4 special motors, humidifiers 
and accessories, retort cement, furnace 
cement, and on pegs in front are car- 
ried an assortment of “V” belts. 


Storage Plan 


To keep the larger articles such as 
vacuum cleaner, smoke pipe lengths 
and ells, packages of air filters and the 
tubes of the different sizes of copper 
tubing from shifting about in the truck 
special tension round nylon elastic 
cords with oil proof rubber centers 
were fastened to screw eyes and snaps 
which the serviceman can readily un- 
snap to remove 

Even the two five gallon Blitz cans 
filled with No. 1 fueloil, in case of an 
oil runout are locked in place by a 
specially designed steel angle iron rack 
with a locking wing nut on top. These 
racks are bolted through the floor and 
chassis of the truck but the spare tire, 
carried in right rear, can easily be re- 
moved by merely loosening the wing 
nut and removing the oil can tem- 
porarily. 

To simplify the control of the ma- 
terials, parts and tools supplied by the 
company each truck is assigned to one 
service man who lives with it from 
then on. He has the only key except 
the master office key. He is financially 
responsible for the inventory. When 
he took over his truck he checked and 
kept a copy of his perpetual inventory 
and signed a duplicate copy for the 
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company. The various compartments 
of all the trucks are numbered the 
same as well as the 32 trays in the 
steel cabinets for small parts. Each 
item on the inventory list has been 
assigned a definite shelf or tray num- 
ber and it is expected to be stored 
there at all times. 

In this way an on the spot inventory 
can be made of the trucks stock any 


time the company wishes—the service- 
man must have the stock available, a 
cutomer service billing or a stockman’s 
signed credit ticket acknowledging that 


he owes the serviceman a part which 
is temporarily out of stock in the main 
stock room. 

Although the seven new trucks have 
been on the road but a short time, it 
has been during the coldest winteriest 
weather of the heating season; the 
service mens’ reports bear out very 
favorably the trucks road ability, com- 
fort and economy. Most encouraging 
of all a 25% saving of work hours re- 
sulting in a substantial increase in the 
number of service calls made daily by 
each man. 


interior view of service truck is shown above from the side door. Everything has a 
place, and each item is kept in its place. Below is the same truck from the rear door. 





Could the oil Tank be owned 


by a central Source, and leased? 


by C. G. McMehen* 


Edit. Note: In a discussion with Mr. 
McMehen mention was made of the 
industry's need for some method of 
reducing oilheating equipment costs 
by keeping the tank out of it. He 
remarked in that connection that the 
milk industry never owns its bottles; 
they're common property through an 
exchange. As McMehen tried to draw 
a possible parallel for our industry, 
the editor asked if he wouldn’t put 
the thought on paper, and this is it. 


The oil tank is one of our major 
problems, for the following reasons: 

It is an extra cost which our utility 
competitors do not have to worry 
about. 

The size of the tank directly affects 
the economics of our delivery. 

In modern housing where the cost 
of providing finished space is running 
up to $20.00 per square foot, the space 
which the tank takes up, if it could 
be converted to living space, is very 
valuable, worth maybe $200.00 in an 
average house. This fact our utility 
competitors are playing up to a con- 
siderable extent in their promotion. 
An inside tank too conjures up in 
many people's minds a real hazard to 
their safety. 


Drop Increased 


If we combine all of these things, 
we may very well be in a position to 
justify the installation of an outside 
tank, on the premise that it will let 
us increase the size of our delivery, 
reduce the amount of delivery equip- 
ment required because we can sched- 
ule our deliveries to large tanks to 
avoid our peak times. 
most distributors 
agree that a 1,000 gallon storage tank 
located at the point of consumption 
would permit most deliveries to be 
made during the summer months, and 
should involve tremendously increased 


Not only will 


*Vice-president, general manager, Liqui- 
fuels, Led., Toronto. 


gallonages per truck unit, but in addi- 
tion, a very great saving in paper 
work and administrative detail is also 
possible in the distributor's office. 

If these savings can be translated 
into better retention of customers, for 
the individual distributor and for the 
industry as a whole, they may indeed 
be a very important factor in our fu- 
ture growth and development. 

Most consumer surveys indicate that 
one of the big objections to oil heat 
is the tank, and our utility competi- 
tors are continually playing this up. 
Everyone in the oil industry recog- 
nizes that the cost of outside storage 
tanks is a considerable penalty as com- 
pared to the installation of an inside 
tank. I think however, we should not 
lose sight of the fact that on the av- 
erage a gas distributor is prepared to 
make a capital outlay in order to get 
a meter established in the range of 
$300.00. This is justified on the basis 
it can be amortized over twenty, thirty 
or maybe even forty years, because as 
a utility they have a captive account. 

In general, dairies do not own their 
own bottles, the bottles are owned by 
an exchange, and the dairy uses bot- 
tles on some kind of a rental basis 
which is paid to the exchange. The 
cost of this is of course reflected in 
the price of milk, but it makes it 
practical for dairies to interchange 
bottles without the problem of col- 
lecting deposits on a continuing basis, 
or keeping too close a check on the 
bottle inventory problem. 

Is it possible that oil tanks could be 
owned by an exchange of this sort, 
which exchange would develop a con- 
tract with our customers for the use 
of the oil tank over a long period of 
time, on a rental basis arranging that 
the payments would be handled by 
any oil distributor of the customer's 
choice. 

This whole scheme is premised on 
the fact that the exchange would be 
able to finance the cost of the tank 
and its installation on the basis of 
the contract it would have with oil 
distributors, and the customer, which 
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agreement would be registered against 
the property. To break it the customer 
would have to settle with the “tank 
exchange.” 

One of the big problems of financ- 
ing the tank through a single distribu- 
tor and thereby tying up the oil con- 
tract for many years, is the fact that 
the houses don’t always stay in the 
original owner's names throughout the 
life of the oil tank, and the fact that 
a non-owned oil tank is registered 
against the property is considered in 
many cases to be almost like a fault 
in the title. Again it is assumed that 
an agreement against the property in 
connection with an oil tank owned by 
an exchange would not represent the 
same problem. The customer would 
still have the right of selection of most 
reputable oil distributors, who would 
become party to the exchange arrange- 
ment, so that the exchange would be 
able to project its income on a 10 or 
20 year amortization program. 

$150.00 amortized over twenty years 
works out to about $1.00 per month, 
including carrying costs, although so 
far I have not figured out how to get 
a 1,000 gallon tank installed for 
$150.00. 


Central Exchange 


The installation of the tanks could 
probably be handled by the exchange, 
because it would be making a large 
number of installations in most met- 
ropolitan areas, and could equip itself 
to do the job in the most efficient 
manner possible. 

There can also be an advantage in 
many areas where usually summer 
prices on oil are somewhat less than 
winter prices, so that perhaps the dol- 
lar a month rental can be almost jus- 
tified on this basis. 

There is no reason why the installa- 
tion of an outside oil tank to existing 
customers on a rental program such 
as described here might not be the 
basis of a long term contract for the 
individual supplier. You will note 
that the charges of $1.00 per month 
approximate pretty closely 1¢ per gal- 
lon on the average domestic size ac- 
count, and it would seem a good part 
of this cent a gallon could be justified 
on the reduced delivery and adminis- 
trative expense as outlined here. 


63 





Woonsocket, R. I. 
OILHEATING MARKET REPORT* 


HE WOONSOCKET market covers all of 

the northern part of the state, repre- 
senting about 20% of its total area. An 
east-west strip, about 15 miles north of 
Providence and 35 miles south of Boston, 
this section has been considered an “iso- 
lated” market by most of the advertisers 
having distribution in the area. Penetration 
by the Providence and Boston media is very 
light. Advertisers cover the market through 
the Woonsocket Call, a daily newspaper 
(circulation, 26,000) and a local radio 
station. 

The total population is estimated at 
100,000, currently. Future growth is ex- 
pected to be modest, at around 3% annu- 
ally. 

Manufacturing is the basic industry, and 
family income is estimated in the $5-6,000 
range. 


Home heating Characteristics 


In August 1960 there were an estimated 
30,000 homes in this market—about 3/5 
of them of the one-family variety, the bal- 
ance being multipie dwelling units. Fami- 
lies within the city limits of Woonsocket, 
itself, live mostly in multi-unit dwellings, 
counting, for this market report, any dwell- 
ing housing more than a single family as a 
“multi-unit dwelling.” Only about 20% of 
the families in Woonsocket city live in 
single-family units. Most families, however, 
in multiple dwellings, use separate heating 
systems; very few of these multiple dwell- 
ings have single centrally-installed heating 
systems serving all of the resident families. 

Most of the single-family homes are in 
the $10-14,000 valuation range; about 20% 
are in the $15-20,000 price class; the rest 
in the over-$25,000 class. Practically all 
new homes (90%) are being built in the 
lowest-cost category. 

The local gas utility claims to serve a 
total of 14,000 heating customers, of which 
5,500, or nearly 40%, are in this market 
area. Estimates for the heating fuels and 
type of heating system in use in the 30,000 
homes in the market break down shown. 


Central 

Fuel Heating 
Oil 17,000 7,000 24,000 
Gas 1,500 4,000 5,500 
Coal 100 400 500 


30,0006 


Non-Central 


Heating Total 





Total 18,600 11,400 

Another 500 domestic-type oilburners, 
utilizing No. 2 fueloil, are in use, bringing 
the total of centrally-installed oilburning 
equipment to 17,500. 


Competitive Fuels and Costs 


Natural gas service is supplied here by 
the Blackstone Valley Gas & Electric Com- 
pany. The fuel is of 1,030 Bru per cf. con- 
tent, and was introduced in 1955. The low 
est step in the graduated rate basis for nat- 
ural gas for home heating is 13\4¢ per 
ccf, applicable after 38 therms (3800 cf.) 
of use. Since cooking and water heating, 
if used, account for only about 20 therms 
of gas consumption per month, some of the 
higher rate-step gas would also be used for 


*Copyright, National Fueloil Council, 
424 Madison Avenue, New York 17, N. Y. 
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initial househeating requirements, at 21¢ 
and 15¢ per ccf. This makes gas a costly 
fuel for househeating, at 13.5¢ per therm, 
minimum, and, likely, closer to 14¢ or 
more in actual usage 

This compares with No. 2 fueloil selling, 
at the end of the 1959-60 heating season, 
at 13.8¢ per gallon, or at under 10¢ per 
therm. Thus, natural gas costs around 30% 
more than oil heat 

Anthracite or bituminous coal costs $30 
per ton in the hand-firing sizes, $25.10 per 
ton for stoker-firing. This is the equivalent 
of about 11¢ per therm for the hand-firing, 
10¢ for the stoker sizes. 


Fueloil Distribution 


A market volume of 50 million gallons 
of No. 2 fueloil represents the estimate of 
the local oil dealers. This figure seems high, 
and is hardly substantiated by the figures for 
cilburning equipment installations. Yet this 
gallonage is agreed upon so firmly by all 
of the experienced fueloil marketers cf the 
area that we believe their estimate should 
be accepted for the total of residential and 
commercial No. 2 fueloil volume. An esti- 
mate of 8 million gallons of No. 1 or kero 
sene is equally supported by the local mar- 
keters’ opinion 

Primary suppliers, or major refining com- 
panies, furnish about 80% of the total 
wholesale volume, independent suppliers, 
the balance. The independent fueloil mar- 
keters do all of the retail or tank wagon 
business in the area. A fair amount of this 
business, however, is taken by “foreign,” or 
out-of-town dealers who out-bid the local 
distributors—especially for some large-vol- 
ume accounts 


Other marketing Characteristics 


The pattern of oilheat marketing is 
strongly centered around the independent 
heating oil dealer in this area. The typical 
marketers here is an enlightened operator, 
following progressive management and dis- 
tribution practices. A count of all known 
dealers in the area lists 46 companies, op- 
erating a total of about 65 delivery trucks 
—or an average of approximately 1.5 trucks 
per dealer. So, the typical dealer firm is 
small, with the largest running 3 or 4 
vehicles. The following estimates reveal 
various facets of the conditions and dis- 
tributive operations of the local industry 
Total otlheating installations in 
market made b) 

a. Fueloil companies 90% 
b. Others (heating dealers, 
non-fueloil ) 10% 
Fueloil companies also marketing 
gasoline (at retail ) 10% 
Fueloil companies also selling coal 7% 
Fueloil companies selling 
oilheating equipment 90% 
Market’s oilburners serviced by 
fueloil companies 98% 
Market’s oilburners serviced by 
non-fueloil companies 2% 
Customers on automatic 
delivery service 
Customers tanks with 
Ventalarm signal 
Customers paying by budget plan 
Customers on oilburner 
service plan 2% 
Customers receiving annual 


oilburner checkup 100% 


Promotion and Organization 


There has been little promotion by in- 
dividual oil dealers in this market, and the 
amount spent in such directions has been 
insignificant. Since the introduction of nat- 
ural gas in 1955, the utility has conducted 
an aggressive promotional campaign for the 
home heating market. In addition to adver- 
tising costs paid directly to local builders, 
about $12,000 will be spent in gas heat 
advertising this year. 

The fueloil dealers organized for joint 
industry promotion early in 1960, began 
their newspaper, radio and billboard adver- 
tising in March. Thirty-one dealers pres- 
ently are members of the “Better Home 
Heat Council of Northern Rhode Island, 
Inc.” Contributicns are based upon a rate 
cf $300 per million gallons of retail vol- 
ume. 

While the program conducted is coor- 
dinated with the efforts of the Boston and 
the Providence campaigns, because of the 
influence of local media, the local Council 
believes that its promotional dollars should 
be spent, primarily, directly in the local 
market area. The group has retained the 
services, on a part-time basis, of Eugene A. 
Mailloux, as secretary-treasurer. Regularly 
employed as sales manager by the local 
radio station, WNRI, Mr. Mailloux has 
been able to assist the industry group to an 
effective start in promoting oilheat. 
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Shell Foundation sets up 
Aid to Education Program 


A NEW PROGRAM designed to help im- 
prove the quality of science and mathe- 
matics teaching in high schools and 
elementary schools was announced by 
Shell Companies Foundation, Inc., New 
York, to begin in the fall of 1961. 

The Foundation has established a 
program of Shell Merit Residencies for 
teachers at Stanford and Cornell. Three 
teachers will devote a minimum of 12 
months to special graduate-level study 
and leadership experiences at each in- 
stitution. 

Selection of the six teachers will be 
made by the two universities. Each resi- 
dent will receive from $6,000 to $4,- 
600 to cover living expenses. The 
foundation will also pay tuition and 
fees and, in addition, will make a grant 
to each of the universities. 


Texas Association names 
Boyer new President 


THE MECHANICAL Contractors Asso- 
ciation of Texas wound up a three-day 
convention in Houston, Tex., in mid- 
January with the election of J. M. 
Boyer, Austin, as president of the asso- 
ciation, succeeding Ben Beaird, Hous- 
ton. Jay James, Austin, was named ex- 
ecutive secretary of the group for 1961. 
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WHEN AND WHY 


Does a Boiler 
need a draft Inducer? 


There are several Factors involved ; 
an almost adequate Stack is not enough 


by H. A. Reynolds* 


Draft inducers are clearly needed for 
tub-stack installations. It is not so 
well-known that they may also be 
needed with even slightly-low chim- 
neys, or when a tall chimney is too 
large or too small in diameter, or when 
breechings aren’t right. Even small 
lraft changes drastically impair burner 


perjormance 


8 bes USE OF DRAFT INDUCERS with 

heating boilers is well established, 
and there is no question about their 
ise when it is decided not to depend 
on natural draft. But it is sometimes 
difficult to understand the need for 
draft inducers when an installation in- 


cludes a chimney that appears to be 


Wing 


*Technical representative, L. J. 
Mfg. Co., Linden, N 


almost good enough for natural draft. 

It is easy to see that a 20-ft. stack 
won't do if the boiler manufacturer 
recommends 60 ft. It is not so easy to 
realize just how inadequate a 50-ft. 
stack would be for such a boiler, or 
what the adverse effects of excessive 
stack area, long breechings, and similar 
factors other than stack height, can be. 

In determining whether or not a 
given installation requires a draft in- 
ducer, the basic functions of draft 
should be considered. The draft, of 
course, causes the hot gases to travel 
through the boiler, transferring heat to 
the water, and removes the spent gases 
from the unit. But that isn’t all. Draft 
also performs a vital function in per- 
formance of the oilburner. 

On rotary burners, about one-third 
of the air needed for combustion is fed 
into the flame by the burner fan. The 


This is a typical Wing draft inducer installation for a large factory. 
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for | COMMERCIAL & 
High | INDUSTRIAL 
Pressure oilburning 

Oil Burner 

Service 


remaining two-thirds is drawn into the 
flame through the secondary air door. 
The only force causing this air flow is 
the negative draft in the combustion 
chamber. Most doors are designed for 
a draft of .10 in. in the chamber. If 
there is less, air flow will be reduced. 
Flow varies as the square of the draft. 
A deficiency in the chamber of only 
.04 in., for example, means that slight- 
ly less than 78% of the required air 
will flow through the secondary air 


door. This is a loss sufficient to cause 
a major change in burner performance. VU LOAN 


On gun-type burners, all combustion 


air is normally fed through the burner PREH EATERS 

air fan. This fan is usually designed to 

° air fan y 2g 

Cea nw etter the went. liver proper results when 02 
ing pressure range to 300 
psig with the same outstand- 
ing performance features ex- 
pected from Kraissl products 
developed through 30 years’ 


experience. , = tafe d 
Important design features . . . t can thus be seen that draft de- 
1. Ports in end plate provide easy ficiencies of as little as .01 to .04 in. 
access to pump interior and 
parts replacement without pip- ; The new PLH series of Vulcan 
ing disassembly. ture being fed to the flame. Just a Immersion Heating Elements are 
2. rhs vane lh ato gamma small change in stack height can pro- especially designed for heavy fuel 
3. Flange mounting on end plates duce these small, but important, oil burner installations. They may 
ge 9 P Pe ; : 
— "at of md api — changes in draft. Undesirable condi- be used either as a return line 
mounting into machine or drive. ee Tt E f ; heater or for installation in series 
4. Integrated Rotor and shaft tions of this nature can be corrected with Steam Heat Exchanger to 
provides strong assembly with , . 
no weakening due to internal provide standby service. 
keys or pins. A stack can be of the recommended Vulcan Immersion Elements 
5. cael caamiiie inn neaner height and still may not produce ade- incorporate a built-in thermostat 
working clearances. quate draft, if its cross-sectional area is with control knob and dial on out- 
6. Grooves vented to pump suction side of junction box. Thermostat 
eliminate gaskets and insure ; may be set below normal tempera- 
face and end plate sealing. first seem to guarantee more draft, but ture of oil provided by steam heater 
7. —— Se eee it doesn’t. The difficulty is that the hot so that Vulcan heater will cut in 
tion. Provision is made for re- vases tend to rise up the center of the when temperature is not main- 
1 of lubricant ° P tained by steam heate h 
newel of lubricant. stack. leaving a lave ‘wel etao- am heater or when no 
SE 0 sped sp act ne stack, leaving a layer of relatively stag steam is available. 2” or’ 214” NPT 
bearings from abrasive liquids. nant, cool Zases at the walls. Thus the screw bushings make them readily 
%. a idler increases pump chimney does not heat sufficiently to adaptable to existing piping 
10. Interchangeable return seal produce the degree of draft that would systems, 
Sa ae Page Seam be expected for its height. With ex- Write for Fuel Oil Catalog VO-700. 
chance of shaft leakage while cessive area, chimneys 10 to 20 ft. 
also providing simple change of se rec , ¢ 
eielien ete aoe higher than those recommended by the VY U | A N 
Write for Bulletin A-1847. Other boiler manufacturer may nevertheless 


7 fuel oil products include. . . 


and Duplex Strainers © develop inadequate draft. 
ui oi a) 

TT] a umpe © Gompromers If the stack area is less than that Joriciility in FTcteat /feaiticg 

SU ee KRAISSL CO. in recommended by the boiler manufac- a ELECTRIC COMPANY, Danvers, Mass. 


draft exists in the chamber. If the draft 
is less than this, the burner fan delivers 
less air and combustion is inefficient. 


Draft Defects 


will cause serious changes in the mix- 


with a draft inducer. 


not correct. Excessive area might at 




















295 Williams Ave., Hackensack, N. J. | ret, friction losses produce marked 
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Sequence 
signaling 
makes 
servicing 
easier 


Used on commercial-industrial burners, the 
Honeywell R478 Programming Relay assures 
years of safe, dependable operation. New 
signal lights indicate sequencing and continuity 
checks for easier servicing. 


Honeywell’s R478 


PROGRAMMING RELAY 





Satisfy every flame safeguard need with a quality Honeywell control or system 


: Fo 


i 
C7012 RA890 V4034 L404 M931 v4021 C645 v4004 
Ultra-Vision* Protectorelay* Fluid Power Pressuretrol* Modutrol* Motor Oil Vaive Pressure Switch Diaphragm 
Flame Detector Gas Valve Gas Valve 





For details, write Minneapolis-Honeywell, Dept. FH-3-44, Minneapolis 8, Minn. 


HONEYWELL INTERNATIONAL 3 
Sales and Service offices in all principal cities of the world. Fiat iw Control 
Manufacturing in the United States, United Kingdom, 


Canada, Netherlands, Germany, France, Japan. 


} 

eloil 
+ apg 
otlhear, 


Since 18656 





COMMERCIAL & 
INDUSTRIAL 
oilburning 


reductions in combustion chamber 
draft. For example, consider a boiler 
firing 50 gph and served by a 24-in. 
diameter stack instead of the recom- 
mended 30-in. diam. stack. This 6-in. 
difference would cause .02 to .03 in. 
less draft in the combustion chamber 
if the stack had the specified height. 

For problems of inadequate height 
or excessive chimney area, a draft in- 
ducer provides the solution. For prob- 
lems of inadequate chimney area the 
draft inducer can also provide the an- 
swer, within reason. If the area is un- 
reasonably small, even a draft inducer 
can't help. 

Even if a stack is properly sized, 
problems may arise in connection with 
horizontal flue travel from boiler to 
stack. The boiler manufacturer nor- 
mally assumes a stack reasonably close 
to the boiler—within 5 to 10 ft. for 
small boilers and 10 to 15 ft. for large 
units. While hot flue gases love to rise, 


. . . « Draft Inducers 


they travel horizontally with great re- 
luctance. Instead of flowing uniformly 
through horizontal breechings, they 
tend to crowd the upper part of the 
passage. This causes severe interference 
with flow, if the passage is of any 
great length. By providing mechanical 
means for inducing flow, the draft in- 
ducer can solve the problem of ex- 
tended lengths of horizontal flue travel. 

If it is necessary for the horizontal 
breechings to pitch downward or drop 
vertically, natural draft operation is 
practically impossible. Such conditions 
can be successfully handled on the suc- 
tion side of a draft inducer, however. 
Often this has eliminated costly changes 
in the structure of existing buildings 
and chimneys, when new and larger 
boilers were being installed. 

If two or more boilers are connected 
to a common flue served by a single 
stack, there can be an unsatisfactory 
condition when only one boiler is op- 
erating. An old rule-of-thumb dictated 
that for two boilers the chimney should 
be 1.5 times the area of a one-boiler 
chimney, and that 10 ft. should be 
added to the height. This worked well 


for hand-fired coal boilers. But with 
oilburners it leads to trouble from ex- 
cess chimney area when only one boiler 
is operating. Here again, a draft in- 
ducer provides the answer. There can 
be a separate inducer for each boiler, 
or a single inducer of proper size can 
serve two, three, or more boilers. 

Proper draft, obtained with a draft 
inducer permits adjustment of the oil- 
burner for maximum efficiency, rather 
than the wasteful rich adjustment 
necessary for poor-draft starts. It per- 
mits operation of the burner at a firing 
rate commensurate with the size of the 
boiler and size of the combustion 
chamber. It eliminates the need to re- 
duce the firing rate to cope with in- 
adequate draft, a practice that results 
in dirty operation and sooting. Sooty, 
smoky fires lead to many troubles, in- 
cluding excessive fuel and cleaning ex- 
pense, and emergency service calls. 
Finally, the clean, efficient fire obtained 
with the help of a draft inducer makes 
possible a clean boiler room and pro- 
vides an incentive towards proper 
maintenance and adjustment of the en- 
tire installation. 








SAFETY AIRFLOW 


AND 


PRESSURE SWITCHES 


- SALESMANSHIP - 


Here's an actual training course in sell- 
ing based on tested sales principles and 
techniques. 


“D” Scries Switch shuts 
off fuel if drop in fluid 
or gas pressure occurs, 


>> 
ee D4 
“114” Series Switch 
shuts off fuel if blower fails. 


The 
“SELLING MAN" 


This is specialty salesmanship with em- 
phasis on burner selling. A valuable book 
for your sales staff. Blue cloth binding, 


6 x 9 inches, 260 pages. The price only 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and literature. 


$4.00, plus 25c to cover cost of handling 
and postage. 


FREE CIRCULAR — 


Dewey Gas Furnace Co. 
102 E. Baltimore ¢ Detroit 2, Michigan 


PROTECTION FOR: Oi! Burners—Industrial 


Ovens and Boilers—Power Gas Burners 


Please send your remittance with order to: 


fueloil & oil heat 


2 West 45th St. 
New York 36, N. Y. 
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NEW 


PeTeQ Pac 


PACKAGE 
GENERATOR 


steam or hot water 


Answers 7 key questions customers ask 


1. How can! get away from a chimney or stack? 
Forced draft, sealed combustion PetroPac design re- 
quires only an exhaust vent. No chimney draft needed. 


2. Do | need a high ceiling boiler room or a 
floor pit? No base needed by PetroPac. Boiler base 
reduced from as much as 30 inches to only 3 inches. 


3. Can | be assured of maximum fuel economy? 
The two main causes of fuel waste—inefficient com- 
bustion and standby loss—are eliminated by PetroPac. 
First, new burner and boiler design operates with 
exceptional efficiency. Second, standby loss is almost 
nil because there are no refractory sidewalls to dis- 
sipate stored heat during “off” periods and sealed 
furnace stops cold air infiltration. 


4. Will someone take complete responsibility? 
PetroPac is a complete package—one unit, one re- 
sponsibility. No separate contracts. 


5. How can | reduce maintenance? PetroPac 
has a full water-wall furnace. Troublesome mainte- 
nance of buckling, spalling refractory sidewalls 
eliminated. Total combustion in large furnace elimi- 
nates soot deposits in tubes. 


6. Can | eliminate errors and expense of on-site 
assembly? PetroPac generator is factory assembled 
and tested ready for service connections. 


7. What fuel is required? Gas or oil, or gas-oil 


combination with instant changeover. 


For additional information—descriptive literature and specifications 
and dealer opportunities, please mail coupon 


PETRO, 3319 W. 106th St., Cleveland 11, Ohio 


i T. M. REG. U. S. PAT. i 


Makers of quality heating and power 
equipment since 1903 


Sha 


Firm___ 


(In Canada, 80 Ward Street, Toronto) 
Please send me li », specifi 
and hot water generator. 





and dealer opportunities on dependable PetroPac steam 




















ave on your Fuel Oil and 
LP-Gas delivery costs with 


‘6l FORD TRUCKS 


NEW 262-CU. IN."BIG SIX" FOR GREATER 
TWO-TON PERFORMANCE AND ECONOMY 


America’s savingest two-ton petroleum delivery 
trucks now offer a big 262-cu. in. Six with the power 
of big displacement, the gas economy of 6-cylinder 
design, plus the durability of heavy-duty construc- 
tion. This engine features a sturdy stress-relieved 
head and block, strong forged steel crankshaft, 
long-lasting, stellite-faced intake and exhaust valves 
and durable, pyramid-type connecting rods. Ford’s 
proven 292 V-8 and 292 Heavy Duty V-8—the V-8’s 
with “‘six-like’’ economy -—-are also available for your 
special power requirements. 


And you save with other new durability features 
like the more rugged frame, stronger radiator with 
new lock-seam construction, improved cab and 


chassis electrical wiring, plus longer, easier-riding 
and more durable rear springs. In certified tests by 
leading independent automotive experts the Ford 
F-600’s improved rear brakes showed an increase of 
39% in brake lining life. 


You save more . . . because you can carry more 
every trip! Functional chassis construction pro- 
vides maximum strength with minimum weight for 
top payloads. Ford’s tilt-cab design distributes 
more weight to the set-back front axle to increase 
payloads by as much as 1,000 pounds. And parallel 
ladder-type frame with 34-inch width—standard on 
all Ford models—allows you to install special tank 
bodies easily and at less cost. 





SAVE UP TO $250 ON 
FRONT TIRES 
In certified tests of 2-ton trucks, Ford 
front tires lasted over twice as long! In 
40,000 miles, this saving can add up to 
$250... more as mileage goes up! Ford’s 
sturdy I-Beam axle and leaf-spring 
suspension also cut maintenance costs. 


SAVE WITH POSITIVE 
CRANKCASE VENTILATION 
Ford’s Positive Crankcase Ventilation 
system cuts engine corrosion and oil 
contamination for greater engine dura- 
bility and extended oil life. It’s stand- 
ard on the new 262-cu. in. “Big Six.” 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 


B) 


SAVE WITH 39% LONGER 

BRAKE LINING LIFE 
The Ford F-600’s improved rear brakes 
have a more positive retracting spring 
that completely disengages linings from 
drums for longer brake lining life. 
In certified tests rear brake linings 
lasted 39% longer. 


SAVE WITH PRINTED 
ELECTRICAL CIRCUITS 
Ford’s long-lived printed wiring circuit 
is standard on all Tilt Cab models. This 
system eliminates the “under dash” 
tangle of wires, minimizes shorts and 
provides for easy repair. 


FORD DIVISION. Srd/Molor Company. 


Mucloil , 
oilheat, 


SAVE WITH HEAVY-DUTY 
11%-INCH CLUTCH 

A big HD 11-inch clutch is now 
available with Ford’s 292 and 292 HD 
V-8’s for increased durability. Its large 
140.8-square inch lining area dissipates 
heat faster for longer clutch life and 
greater dependability. 


SAVE WITH TILT CAB 
ACCESSIBILITY 
Ford C-Series cabs are quick and easy 
to tilt forward to expose the engine for 
inspection and service. With such com- 
plete engine accessibility — maintenance 
cost and downtime can be cut. 





TJERNLUND “Auto-Dratt” 
Inducer 


Solves 


Your 
Problem 


Draft Jobs! 


CHANCES ARE, you're calling back coo ' Koven brings out anniversary Model 


often on certain jobs where insufficient of Heatmaker packaged Boiler 
and unstable draft is causing smoke, noisy starts, and 


, ent sooting. You'll completely eliminate these un- 4 SQUARE JACKETED Heatmaster boiler has been intro- 
necessary service calls, and make additional profits, when duced by L. O. Koven & Brother, Inc. The unit, which 
you Guarantee Draft with "Auto-Draft”. comes in two models, marks the firm's 

80th anniversary. Boiler has ten ver- 





NEW PRODUCTS 





tical firetubes for efficient operation 
even with small undersized chimneys. 

Boiler can be cleaned without dis- 
connecting pipes or draining the sys- 


e tem. The burner is located and 
imp & Cut rectangular slot in existing 


cnabasion mounted to make it easily removable 





for maintenance purposes. 
Made by: L. O. Koven & Bros., Inc., 


as A | {= Richboynton Rd., Dover, N. J. 


; Cam-Stat Thermostats are available 
A-B-C with or without adjustable Heaters 


ROOM THERMOSTATS featuring a round, clear lucite dial 
Inducer 


projecting 4g” for temperature settings, are available with 


to tea w or without an adjust- 


Band on Tyernlund “‘Auto-Draft’’ 





able heater,and posi- 


tive off position. Two 


| ad . models, Golden 
nsta * ‘Gl Beauty and Silver 





Splendor, have mul- 


Wire to existing controls and 


tiple contacts de- 
local codes. P 


signed for continu- 
ous self-cleaning ac- 


Only TIJERNLUND has all these Features: tion. 


The units are available for millivolt service. Units will 
© Meovy Oty construction. © Venturi-type operation. be offered soon in combination heating and cooling models. 
@ Nationally known motor. @ Doesn't rob furnace room Made by: Cam-Stat Co., Los Angeles, Calif. 


@ Light weight. of combustion air. 
@ Quiet Operation. @ Uses minimum smoke pipe Gates adds reuseable hose Coupling 
@ Built for years of service. length for mounting. incorporating Ease of Installation 


A REUSABLE roll pin hose coupling designed for petroleum 
hose needs only a vise to be attached. Serrations on the stem 


TJERNLUND MFG. CO provide strong holding power, according to the manufac- 
s 8 


turer. 
2140 Kasota Ave., St. Paul 8, Minn. Made by: Gates Rubber Co., Denver, Colorado. 


At your Jobber, or Write: 
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NEW LOonGER, TROUBLE-FREE OPERATION 
NEW EASE OF CLEANING AND MAINTENANCE 
NEW sMALLER, MORE CONVENIENT SIZE 


NEW@>OILIFTER 


OIL PUMP FOR OIL BURNING EQUIPMENT 


MODEL NO. 2521 
This completely new CC Oilifter combines out- 
standing new performance features with a new 
low price. Ideal for both vaporizing and rotary 
type oil burners; conversion oil burners; space 
heaters; ranges and water heaters. Contact 
your wholesaler or write c/o the address below. 


check these NEW features 


EXTRA QUIET electric motor operates continuously. 
22-watt rating. No arcing, so absolutely no radio 
or TV interference. Capacity: % gal. per hour at 
20 ft. lift. 


NYLON GEARS AND OVER-TRAVEL MECHANISM 
give long life, smooth operation. 


SELF-LUBRICATING — All moving parts — except 
the 2 valves — operate in a special lubricating oil 
which never has to be changed and must be checked 
only once a year. 


LONG-LASTING DIAPHRAGM is made of Buna ‘‘N” 
— a nylon base fabric with Buna ‘‘N"’ impregnation 
— assures many seasons of trouble-free operation. 


4 
ill 


: 


1a 


7 Nell 


Ll: 


STRAINER 
ONCE-A-YEAR SERV- 


ICING can easily be 

done by the owner 

himself. Lubricating 

P —— oil comes ina special 

FUEL O88 CC spout-can. To fill, 
: simply unscrew cap at 


EASY TO CLEAN — Besides top and fill to the 
once-a-yeor lubrication, the only level of the plug hole 
servicing necessary is cleaning Ps: 

the valves and the strainer. ; on front. 

Valves can be removed and e 

cleaned by removing one screw 

os shown. Valves are identical 

so they cannot be mixed up. 

Strainer is removed simply by 

unscrewing o cop. 


LUBRICATING 





CONTROLS COMPANY a OF AMERICA 
HEATING AND AIR CONDITIONING DIVISION 
2458 N. 32nd Street, Milwaukee 10, Wisconsin * Cooksville, Ontario * Zug, Switzerland 

















year ’round combination 
HEATING and COOLING 






for replacements... . 


Sele 





for remodelling .... 








for projects .... 


WRITE.... 


for information 
and name of 
nearest distributor 














THE JOHNSON FURNACE COMPANY 


REE CLEVELAND 


OHIO 


74 


. « « « New Products 
Sid Harvey’s air pattern Tester 
determines Nozzle and spray Angle 
AN OIL BURNER air pattern test kit for determining the 
correct nozzle type and spray angle, consists of an air pat- 
tern indicator, pre- 
treated cheese- 
cloth and concen- 
trated ammonia. 
Ammonia fumes 
are passed through 
burner air stream to 
show the burner air 
pattern on pre- 





treated cheesecloth 
stretched over the indicator. Proper type and spray angle 
»f nozzle can be determined from form of this pattern. 


Made by: Sid Harvey, Inc., Valley Stream, N. Y. 


Wheaton barge Unloader 

operated by one Man 

A BARGE UNLOADER for one man operation features tubes 

with 43-foot reaches and a flexible assembly for connections 

to the barge manifold. The Wheaton 6”-8” rigid barge 

unloading assembly has horizontal and vertical baseswing 

joints, made of high-pressure flame-hardened steel with dual 

ball bearing raceways and enlarged packing chamber. 
Made by: Wheaton Brass Works, Springfield Rd., Union, 

IN; Fe 


You Know 


You’re Right 
wits Instant-Gio 


= Don't Gamble with Less than a Product = 
with Years of Proven Performance 


No combustion chamber com- 
peres with INSTANT-GLO — 


The chamber glows cherry-red in 
5 seconds from burner starting and 
gives all ‘round: 


*% TOP PERFORMANCE 
Cannot lose shape or fall in. 
INSTANT-GLO's_ thick insulating 
brick wall gives maximum sound 
absorption. It's rugged . . . out- 
lasts combustion chambers of in- 
ferior materials. 


%* EASY TO INSTALL 


Cuts, handles, assemblies easily. 
Rigid when installed. 





DO THE JOB RIGHT 
WITH INSTANT-GLO . 


Short cuts ore 


% EASY TO CLEAN 
Rugged INSTANT-GLO __ resists 
vacuum cleaner suction. No vulner- : 
able parts of heater to burner ex- ont ter te He 
posed. customer nor do they 


On replacement jobs the old do justice to the 


chamber should be removed to 
make sure no air leaks exist. 


reputation ot 
oil heating 
Write for complete details 


BOSTON MACHINE 
WoORKS COMPANY 









Oil Heating Supplies Div. 
7-17 WILLOW STREET 
LYNN, MASSACHUSETTS 
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Keeping customers supplied with fuel oil demands trucks that are dependable 
under all conditions. Icy streets and hub-deep snow, for example, hold no fear for 


Tae 


Be 


or atateall 





al 
OGDEN Old 

BUR . we — aE © 
WER WORGLi 

~*~ fR me _—™ 
ef 


edie ae 


Sg ale 


Macks like this 4,000-galion tanker. Equipped with the exclusive Balanced Bogie 
four-wheel-drive rear axle with PowerDivider interaxle differential, these Macks 
maintain sure traction in the slipperiest going. 


“Never a customer without oil” 


That’s the policy of Ogden Oil Company, Chicago, 
and to help keep its promise, Ogden operates de- 
pendable Mack trucks. 

Since customer requirements increase as the weath- 
er worsens, Ogden’s Macks often run ’round the 
clock, delivering their urgently needed cargoes. Long 
experience has proved to Ogden that Macks stand up 
best to these punishing duties and always come back 
for more. 

3ecause their Mack tank fleet maintains strict 
on-time schedules with minimum downtime regard- 
less of weather or road conditions, Ogden finds Macks 
pay their own way several times over... are far 
more economical for retail fuel delivery than trucks 
which are offered at lower initial price. 

Long trouble-free life and unmatched operating 
economy are built into every Mack truck—thanks to 
Balanced Design, Mack’s practice of building more 


of its vital truck components than any other heavy- 
duty truck maker. By controlling component manu- 
facture, Mack adds years of useful, profitable mileage 
life. Moreover, Mack can thus assume Undivided 
Responsibility . . . a benefit which buyers of “assem- 
bled” trucks cannot count on. 

Why not see your Mack branch or distributor for 
the Mack model made expressly for your heavy-duty 
hauling requirements. You'll always be glad you did. 
Mack Trucks, Inc., Plainfield, New Jersey. Mack 
Trucks of Canada, Ltd., Toronto, Ontario. on 


FIRST NAME FOR 


TRUCKS 
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Ray Burner offers 3-pass packaged 
Boiler rated from 30 to 300 hp 
A 3-PASS packaged boiler with capacities from 30 to 300 
horsepower is available to fire gas, all grades of fueloil or 
combination gas-oil. 
Unit features Visco- 
matic controlled air 
atomized firing with 
viscosity valve con- 
trol system and dual 
pump and reservoir. 
Enclosed control 
cabinet contains 
complete pre-wired 
operating and programming type flame safeguard controls 
and circuit breakers. 
Made by: Ray Oil Burner Co., 1301 San Jose Ave., San 
Francisco 12, Calif. 


General Electric two-way Pacer Radio 

has a transistorized power Supply 

ae r ry A LINE OF TWO-WAY 
RADIOS in 15 watt 
units, is available un- 
der the name “Gen- 
eral Electric Pacer.” 
Designed for opera- 


tion in low band (27-50 mc.) and high band (150-174 
mc.), the units have VHF-FM audio. The Pacer has 15 tubes 
and 2 transistors. Battery drain is 4.2 amperes. 

The control section contains a transistorized power sup- 
ply adaptable to 12-volt negative or positive ground elec- 
trical systems. Unit is 44%4” high, 734” wide and 1214” 
long, a total of 412 cu. in. Made of aluminum, it weighs 
10 Ibs. 

Made by: General Electric, Communication Products 
Dept., Lynchburg, Va. 


Factory-assembled oil fired Lo-Boy 
introduced by American-Standard 
A COMPACT, Lo-Boy furnace is factory assembled by 
American-Standard for easy installation. The unit comes 
in four models rated at 84,- 
000, 95,000, 112,000 and 
140,000 Bru. A new sectional 
heat exchanger features low 
draft and makes the small 
size of the unit possible. 

The primary control is 
located in the burner and 
along with the fan- and limit- 
control is factory installed, 
wired and tested. 

Made by: Air Conditioning Division, American-Standard, 
40 W. 40th St., New York 18, N. Y. 





INSTALLATION NO. 1 
Inserted directly in chimney 
with special fittings in 

attic space or outside 
where motor and blower 
are accessible. Single or 
two-speed motor available. 


ed 


NOW vou can SOLveE 
FIREPLACE PROBLEMS 


WITH DEPENDABLE 


Ouickdraft 


POWER-DRAFT INDUCERS 


Access 
Doors 


Patents 
U8. 
2,722,372 
2,856,874 
British 
802,920 


Canadian 
693,817 
Other 
patents 
pending 








@ INSTALLATION NO. 2 


On top of round, 
square or rectangu- 
lar chimney in 
aluminized steel 
housing. Can 
used for fireplaces 
but usually installed 
for furnaces, boilers 
and incinerators. 


= 


Quickdraft power-draft units nrake fires burn 
brighter. Furnaces, boilers, hot water heaters 
and incinerators operate with higher effi- 
ciency. Perfect draft control ensures more 
efficient combustion and complete removal 
of smoke, poisonous fumes and dust. MAIN- 
TENANCE IS MINIMIZED BECAUSE 
THERE ARE NO MOVING PARTS IN 
EXHAUST LINE. Domestic and industrial 
units are available in 4, 5, 6, 7, 8, 9, 10, 12, 14, 
16, 18, 20, 22, 24 and 30-inch sizes. 


WRITE FOR DESCRIPTIVE LITERATURE TODAY 


Check these 
advantages ! 


J Stops pulsating and chattering 
J Increases heating efficiency and output 


/ One unit handles furnace or boiler, 
incinerator and hot water heater on 
single chimney 


Keeps furnaces, boilers and chimneys 
free of soot 


Stops blow-back of poisonous fumes 
Ideal for homes with outside chimneys 


Fireplace units with special fittings for 
direct installation into chimneys with 
single or two-speed motors available 


Quickdraf? | °.° ® 


CORPORATION 
March 
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This “SU” is used to furnish 
supplemental heat to a ware- 
house and shipping room area 
at Avon Products Inc., Morton 
Grove, Ill. 


Type “SU” Heat Exchanger used to heat 
convectors for faculty rooms, Loyola 
Academy, Chicago 


4 


“SU” installed to heat swimming pool 
shower water, Loyola Academy 


eloil 


FOR 
ECONOMICALLY 
HEATING 
WATER 
WITH STEAM 


"$U” 
TYPE 


HEAT 
EXCHANGER 


BeG Type “SU”’ Instantaneous Heat 
Exchangers are designed to heat water 
or other liquids with steam and can be 
connected to any steam boiler or system. 


An “SU” provides an efficient low 
cost method of heating water for apart- 
ment buildings, hotels, hospitals, 
schools, industrial and processing 
plants. Comparatively small units pro- 
duce large volumes of hot water—no 
storage tank needed. 


In buildings where steam is required 
for process use, the advantages of a 
forced hot water system can be obtained 
by installing an “SU” Heat Exchanger 
instead of an extra boiler. These heat- 
ers also have many applications in ver- 
tically zoning large hot water heating 
installations to avoid high static heads. 

With each B&G “SU” Exchanger, a 
Manufacturer’s Data report for Unfired 
Pressure Vessels, Form No. U-1 as re- 
quired by the A.S.M.E. Code rules, is 
furnished. This form is signed by a 
7 inspector, holding a National 

oard Commission, certifying that 
construction conforms to the latest 
A.S.M.E Code for unfired pressure 
vessels. The A.S.M.E. “‘U”’ symbol is 
stamped on each exchanger. 


For complete information 
send for “SU” Catalogs 
No. SC-159 and SI-159. 





Hydro va/ves 


Inspection 


REPLACEMENT f=. 
PARTS 


LONG-LASTING, 
TROUBLE-FREE 
PERFORMANCE! 


FUEL 
UNIT 
PARTS 


CONTROL 
PARTS 


Sor CIRCULATOR 
PARTS 





_ STRAINERS 


SHAFT 
by 7:7) 


GASKETS & 
gs /GNITION 
<= TERMINALS 


Hydra valve: 


1319 Utica Avenue, Brooklyn 3, N. Y./ NAvarre 9-1234 


Delco ‘365 Conditionair’ Systems 

designed for Heating and Cooling 

DELCO ENGINEERS have designed the “365 Conditionair” 
systems to permit simultaneous installation of heating and 
cooling, or, if desired, the cooling system can be added later 
using the same air ducts. 

Oil furnaces in the line, all of which are 414 ft. high, 
3 ft. deep, range in width from 23 to 31 ins., and have input 
capacities from 67,000 to 112,000 Bru. There are highboys, 
counterflows and horizontals available. 

Cooling capacities range from 3 tons to 5 tons; maximum 
over-all dimensions are 2834” high, 455%” wide, 317%” 
long. 

Made by: Delco Appliance, Division of General Motors 
Corp., Rochester 1, N. Y. 


Petro Pac 300 Series Generators 

made in Sizes ranging up to 100 hp 

PETRO PAC 300 SERIES is a Scotch marine package genera- 
tor in 10 sizes ranging from 20 through 100 hp. Units are 
available in high or 

low pressure steam 

or hot water. Rated 

output is from 670,- 

000 to 4,350,000 

Btu/hr. 

Petro Pac 300 can 
be fired by light oil 
or gas or by gas and 
light oil in combina- 
tion. Each generator 
has a separate head for each pass of tubes. All tubes are 
rolled and beaded for easier, less costly field replacement. 
All tubes are accessible through hinged, insulated front 
doors. Entire boiler has steel jackets insulation. 

Petro’s forced draft burner design includes a new burner 
head; each unit comes with steel skids, cleaning tools and 
observation port. 

Made by: Petro, 


3710 West 106th St., Cleveland 11, 








With the ‘nals ‘slide’ on Morton's air duct calculator, duct 
sizing is possible by the equal-friction or velocity-reduction 
method, Metal and insulation requirement calculations are 
simplified. The device provides a variety of data, including, 
friction per 100 ft. of duct; cfm; velocity-fpm; round duct 
diameter in inches; rectangular equivalent in ieches. The 
calculator converts round duct sizes to rectangular, or vice 
versa; useful technical data is printed on the back of the 
calculator. Size is 4" by 8/2"; price $2.50. 

Made by: Paul S. Morton Eng. Service, 5131 Meadowlark 
Lane, Kalamazoo, Mich. 
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“‘We now handle more than 


additional accounts 
per truck thanks to 


Motorola 2-way radio.”’ 


Esso Standard, Division of Humble 
Oil and Refining Company, Baltimore, 
Md., did it in six months. How? By 
saving up to 15 minutes on every main- 
tenance service call! 


Whether you operate 24 service vehicles 
like Esso in Baltimore, or only a single 
maintenance truck, time-savings on 
every call is bound to mean more calls 
per day—and, combined with mileage- 
savings, more profit per truck. 


Esso also reports greatly improved cus- 
tomer satisfaction. Efficient Motorola 
2-way radio dispatching gets the me- 
chanic to a disabled burner fast—assures 
an enthusiastic customer. Esso mechan- 
ics are enthusiastic, too. Motorola 2- 
way radio takes the pressure off—adds 
the close office/field coordination that 
makes their work easier and more 
efficient. 





And you can afford it. Motorola radio 

can cost as low as $1.25 a day per 

truck. This includes original cost, instal- 

lation, financing, maintenance—every- 

thing. 

Your Motorola man will show you a 

nearby Motorola system in action. 

You'll find it’s profitable to say— 
“He’s on the way” 

with Motorola 2-way radio. 





Call today—liook in the Yellow Pages 
under ‘‘Radio Communications"’. 


wy MOTOROLA 
2-WAY RADIO 


— Motorola Communications & Electronics, inc, 
4501 Augusta Bivd., Chicago 51, Ill. 
A Subsidiary of Motorola Inc. 
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ANNOUNCING 


THE NEW ALL NEW 
E-F-M- OIL FIRED 
BOILER BURNER UNIT 


WITH EXCLUSIVE 


mi ioe}, Bieri ee). | a 


COMBUSTION CHAMBER 


One piece steel boiler of '/,” boiler plate through- 
out both primary and secondary heating surfaces 
—ASME code constructed. 

Offset water tube design—No dry surfaces. 

Wet base completely encloses flame and hot gases 
for more rapid and efficient heat transfer and eli- 
minates base loss. 

Easily serviced and cleaned—no bolts or nuts to 
remove to reach boiler surface. 

Unrestricted internal water circulation — Fast — 
“Dry Steam”. 

“Econ-O-Cone” high temperature chrome steel 
combustion chamber for rapid combustion effi- 
ciency. 

Unitized assembly of burner and “Econ-O-Cone” 
provides maximum combustion efficiency without 
special design of burner—can be removed as a 
unit. 

Units are housed in a modern light blue baked 
enamel cabinet. 

Write today for detailed information including 
many more E. F. M. exclusive features. 


ELECTRIC FURNACE- MAN, 


INC. 

EMMAUS, PA. 
FURNACE BURNER UNITS — BOILER BURNER UNITS 
CONVERSION BURNERS — OIL — ANTHRACITE — GAS 


. New Products 


Bonair adds horizontal furnace Units 
to its Line of winter Airconditioners 


HORIZONTAL oil-fired winter airconditioners with reversible 
flue outlets, front or rear, are designed for installation in 
attic or crawl space. Model 95SO is 23” wide, 24” deep, 
6514" long; Model 140SO is 23” wide, 27” deep, 75” long, 
with flue pipe diameter of 7”. The heating element is a 
seamless gas type unit with a distributing baffle and a 
stainless steel combustion chamber. 

Insulation is a glasswool blanket backed by foil which 
surrounds the unit to seal in the heat. The centrifugal fan 
type blower is rubber mounted and draws air through a 
filter. Four suspension couplings are included. 

Made by: Bonair Division, Peerless Products Co., 23rd 
and Sedgley Sts., Philadelphia, Pa. 


Flame-resistant, adhesive Tape 
for heating ductwork Connections 


C-506 FLAME RESISTANT DUCTAPE is made of treated and 
coated cloth. 

Ductape was developed primarily for use on heating 
ductwork in locations where high temperatures are likely 
to be encountered, as in connecting ducts to the furnace 
dome. Intended also for sealing joints in heating and air- 
conditioning systems, sealing and holding insulation in 
place. 

Made by: Arno Adhesive Tapes, Inc., Michigan City, Ind. 


*” 


i 
PORTABLE 
SOOTMWASIZER 


VRNAGE CLEANER 


‘alk carried — Heavy 
duty performance _ 
more e maxi- 
mum filtration — ma- 
neuverable — New 
elastic top filter bag 
snaps on and off for 
easy cleaning 


i 
COMES COMPLETE WITH 


@ 10’ duck covered hose 

© 27” furnace cleaning 
tool 

@10 reusable paper 
filter bags 

® Handy hose carrying 





cage 
@ Available without 
wheels 


Distributed in Canada by: 
imperial Refractories & Teutpment Ltd. 


“mastercra 


INDUSTRIES/JINC. 


© 
© 


109 Lanza Avenue Garfield, New Jersey 
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Industry Groups 


(Begins on page 37) 


Oregon OHI to distribute 
Builders’ News Service 


THE OIL HEAT Institute of Oregon, 
Portland, Ore., will distribute a month- 
ly technical newsletter, “Oil Industry 
Technical Facts,” to local architects, 
engineers and builders. 

The new service is designed to keep 
this group informed of new materials 
and products developed by the oil in- 
dustry. 


Gulf Burner Presentation 
made to Rochester Group 


THE OIL HEAT INSTITUTE of Roches- 
ter, Rochester, N. Y., held its first busi- 
ness meeting of the new year on Janu- 
ary 18. Three new directors, to serve 
for three years, were elected: William 
Meier, Robert Ray and Frederick H. 
Schleber. 

A feature of the meeting was a pres- 
entation and demonstration of the new 
Gulf burner made by engineering per- 
sonnel from that company. 


New Officers are elected 
by Sales Representatives 


THE PLUMBING AND HEATING DIVI- 
SION of the Sales Representatives As- 
sociation, New York, N. Y., has an- 
nounced the installation of O. W. Dob- 
son and J. Gittler as president and vice 
president of the organization respec- 
tively. 

Retiring president Marvin Leffler 
has been elected president of the Na- 
tional Council of Salesman’s Organiza- 
tions, Inc. 


Wisconsin areas to begin 
Advertising Campaigns 


SEVERAL WISCONSIN market areas are 
ready to begin active cooperative pro- 
motional campaigns for 1961 in that 
state, having completed their funding 
operations and set up ad schedules. 

Some of these areas are: Beloit, Bur- 
lington, Clintonville, Dickinson Coun- 
ty, Iron Mountain, Mich., Janesville, 
Kenosha, Manitowoc, Monroe, She- 
boygan, Ripon, Waukesha, Wausau, 
Wisconsin Rapids, Marshfield and 
Waupeca. 


Trucking Associations 
elect J. Gill President 


JOHN J. GILL, president of the Petro- 
leum Heat and Power Co., Rhode Is- 
land, and vice president of the Inde- 
pendent Oilmen’s Association has been 
elected president of the American 
Trucking Associations, Inc. Gill has 
been a member of the ATA executive 
committee for more than 20 years. 


Clay Flue Lining Institute 
re-elects Officers for 1961 


JOSEPH L. MALONEY, Natco Corp., 
Pittsburgh, has been re-elected pres- 
ident of the Clay Flue Lining Institute, 
Akron 8, Ohio. Also re-elected were 
A. R. Thorson, Mill Hall Clay Prod- 
ucts, Inc., Mill Hall, Pa., vice-presi- 
dent; L. E. Hoyt, Worthington Ce- 
ramics, Worthington, Pa., secretary; 
Philip E. Kopp, Malvern Flue Lining, 
Inc., Malvern, Ohio, treasurer. 

The Institute is an association of 
clay flue lining manufacturers incor- 
porated in 1954 to carry on an active 
program of research, development, 
public relations and promotion. 


No humps, no bumps, no seasonal slumps 


RES SRE CFS 6 OB , 


when you take on this new franchise 





1. WATER CONDITIONING . .. A GROWING NEED. 
Now your experience in fuel oil and home heating sales 
can open the door to profits in another area of domestic 
sales—home water conditioning. What’s more, your pres- 
ent home heating customers are among the best prospects 
for water conditioners. 


2. ONLY 15% SATURATION. Sales of home water con- 
ditioners are just starting into what promises to be a 
several-year boom. Fewer than 15 out of every 100 homes 
needing soft water are getting it today. Here you have a 
real growth opportunity. That’s why a number of valuable 
new franchises for Permutit Water Conditioner dealers are 
being opened up at this time. 

3. NO SEASONAL SLUMPS OR BUMPS. Water con- 
ditioning is not a seasonal business. The need goes on, 
season after season. Now at last you can have a profitable 
12-month selling year. 


4. PLAY THE FAVORITE. Permutit is the originator of 


the modern water softening process used by all reputable 
manufacturers. We are the only organization to manu- 
facture both the equipment and the chemical product 
used in home water conditioners. As a Permutit dealer, 
you carry the most respected, most experienced name in 
the field. 


5. PLENTY OF HELP is available to you, in becoming a 
franchised Permutit dealer. You get the benefit of our 
factory service and sales staffs, plus a complete program 
to help you organize, recruit and train your sales staff, 
and extensive promotion programs. 


6. FREE MARKET ANALYSIS. We are prepared to make 
a detailed analysis of your immediate market area to 
define a worthwhile territory so that any association will 
be firm, satisfying and mutually profitable. For details: 
wire or telephone Permutit Water Conditioning, Inc., 
Dept. FO-31, 40 West 44th Street, New York 36, N. Y. 
(Telephone: Area Code 212—OX 7-6600.) 


PERMUTIT WATER CONDITIONING, inc. 
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Delco announces 
an outstanding 
new opportunity . - 


THE GM-DELCO 
KEY DEALER PLAN 


With a complete new line of central heating and air conditioning 
systems, GM-Delco offers you the GM-Delco Key Dealer Plan— 
designed to help you get more sales in this huge market . . . and get 
more profits! Here are the principles of this new plan: 


General Motors-Delco name—assures top flight engineering 
and a universally known reputation for Reliability. 


Direct Factory-Dealer Distribution—with planned sales, 
advertising, training, and promotional aids. 


Limited number of dealers—in each market, and only they 
can buy Delco equipment. 


i Protected Pricing—stable Pricing that permits dealer profits. 


Dealer Listings in national ads—insure direct participation in 
dynamic advertising, at no cost to you. 


Complete Sales Building Plan—of local advertising, pros- 
pecting, and selling to build sales. 


2 Over 200 models—plus accessories—meet al! needs. 


General Motors Group Insurance—available to eligible dealers 
and their personnel. 


Delco3SG5S 



































A COMPLETE LINE OF FURNACES, BOILERS, AIR CONDITIONING, HEAT PUMPS AND WATER HEATERS TO MEET ALL YOUR REQUIREMENTS. 
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. + + « Industry Groups 


Rechkemmer is Elected 
President of Buc Council 


IRVIN L. RECHKEMMER, Canton, Ohio, 
has been elected president of the Bet- 
ter Heating-Cooling Council, New 
York, N. Y. Rechkemmer is the treas- 
urer and immediate past president of 
the National Association of Plumbing 
Contractors. 

Other officers elected by BHC are 
Henry M. Gibb, Pacific Steel Boiler 
Div., Crane Co., Vice President; Frank- 
lin Greene, Better Heating-Cooling 
Council, executive director and secre- 
tary; and Robert E. Ferry, Institute of 
Boiler and Radiator Manufacturers, 
treasurer. John Murray, 
Corp., was elected as a new director. 


Burnham 


June Meeting set for Air 

Pollution Control Group 

THE 54TH ANNUAL meeting of the 
Air Pollution Control Association will 
be held June 11-15 at the Hote! Com- 
modore in New York City. Eighteen 
technical sessions have been planned 





at which some 80 papers on a wide 
variety of subjects will be presented. 
Included among the papers will be dis- 
cussions On instrumentation, pollution 
standards, health, incineration, fuels, 
control equipment, meteorology, and 
research. 

On display will be an exhibit featur- 
ing the latest instruments and most 
modern advances in the air pollution 
abatement equipment field. 


New Jersey Association 
elects Officers, Directors 


GOLD SEAL FUEL Associates, Inc., New- 
ark, N. J., recently elected association 
officers. 

They are: Henry Keil, Keil Heating, 
president; William O'Shea, George 
Fangmann, Inc., vice president; John 
Eggers, John Eggers & Bros., Inc., sec- 
retary; and Jim McConnell, Sr., Mc- 
Connell Coal & Fuel Oil, Inc., treasurer. 
Bob Tewalt remains as Executive Di- 
rector. 

Re-elected as Trustees for three years 
are: John Brenner, Air Pilot, Inc.; 


Frank Gulfo, Cleary Fuel Oil Corp.; 
Harry Fialk, Metro Fuel Oil Co.; and 
newly appointed is Michael Raso, Tullo 
and Raso, replacing Jack Silverberg. 


Sales training Sessions 
held by Warm Air Groups 


A JOINT sales training session was 
staged recently by members of Silver 
Shield Indoor Comfort Bureaus from 
Kalamazoo, Lansing and _ Pontiac, 
Michigan. 

The Sales Training Session is a facet 
of the program of the National Warm 
Air Heating and Air Conditioning 
Association, Cleveland, Ohio, designed 
to help the dealer-contractors of the 
industry improve their position in their 
communities through a campaign of 
self improvement. 

Another dealer-contractor aid re- 
cently developed by the Association is 
an eight section Business Management 
Reference Guide which will be made 
available to dealer-contractor members 
of the association on a charge-free 


basis. 
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“OH, BROTHER, NOW HE'S TRYING CROOKED FLAMES'” 





“FINALLY, HE ADMITS THERE'S ONLY ONE FLAME!” 





“BUCK UP, SID, NO ONE ELSE HAS BEEN ABLE 
TO IMPROVE ON THE WHIRLING FLAME!” 








IMP—Important Money Preserver 


... that’s the flame that burns the hell 
out of every drop of oil! You'll find it 
only in DYNATHERM, the hydronic 
unit that saves your customers up to 
40% in fuel bills! You think we're 
exaggerating? 


WE CAN PROVE DYNATHERM EXCELLENCE. 
Write or phone today. 


QYNATHERM 


manufactured by 
BETHLEHEM FOUNDRY AND MACHINE CO. 
225 W. 2nd Street, Bethlehem, Pa. 
phone UNiversity 7-4605 
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MANUFACTURERS = 
ACTIVITIES 


Airconditioner Lab put 
into Operation by Delco 


A LABORATORY for the development 
and testing of its new GM Delco 365 
Home Conditioning equipment has 
been placed in operation at the Delco 


Appliance Division, General Motors 
Corp., Rochester, N. Y. The new fa- 
cility occupies approximately 4,000 
square feet of floor area and is designed 
for future expansion. It consists pri- 
marily of two adjacent test rooms each 
approximately 30 x 20 ft. with one 
30 ft. side common to each. 
Temperatures in the rooms can be 
held to an accuracy of three-tenths of 
one per cent. Temperatures available 
range from —20°F to +140°F with 
relative humidity controllable from 20 
to 95%. The second room in the new 


Proven Performance! 


Waller SHUR-FLO 
DRAFT INDUCER 


improves Natural Draft to Overcome 
Internal Venting Problems 


For Complete Information .. . 
SEE Sweet's Catalog, Page 10f Wa 


VISIT OUR DISPLAY BOOTH 


AUTOMOTIVE BLDG. — EXHIBITION PARK 
TORONTO, CANADA — MARCH 6-7-8 


Waller MANUFACTURING & SALES CORP. 


P. O. BOX 268 *« ST. JOSEPH, MO. 


facility is called the “inside room” and 
is temperature conditioned to simulate 
conditions in the average home or 
building. Temperature can be con- 
trolled from 70°F to 104°F and with 
relative humidity ranging from 20 to 
95%. 

A central control panel calibrated 
for specific test conditions and man- 
ually adjustable for other conditions is 
available. 

In order to develop the test condi- 
tions in the rooms, each room is 
equipped with an airconditioner ca- 
pable of circulating 10,000 C.F.M. of 
conditioned air, which enters through 
a perforated false ceiling and is evenly 
distributed throughout the room. Ap- 
proximately 300,000 Btu's of cooling 
and 300,000 Btu’s of heating are avail- 
able and may be divided between the 
two rooms proportioned as needed. 


Bryant Mfg. Company adds 
major Products to Line 


BRYANT MANUFACTURING CO., Cleve- 
land, Ohio, announced the addition of 
eight new major product lines at the 
company’s annual sales conference held 
recently at Miami Beach, Fla. 

The new products include: factory 
assembled and packaged cast iron boil- 
ers, all-welded furnace casings, direct 
drive cooling blowers, a new line of 
duct heaters, large size unit heaters, 
the Weather-Probe, a new concept in 
summer cooling, a two-ton air condi- 
tioner, and a new glass-lined water 
heater. 
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P-X TANK - AIROUT - VENT 


These teamed components control expansion... 
eliminate air problems...cut costs... 

in new and existing 

hot water systems! 








GENERALS 


New Air Control 
Package! 


For positive air control at low cost, check 
GF’s new, compact, efficient package of 
teamed components. Easy to install . . . in 
minimum space . . . in minimum time, this 
package answers the need for continuous 
and automatic air elimination and pressure 
control. GF’s rugged, air control package 
improves overall system operation, reduces 
system air noises, eliminates waterlogged 
expansion tanks . . . at a fraction of con- 
ventional costs! 


Write for complete details 
... request Bulletin 369. 





GENERAL Baumulal<i-meotolasl-j-lab 4 








EAST GREENWICH -+- RHODE ISLAND 
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. . . « Manufacturers’ Activities 


Penn Controls Personnel 
meet at sales Conference 


SALES PERSONNEL, including sales 
representatives from all over the 
United States and Canada as well as 
its export organization, took part in 
a week-long conference at the Goshen, 
Ind., headquarters of Penn Controls, 
Inc. Also present were management 
personnel from the company’s plants 
in Costa Mesa, Calif.; Toronto and 
Amsterdam. 

H. M. Carnahan, vice-president and 


director of sales, explains that the ses- 
sions were devoted to extensive mar- 
ket and product study, as well as sales 
planning for 1961. 


Ignition Components issues 
electrode assembly Catalog 


AN UP-TO-DATE and complete catalog 
on its line of ignition electrode as- 
semblies and their component parts 
has been issued by Ignition Compo- 
nents Co., Inc 


It illustrates, with complete draw- 


in 
-PROFITS 


Delamater Mfg. Co., Rockford, Ill., has 
combined all its facilities into this one 
building, containing 22,600 sq. ft. of 
plant and office sp The lid 

tion is expected to double production 
of Delamater's Dyna Vac Power Clean- 
ing unit. This furnace-boiler vacuum 
cleaner can be mounted on truck or 

trailer. 





ing specifications, more than 430 spe- 
cial designs and 18 standard type ig- 
nitors, identified by the burner trade 
name to which they apply. Also shown 
are related components, such as igni- 
tion kits, cable, fittings, terminals and 
tools. 

Copies may be secured from Igni- 
tion Components Co., Inc. Dept. 
FH61, P.O. Box 423, Bloomfield, N. J. 


Watts to encourage Sales 
of UsA-made Products 


IN AN EFFORT to encourage plumbing 
and heating wholesalers and contrac- 
tors to specify American-made prod- 
ucts, Watts Regulator Co., Lawrence, 
Mass., announces that it is affixing to 
all master shipping cartons a label cer- 
tifying that “all parts of all Watts’ 
products are 100% made in the U.S.A.” 


PERFORMA 
-QUALIT 


GENERAL ‘on FILTERS 


7 ; 


Exclusive “MOISTURE-MATIC”™ 
design is completely trouble 
free. No float to stick. Corrosion 
free pan. Lifetime diaphragm. 
Guaranteed one year on parts. 





Soot Remover 


Instantly cleans fives and fire 
chambers in any kind of fur- 
naces and water heaters. Will 
not damage nozzles or parts. 
Cuts heating bills up to 25%. 


Fae 


The biggest name in fuel oil filters makes possible 
the biggest opportunity to step up your profit 
margin and still provide your customers with the 
biggest satisfaction in heating efficiency. Easy 
for you to carry—two sizes fit all plants. Quality 
in lifetime cast iron and steel construction. Effi- 
ciency in wool felt cartridges. Added profits in 
seasonal cartridge replacements. 


Ask your Jobber for these General Filters Products 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE ° NOVI, MICHIGAN 
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INSTALL THE BEST... 

















4200 ELECTRIC HUMIDIFIER 
INSTANT ACTING 
POSITIVE HUMIDIFICATION 


Sell and install the Viking Electric Model “4200” and assure yourself ep k 
of a substantial profit and satisfied customers. The Viking Line 

No other humidifier offers the effectiveness of this new, positive 
acting unit. The Model “4200” operates independently of variations 
in plenum temperature, directional air flow or dryness of air. Each VIKING 
time the furnace blower operates the plenum is automatically charged a 
with live steam. The resultant mineral free air is carried throughout 
the home, providing health, comfort, property protection and a re- 
duction in fuel consumption. 

A special Viking ‘4200” feature makes it possible to select the 
desired humidity by simply turning a dial on the unit. Viking Humidi- 
fiers come pre-wired, pre-assembled and ready for installation. 

Get all the facts ... Ask your wholesaler about the profitable Viking 
Humidifier Line and the special promotion plan available to Viking 
Dealers. 














® 
AIR PR. DUCTS Humidifiers * Furnace Biowers 


Division of the Lau Blower Company Jet Room Balancers * Blower Packages 
5601 Walworth Avenue « Cleveland 2, Ohio Fosmanent Puters 
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Frank Dunlap, Gulf dealer since 1922, follows his historical hobby in the Plymouth, Massachusetts Museum. 


Gulf Solar Heat Dealer 


Frank shows Clarence E. Gilleney one of Plymouth’s 
prize possessions. It’s the Mayflower II, replica of the 
original, presented to Plymouth by England in 1957. 
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There are few men in Plymouth, Massachusetts 
who know more about local history than Frank 
Dunlap. “I didn’t come over on the Mayflower, I 
just made fast the line when they threw it ashore,”’ 
he says with a twinkle. In a more serious mood, 
Frank can point out on which spot which Indian 
skirmished with which Pilgrim. He’s never off more 
than three or four feet. 


Come to think of it, that’s a pretty good example 
of how deeply Frank delves into his favorite spare- 


time subject. And getting to know that much about 
anything takes a lot of spare time. 
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Like most others in Plymouth, Frank is a learned scholar on local early Americana. 


Makes History a Hobby 


Frank, a Gulf dealer since 1922, feels his associa- 
tion with the brand has been a big help to him in 
his pursuit of historical facts. Says Frank, “When 
you've got the best product on the market, backed 
up by high volume and good promotion, you’ve got 
more than just a profitable business. The customer 
satisfaction and low service call rate allow for more 
free time to follow up outside interests.” 
Customer satisfaction with clean burning Gulf 
Solar Heat leads to a competitive plus. Fuel-caused 
problems are cut to near zero. The less time spent 
on service calls, the higher the profit, too! 


eloil 


The Hydrogen-Purification “clean-heat’’ story can 
be carried directly to the prospect with the heaviest 
concentration of advertising and sales promotion 
in the fuel oil business. 


Phone your nearest Gulf Office... . collect. Get the 


full story on how you 
can take advantage of 
the many exclusive sales 
and promotional aids 
available through the 
Gulf Solar Heat brand. 


Go one ; 

ba, (GUE 

Go Gulf 

SOLAR HEAT 
heating oil ® 
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Young Presidents’ Group 
Elects Harvey a Member 


STEPHEN R. HARVEY, President, Sid 
Harvey, Inc., Valley Stream, N. Y., has 
been elected a member of the Young 
Presidents’ Organization, New York. 

To belong to YPO, a man must have 
risen to the presidency of a sizable 
company while still in his twenties or 
thirties. Activities of the organization 
are designed to assist members in de- 
veloping and improving their personal, 
business and civic abilities. 





The complete line of Air-Ease heating 
and cooling equipment as made by 
Johnson Furnace Co., Cleveland 11, 
Ohio, was introduced to Detroit deal- 





the SCULLY UNIFIL 


TIGHT CONNECTION 
NO REPLACEMENTS 
NO SPILLAGE INSURANCE CLAIM 


IN FIVE YEARS 


©1961 SCULLY Signal Co. 


The following are excerpts from letters received from a 
leading fuel oil distributor and its insurance company. 


The Fuel Oil Distributor* writes: “We have 
never replaced an Adaptor, Cap or Nozzle Connector since our 
initial purchase five years ago. The original units are still in 
use and show no sign of wear . . . You, of course, realize we 
use the entire line of Scully delivery aids. They are important 
to us. Our delivery men like to use them. And their coopera- 
tion, together with the efficiencies made possible by your prod- 
ucts, are an essential factor in our average annual domestic 
deliveries of one and one-eighth millions of gallons per truck.” 


Their Insurance Company* Stated: “! am 
happy to confirm that we have not had an insurance claim 
submitted to us on spillage of fuel oil from our client (Note: 
Distributor quoted above) or any of its customers since 
November 15, 1955.” 


See for yourself why SCULLY is the leader in the ‘Tight 


Connection" field. Call or write us for more complete 
information. 


& @ 


NOZZLE CONNECTOR 


iss) 


ALL WEATHER CAP TYPICAL ADAPTOR 


SCULLY SIGNAL COMPANY 


MELROSE 76, MASSACHUSETTS 
IN CANADA: E S. Gallagher Sales. Lid. 10 Hafis Rd. Toronto, Ontario 
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ers at this showing. Included were new 
condensing units and unit heaters. 
These latter units have the fan mounted 
on top and louvers that may be in- 
stalled in the front or bottom. Star 
Steel Supply, Detroit, is stocking the 
complete Air-Ease line. 


McDonnell & Miller has 
two controls Booklets 


MCDONNELL & MILLER, Inc., Chicago 
18, Ill, has prepared two booklets. 
One covers “Basic safety Controls for 
low Pressure steam Boilers”; the other 
deals with “Basic safety Controls for 
hot water space heating Boilers.” 
Both booklets use a number of dia- 
grams and illustrations to show correct 
and incorrect operation of steam and 
hot water boilers. The illustrations 
point out dangerous low water condi- 
tions that can develop and follow with 
McDonnell & Miller low-water cut-off 
equipped boilers to correct the prob- 


lem. 


Hartol begins Building 
of new Norfolk Terminal 


HARTOL PETROLEUM CORP., New 
York, N. Y., a subsidiary of Tennessee 
Gas Transmission Co., Houston, Tex., 
has begun construction of a 350,000- 
barrel, fire-proofed refined petroleum 
products storage and distribution ter- 
minal at Norfolk, Va., to be completed 
around October 1. 

The new Norfolk terminal will serve 
Hartol customers in the Virginia and 
North Carolina markets, making de- 
liveries by barge, truck transport and 
railway tank car. 


h 








Mobilheat merchandising pulls in the business! 


Mobilheat distributors sell more heating oil than any other dis- 
tributors in America. And Mobil backs selling efforts with highly 
creative merchandising and advertising programs. This combination 
of a popular product and forceful sales support makes the Mobilheat 
franchise a valuable asset. 

Soon, exciting new developments from the Mobil laboratories will 
bring added value to Mobilheat and the service that Mobilheat dis- 
tributors can give their customers. Right now, advertising and mer- 
chandising programs are being planned to bring this important news 
to heating oil users across the country. 

So now’s a particularly good time for you to investigate the profit 
opportunities in becoming a Mobilheat distributor. For more infor- 
mation, fill in the coupon and mail it today! 


iene | 


Mobil Oil Company, Room 2050 
A Division of Socony Mobil Oil Co., Inc. 
150 East 42nd Street, New York 17, N.Y. 


Please send information on how Mobilheat 
can help me increase my business. 


Name 





Address 





City 





Present Supplier 





Mobilheat . .. America’s Largest-Selling Heating Oil 


eloil 
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Merger Plan Approved 
(Begins on page 43) 
shall designate the person to represent it 
in the membership. Equipment-Technical 
Division members shall be entitled to all 
privileges of membership including the 
right to vote. 

(d) Research Division shall be composed 
of members of any other division of the 
Institute who are engaged in research. It 
shall also include corporations, firms or in- 
dividuals who are engaged in research per- 
tinent to oil burning and fuel oils. Members 
of this division shall not possess the r.ght 
to vote. 

Section 2. Honorary Membership. Honor- 
ary members may be elected by the Board 
of Directors to membership in the Institute 
in recognition of services rendered in the 


progress and development of the Industry. 
Honorary members shall be free from the 
payment of membership dues or fees to the 
Institute and shall not possess the right to 
vote or hold office. 

Section 3. Application and election. Ap- 
plication for membership shall be registered 
with the Secretary of the Institute on forms 
approved by the Board of Directors. The 
Secretary shall make the necessary investi- 
gation and prepare a report on such appli- 
cation tor, the Membership Committee. 
With the endorsement of the Membership 
Committee, the application shall be pre- 
sented at a meeting of the Board of Direc- 
tors for their action. Acceptance by a ma- 
jority of the Directors present shall consti- 
tute election to membership. 

Section 4. Resignation. Any member may 
resign ‘by submitting his resignation in 


The modern 
space saving 


POWERVAC 


FURNACE CLEANER 


A FURNACE CLEANING SERVICE IS THE IDEAL 
TIE-IN WITH YOUR PRESENT BUSINESS 


While enjoying profits from the 
operation of a furnace cleaning serv- 
ice, you can also develop leads for 
furnace repair work and parts re- 
placement business. 

The Meyer “HANDYMAN” Fur- 
nace Cleaner is built with more 
power (up to 40 H.P.) and greater 
capacity than any other cleaner. 
You can contract for residential, com- 
mercial, institutional and industrial 
heating systems at a maximum profit. 


ACT NOW! Phone, Wire or Write 
— all the features and advan- 
of the General ‘‘HANDYMAN” 
| ad Furnace Cleaner before you buy 
furnace — oy me for your shop. 
Send for our Profit Portfolio with com- 
information and prices on the 
*““HANDYMAN” and — General Fur- 
nace Cleaners. it now! 














Check these ““HANDYMAN” Features: 
@ FAST ALL WEATHER OPERATION 


Cleans average system in one hour or less. Operates 
efficiently in rain or shine. Adds 30 to 60 more days 
per year to your work schedule .. . adding extra 
profits for you. 


SPACE SAVING MODERN DESIGN 

No other cleaner is so compact and has the eye 
appeal that builds sales. It can be used off the 
street in drive-ways and other spots where big bag 
cleaners made it difficult to work. 

ONE MAN OPERATION 

One man can set-up and operate this modern fur- 
nace cleaner . . . doing an average of 5 or 6 
residential jobs in one day 

LOW MAINTENANCE 

Clean 60 jobs or more before 75 cu. ft. hopper needs 
cleaning out. Hopper-has large clean-out door for 
fast removal of soot and ashes. Convenient hose 
storage for up to 100 ft. all coupled and ready to 
go. 2 built-in tool boxes. 


AND MANY MORE! 


Wm. W. Meyer & Sons 


writing to the Secretary, and the resignation 
shall be accepted by the Board of Directors 
provided that all sums due the Institute, 
for the fiscal period, have been paid. 


B-Ii. DUES 


Section 1. The annual dues to be paid by 
each Chapter of the Marketing-Distribution 
Division shall be $7.50 for each of its 
members, and shall be paid to the Institute 
as dues for membership in the Marketing- 
Distribution Division. However, if an in- 
corporated distribution group applies for 
membership in the second half of the In- 
stitute’s fiscal year, the dues for that period 
shall be $3.75 for each of its members and 
thereafter the dues shall be $7.50 for each 
of its members. In addition to the fore- 
going, if an existing Chapter acquires new 
members in the second half of the Insti- 
tute’s fiscal year, the dues for the new mem 
bers shall be $3.75 for that period and 
thereafter the dues shall be $7.50. 

Each Chapter shall, on the ———day of 

, notify the Managing Director of the 
Marketing-Distribution Division of the 
number of members in good standing in 
said Chapter; upon receipt of said notice, 
the Managing Director of the Marketing- 
Distribution Division shall immediately no- 
tify the Treasurer of the Institute and said 
notification shall be authorization for the 
Treasurer to render billing for dues to the 
Chapter Secretary. If dues of any Chapter 
are in arrears for more than three months, 
it shall be the duty of the Treasurer to 
report said delinquency to the Board of Di- 
rectors of the Institute for disposition. 

The annual dues to be paid by an Asso- 
ciate Member shall be $15.00 per year. 

Section 2. The annual dues to be paid 
by each member of the Promotion-Com- 
munications Division shall be as determined 
by the Board of Directors. 

The dues from the members of this di- 
vision shall be forwarded directly to the 
President. He shall receive them on a con- 
fidential basis and forward the monies re- 
ceived to the Treasurer of the Institute. 

Section 3. The annual dues of the Equip- 


| ment-Technical Division shall be based upon 


the manufacturer's net sales of oil burning 
equipment, components and accessories (ex- 
clusive of parts for replacement or field 
stocks and products sold for export) for his 
preceding calendar or fiscal year. 

Minimum Dues $200.00 — Maximum 
Dues $1,750.00. 

For the Domestic Manufacturer: 

Up to the first $750,000 . . . 1/10th of 
1% net sales . . . For $750,001 and over 
1/10th of 1% net sales on first $750,000 
plus 1/20th of 1% of net sales on all over 
$750,000. 

For the Commercial-[ndustrial Manufac- 
turer: 

Up to the first $750,000 . . . 1/10th of 
1% net sales .. . For $750,001 and over 
1/10th of 1% net sales on first $750,000 
plus 1/40th of 1% of net sales on all over 
$750,000. 

In the event a member manufactures both 
domestic and commercial-industrial equip- 
ment, his dues shall be computed separately 
as above set forth, but in no event the 
membership dues paid by such member 
shall exceed the sum of $1,750.00. 

The dues from the members of this divi- 
sion shall be forwarded directly to the 
President. He shall receive them on a con- 
fidential basis and forward the monies re- 
ceived to the Treasurer of the Institute. 


B-Ili. DIVISIONS 

MARKETING-DISTRIBUTION DIVISION 
Section 1. The Marketing-Distribution 

Division shall be governed by an Advisory 
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NEW from 
THRUSH 








TWO SIZES 
BVE-1 12” x %4” 
BVE-2 %4” x%” 

Ve” Vent Plug 


a j 


VENT ELLS to simplify HOT WATER 


BASEBOARD INSTALLATIONS 


THE NEW Thrush Balancing Vent Ells fill 

a real need in hydronic baseboard installations 

of every type, whether installed with a main or 

without. Diagrams at left illustrate two appli- 

cations. The Thrush Balancing Vent Ell is small 

enough to install inside the baseboard cover. 

Venting and balancing can both be accomplished 

ona pwe svemes with one fitting and by lifting just one end cover 

In @ one pipe hot water heating system, the Thrush of the baseboard. Balancing is simple because 

prswnnige ced = re inside the baseboard lever position shows exactly the position of the 
, Bate diverter inside. 


Thrush Balancing Vent Ells can also be used 
for radiators, convectors and other heating units 
where balancing and venting or draining are 
necessary. See your wholesaler today or write 
Department C-3. 


Quality Hydronic Heating Specialties 


With mainless baseboard installations Thrush Balanc- 

ing Vent Ell can be installed at low point in each T 4 R U S be 

circuit for balancing and draining or inside base- H. A. & COMPANY 
board cover for balancing and venting. PERU, INDIANA 
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Council, the chairman of which shall be the 
chairman of the division. Its members shall 
consist of the following: 

Each Chapter—one (1) representative. 

Refiner members—five (5) representa- 
tives, designated by the Board of Directors. 

Manufacturer members—five (5) repre- 
sentatives, designated by the Board of Di- 
rectors. 

Section 2. The Advisory Council shall 
designate geographic areas in which Chap- 
ters shall operate and from which they shall 
draw their membership. Approval of appli- 
cations for membership in this division 
shall be conditioned upon the acceptance 
by the proposed Chapter of such designated 
area. The geographic areas shall be as fol- 
lows: 

The area defined as the East shall include 
Regions 1, 2 and 3, to be known as the 


MAKE 
MORE, 





get your 
on 


New England, Middle Atlantic and South 
Atlantic regions respectively. 

The area defined as the Midwest shall 
include Regions 4, 5 and 6, to be known as 
the Great Lakes, North Central and South 
Central Regions, respectively. 

The area defined as the Far-West shall 
include Regions 7 and 8, to be known as 
the Mountain and West Coast Regions, 
respectively. 

The States comprising the Regions are 
as follows: 

Region 1. (New England) shall include 
Maine, Vermont, New Hampshire, Massa- 
chusetts, Connecticut and Rhode Island. 

Region 2. (Middle Atlantic) shall in- 
clude New York, New Jersey and Penn- 
sylvania. 

Region 3. (South Atlantic) shall include 
Maryland, Delaware, Virginia, West Vir- 


You have three special advantages working for you when you 
take on a Sinclair Oil Heat franchise... 

$ Sinclair Heating Oil is one of America’s best-selling heating 
oils. Premium Quality at regular price, it contains an exclusive 
anti-rust ingredient. That means fewer service calls. 

$An unusual sales training program that helps bring you new 


customers. 


$Ample storage facilities assure you of quick, dependable 


service. 


Team up with Sinclair Oil Heat for more profits. For details, 
write: Sinclair Refining Company, 600 Fifth Avenue, New York 


20, New York. 


SUMCIOUF vexcine on 


% 


SuperFiame 


ginia, North and South Carolinas, Georgia 
and Florida and the District of Columbia. 

Region 4. (Great Lakes) shall include 
Minnesota, Michigan, Illinois, Indiana, Ohio 
and Wisconsin. 

Region 5. (North Central) shall include 
lowa, Kansas, Missouri, Nebraska, North 
and South Dakotas. 

Region 6. (South Central) shall include 
Alabama, Arkansas, Kentucky, Louisiana, 
Mississippi, Oklahoma, Tennessee and 
Texas. 

Region 7. (Mountain) shall include 
Arizona, Colorado, Idaho, Montana, Nevada, 
New Mexico, Utah and Wyoming. 

Region 8. (West Coast) shall include 
California, Washington and Oregon, Alaska. 

Section 3. Activities of the Marketing- 
Distribution Division 

(a) Educational programs devoted to the 
specific needs of the distributor and jobber 
segment of the Industry. 

(b) Studies and analyses of operational 
techniques, which will be helpful to dis- 
tributors and jobbers. 

(c) Development and distribution of 
sales aids. 

(d) The preparation of manuals, provid- 
ing distributors and jobbers with manage- 
ment information and techniques, sales, 
service and installation information. 

(e) Insurance program now in operation 
shall be continued, extended and developed 
and made available to all members of the 
Institute. 

(f) Management conferences and clinics. 

(g) To cooperate with the Equipment- 
Technical Division on all phases of codes 
and ordinances that directly deal with dis- 
tributor and jobber operation. 


PROMOTION-COMMUNICATIONS 
DIVISION 


Section 1. The Promotion-Communica- 
tions Division shall be governed by an 
Advisory Council, the chairman of which 
shall be the chairman of the division. Its 
members shall consist of the following: 

Each refiner member—one (1) repre- 
sentative. 

Marketing-Distribution Division — five 
(5) representatives, designated by the Board 
of Directors. 

Manufacturer members—five (5) repre- 
sentatives, designated by the Board of Di- 
rectors. 

Section 2. Activities of the Promotion- 
Communications Division. 

Cooperative advertising and promotional 
programs carried on by refiner members and 
marketing groups through the Committee 
of Participating Refiners. 

Section 3. There shall be created in the 
Promotion-Communications Division a 
Committee to be called Committee of Par- 
ticipating Refiners, which shall consist of 
those refiner members of the Institute who 
make contributions to a fund to be used 
for the purpose of matching funds which 
have been raised by local marketing groups 
in joint, local advertising and public infor- 
mation campaigns, approved by said Com- 
mittee of Participating Refiners. 

The participating refiner members shall 
submit, upon request, to the President or a 
Certified Public Accountant confidential 
data showing their sales in total barrels at 
all levels, for the preceding calendar year, 
of Kerosene, No. 1 and No, 2 fuel oil for 
heating as in the Bureau of Mines Report. 
This confidential data shall report on sales 
of heating oil, as described, in each of the 
states herein named and the District of 
Columbia to be known as “general regions,” 
as follows: 

New England General Region: Massachu- 
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4) oe In the tense moments before blast-off, when the “bird” is being fueled, a Neptune ’ 


Meter is at work. As liquid fills the missile’s tanks, the meter smoothly ticks off 
every pound. If required, it can shut off the flow at the exact preselected quantity; 
it can even turn off the pump and light a “ready” lamp. 

For fueling-up and other purposes, four missiles . . . Atlas, Snark, Titan, and 
Vanguard . . . count on Neptune meters for ground support. Simplicity, accuracy, 
and proved reliability are the reasons. 


The basic meter is exactly the same as those you use on your trucks and bulk 


plants. These same meters are widely used for metering jet fuels. Because Neptune 
engineers have been working on ideas for your future, we were able to help solve 
special metering problems, such as temperature compensation, required for missiles. 


Past, present, and future, Neptune is the meter . . . and the meter company .. . 
you can rely on. 


NEPTUNE METER COMPANY 


47-25 34th St., Long Island City 1, N. Y. 
. L/QUID M. 
Branches and Jobbers in All Principal Cities e a seen 


in Canada: Neptune Meters, Ltd., Toronto, Ontario 
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setts, Rhode Island, Connecticut, New 
Hampshire. 

North-Atlantic General Region: New 
York, New Jersey, Pennsylvania. 

Central-Atlantic General Region: Mary- 
land, Delaware, District of Columbia, Vir- 
ginia. 

South-Atlantic General Region: North 
Carolina, South Carolina, Georgia, Florida. 

Midwest General Region: Michigan, Ohio, 
Indiana, Illinois, Wisconsin, Minnesota, 
Iowa, Missouri. 

Far-Western General Region: Washing- 
ton, Oregon, Idaho, Utah, Alaska, Nevada. 

The Far-Western General Region shall 
not be confined by the provisions of Section 

, which determine she contributory 
status of the participating refiners, but this 
region shall determine such contributions by 
its own negotiations with its own suppliers. 

Consideration shall be given to promo- 
tional programs involving national media. 
The Far-Western General Region as defined 
above shail contribute its proportionate cost 
to such programs based on a formula mu- 
tually acceptable to the Far-Western Re- 
gional Advisory Committee and the Com- 
mittee of Participating Refiners. 

The participating refiner members re- 
porting sales in any state hereinabove named 
and the District of Columbia shall assist 
ratably in the financial support of any cam- 
daigns in such area approved by the Com- 
mittee of Participating Refiners. Such ap- 
proval shall be in the sole discretion of this 
Committee. The assistance shall be provided 
under the following procedure: 

a. When the officials of any approved 
campaign certify to the Committee of Par- 
ticipating Refiners that local marketers, 

than refiners, have raised a specific 
sum of money in cash, the President of the 
Institute shall reanest from the refiner 


members active in that state, funds to en- 
able the Committee to furnish support for 
the campaign. Each refiner’s share shall be 
proportionate to his sales as reported for 
that state. Contributions made to local mar- 
ket programs by wholly-owned retail mar- 
keting subsidiaries of member refiners shall 
not be considered as part of refiners’ con- 
tributions. 

b. Campaign support to local markets 
shall match only such funds as are con- 
tributed by the local marketers. Any funds 
contributed directly or indirectly to the mar- 
ket’s campaign by non-member refiners or 
their wholly-owned subsidiaries shall be re- 
ported separately to the Committee of Par- 
ticipating Refiners and shall be deducted 
from the payments made to the local pro- 
gram by the Committee of Participating 
Refiners, In the event that the amount of 
campaign support applied for by any local 
market, computed on this basis, shall ex- 
ceed the net amount of contributions avail- 
able from member refiners, then the Com- 
mittee of Participating Refiners may re- 
duce, on a pro rata basis, the amount to be 
furnished for support of the campaigns in 
that particular state. 

c. The refiners’ fund for this purpose 
shall be sent in a single check from the 
Committee without disclosing the contribu- 
tions of individual companies. However, a 
listing of the participating refiners shall 
accompany each check sent to the campaign 
officials. 

d. Campaign contributions, from total 
amounts raised by refiner members at the 
annual rate of one-half cent a barrel on 
state wide sales of heating oils, calculated 
in accordance with procedures established 
in this Section, shall be supplied to the 
Committee in four payments. Each of the 
first three of these payments shall amount 


to one-fourth of the total annual commit- 
ment, and shall be supplied to the Com- 
mittee during the second month of each 
of the first, second and third quarterly pe- 
riods. The balance of commitments, due for 
the fourth quarterly period, may be reduced 
in accordance with the applications ap- 
proved for local market programs. Cam- 
paign contributions from the refiner group 
shall be supplied to the local campaign 
officials on a quarter-yearly basis to allow 
for adjustment as the local marketers’ sup- 
port in cash is realized. 

e. No participating refiner shall be called 
upon to supply within a year, for any state, 
funds in excess of one-half cent a barrel of 
company’s total sales within that state of 
the products as previously described. How- 
ever, the Committee shall have the author- 
ity to increase the refiner support within 
a single state to a sum greater than a half- 
cent a barrel, provided the half-cent a barrel 
limit is still maintained among the total 
group of states within a general region, 
and further provided that market programs 
within any state shall have the prior right 
to receive matching support through the 
full use of funds based upon a half-cent a 
barrel of sales by refiners in that state. 

f. In the event that it shall be the will 
of the Committee to supply funds in excess 
of one-half cent a barrel of companies’ 
total sales within a general region, such 
action shall be taken only by the unani- 
mous, affirmative vote of those members of 
the Committee reporting sales in any or all 
of the states in that general region. Such 
vote shall be taken by confidential ballot 
cast by those refiners. 

g. To avoid disclosure, no supporting 
funds shall be forwarded to the officials of 
any campaign unless at least three refiners 
have contributed to the state fund. 
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L CO., ROCKFORD, ILLINOIS 


“Our sales increased from 
850,000 to1,600,000 gallons of 
Texaco Fuel Chief Heating 
Oil in just 3 years. For other 
reasons, too, we like to do bus- 
iness with Texaco. They’re 
jobber-minded, have the ex- 
perience and are willing to 
give us assistance when we 
need it. You feel as if you’re 
a partner. Texaco’s adver- 
tising program brings us 
business. That’s why we like 


to sell the best. . . Texaco.” 


Why You Can Grow 
With Texaco 


1. Texaco is jobber-minded. Proof: 
842 Consignees and Distributors of 
Texaco Products have been with 
Texaco over 20 years, some over 45 
years. 

2. Proved and profitable sales policies. 
3. Immediate acceptance. Fuel Chief 
is sold under the nationally-famous 
trademark, the Texaco red star with 
the green “T.” 

4. Dependable, efficient delivery at 
all times. 

5. Texaco Fuel Chief is clean-burning. 
TEAM YOUR NAME with Texaco for a 


ier) 


better future. Send coupon today to 
Manager, Fuel Oil Sales Division, 
Texaco Inc., 135 East 42nd Street, 
New York 17, N. Y. 


ieee 
FOH-3 

| would like complete information about the 

possibility of teaming up with Texaco as a Dis- 

tributor of Fuel Chief Heating Oil. 

NAME 

STREET 


CITY 


STATE 
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h. No member, officer, or director of the 
Institute nor member of the Committee may 
require from the President of the Institute 
the disclosure of the confidential data on 
the sales or contributions of participating 
refiners. 

i. In the event that the Committee of 
Participating Refiners is reliably informed 
that one-half or more of the local market 
volume of domestic heating oils is sold 
directly to consumers by refiners or their 
wholly-owned subsidiaries, the Committee 
may request representatives of the refiners 
active in that market to recommend a basis 
of support other than the customary equal 
sharing of contributions as _ prescribed 
herein. 

The Committee of Participating Refiners 
shall be headed by a Chairman who shall 
be the chief executive of the Committee 


and shall preside at its meetings. 

He shall be appointed by the participat- 
ing refiners. 

The Managing Director shall be the op- 
erating officer of the Committee and shall 
be responsible for the execution of the pro- 
grams inaugurated by the Committee. He 
shall approve the disbursing of the funds 
only upon proper vouchers and shall give 
a bond for such sum as is determined by 
the Committee. 

Financial reports shall be made period- 
ically as determined by the Committee 
showing only the total of funds received 
from participating refiners and funds spent 
for advertising and promotional programs. 
An annual financial report shall be fur- 
nished to the Committee prepared by a cer- 
tified public accountant to be appointed by 
the Chairman of the Committee. 


WIX OIL BURNER FUEL FILTERS 
SPEED SERVICE AND CUT COSTS 


In and out in 5 minutes or less! That adds 
up to more calls per day—and shat means 
money! Service calls that include chang- 
ing ordinary filters take a lot of time—not 
to mention cleaning up the mess on the 
floor. With a WIX Spin-on Filter—there’s 
no mess...a twist of the wrist and the 


old one’s off...another twist and the new 


WIX Filter is on! 


The WIX Spin-on Filter has everything 


Exclusive POROSITE 
pleated paper filtrant with 
228 square inches of fil- 
tering surface. 


...extra capacity to cut down call backs... 


filtration to capture even microsopic con- 
tamination...exceptional flow character- 


Easy to convert from old 
style, time wasting filters. 


istics...even a safety locking feature to & 


discourage tampering. 


Ix all boils down to serving the customer 


Removes even microscopic 
contaminants ... up to 120 
gallons per hour gravity 


better — speeding up service and — 
INCREASING YOUR PROFITS. Install 


WIX in every home you serve! 


OIL BURNER 


® 


FILTERS 


WIX CORPORATION - GASTONIA, N. C. 


ving @ 
fuel oil filtration, 


WRITE 
«ect and W 
pe particulars by re 


turn mat 


in Canada: Wix Corporation Ltd., Toronto 
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EQUIPMENT-TECHNICAL DIVISION 


Section 1. The Equipment-Technical Di- 
vision shall be governed by an Advisory 
Council, the chairman of which shall be 
the chairman of the division. Its members 
shall consist of the following: 

Each equipment manufacturer member— 
one (1) representative. 

Refiner members—ten (10) representa- 
tives, designated by the Board of Directors. 

Marketing-Distribution Division — ten 
(10) representatives, designated by the 
Board of Directors. 

Section 2. Activities of the Equipment- 
Technical Division 

(a) Development and maintenance of 
such educational programs that are neces- 
sary to the welfare of its members. 

(b) The study of codes and ordinances; 
recommending changes and promulgating 
codes and ordinances for the benefit of the 
oil burning industry and the public. 

(c) The maintenance and development 
of standards concerned with the testing, de- 
velopment and operation of oil burning 
equipment and/or accessories that may be 
involved therein. In addition, to cooperate 
with government, state and municipal agen- 
cies or departments involved with standards 
having to do with the technical operation of 
equipment. To work in conjunction with 
and cooperate with such testing and label- 
ing agencies as the Board of Fire Under- 
writers, in order to maintain proper stand- 
ards, procedures, and tests provided for the 
specific performance of equipment. 


RESEARCH DIVISION 


Section 1. The Research Division shall 
be governed by an Advisory Council, the 
chairman of which shall be the chairman 
of the division. Its members shall consist 
of the following: 

Refiner members—fifteen (15) repre- 
sentatives, designated by the Board of Di- 
rectors. 

Manufacturer members—five (5) repre- 
sentatives, designated by the Board of Di- 
rectors. 

Marketing-Distribution Division—five 
(5) representatives, designated by the 
Board of Directors. 

Section 2. Activities of the Research 
Division 

To conduct basic research relative to oil 
burning equipment and new uses for fuel 
oil; to collate and disseminate information 
as to the work being carried on in various 
laboratories in the industry. 


GENERAL (pertaining to all Divisions) 


Section 1. The Chairman of each divi- 
sion shall be appointed by the members of 
each Advisory Council. 

Section 2. Advisory Council members 
shall hold office for two years or until their 
successors shail be elected and qualify. 

Section 3. Advisory Council vacancies 
shall be filled by the chairman of the 
respective Advisory Council for the unex- 
pired term. 

Section 4. Advisory Council members 
shall each have an alternate designated by 
his Chapter, corporation or firm whose 
name shall be registered with the Secretary 
of the Institute and who may attend the 
meetings of the Advisory Council represent- 
ing the regularly elected member in his 
absence, and have all the rights and powers 
of the member whom he represents. 

Section 5. Each Advisory Council shall 
transact the business of its respective divi- 
sion and shall deal with policies, planning, 
finance and other matters. 
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HiL-W AUR ELIMINATOR 


White area shows where 
air eliminator (enlarged at 
right) is located in boiler 
section. 


QO. ‘Eliminaire’’ is integral 
° part of section casting. 
Baffie diverts rising air 
bubbles into pipe leading 

to expansion tank. No ex- 
ternal apparatus required 

to separate water and air. 


Here’s another pentihiitin Stinderd exclusive—a 
revolutionary improvement in boiler design that will 

cut your costs and increase your profits. The popular 
Arcoleader packaged oil boiler is now equipped with the 


‘Eliminaire’’—a built-in air eliminator—AT NO EXTRA COST! With the ‘‘Eliminaire,”’ there is no 

need to purchase a separate air-eliminating device for the system . . . no additional installation 

time to reduce profits. There are no more expensive, time-consuming call-backs due to com- 
plaints caused by air in the heating system. Get all the cost-cutting facts from 
your American-Standard distributor or write American-Standard Plumbing 
and Heating Division, 40 West 40th Street, New York 18, New York 


Awenncan Standerd and Standard” ove vademarks of Amencan Radiator & Standard Sanitary Corporaton 


Amenrican-Standard 


PLUMBING AND HEATING 


Arcoleader Oil Boiler 


eloil 





. . «+ Merger Plan 


« Section 6. The Advisory Councils shall 
meet at least three (3) times a year; one 
6f which shall be in conjunction with the 
annual meeting of the Institute. 

Section 7. Special meetings of the Ad- 
visory Councils may be called by the chair- 
man or by any twenty (20) per cent of 
the members of the division on 10 days’ 
notice, written or telegraphic, giving the 
time, ‘place and purpose of such meeting. 
No business except that stated in the cal] 
may be transacted without the consent of 
every member of the Advisory Council. 

Section 8. At all meetings of Advisory 
Councils a quorum shall consist of one- 
third of their members. 

Section 9. Each division shall engage in 
such other functions and activities as shall 
be_assigned to it from time to time by its 
Advisory Council or the Board of Directors. 


Section 10. Each division shall promul- 
gate its own Rules and Regulations for the 
operation of the division, including election 
of its Advisory Council, officers and ap- 
pointment of committees, and when so 
promulgated and approved by the Board 
of Directors of the Institute, they shall 
have the same force and effect as By-Laws. 
Such Rules and Regulations, however, may 
not contravene or contradict the Constitu- 
tion and By-Laws of the Institute. An- 
nouncement of Rules and Regulations, 
adopted by the Advisory Councils of the 
divisions after they have been approved 
by the Board of Directors of the Institute, 
shall be given to the membership in writ 
ing, together with a notification of the date 
on which they shall become effective. 

Section 11. Each division shall operate 


under a Managing Director who shall be 


the operating head of the division, respon- 
sible to the President. He shall be responsi- 
ble for the carrying out of the policies, 
programs and activities as adopted by the 
Advisory Council and shall direct all em- 
ployees of his division. He shall perform 
such other duties as may be required by the 
Constitution and By-Laws, as well as the 
Rules and Regulations of the division. He 
shall prepare and submit to each meeting 
of the Advisory Council a written statement 
of progress of programs and activities prev- 
iously adopted by the Council 


B-IV. SUSPENSION OR EXPULSION 
The Board of Directors may suspend or 


expel any member or associate for non- 
payment of dues or for violation of the 


Constiution or By-Laws or any rule or 
regulation duly ado by the Board, or 
for any conduct tending to reflect unfavor- 
ably on the Institute or the Industry. In 
the event that membership of any Chapter 
of the Marketing-Distribtuion Division is 
terminated for any reason w er it 
shall eliminate from its name the words 
or the 
initials and it shall in no way claim affilia- 
tion with the Institute. 


B-V. OFFICERS 








SMALL 
CHANGE 


Section 1. The officers shall consist of a 
Chairman of the Board of Directors, 2 Vice- 
Chairmen, President, one or more Vice- 
Presidents, Secretary and a Treasurer and 
such other officers as the Board of Directors 
may from time to time designate. The 
Chairman of the Board of Directors shall 
be elected by the Board of Directors from 
their members at the meeting immediately 
following the annual meeting and shall 
serve for two years or until his successor 
is elected and qualifies. The President, 
Vice-Presidents, Secretary and Treasurer 
shall be appointed by the Board of Direc- 
tors and shall serve during the pleasure of 
the Board. The Chairman of the Board 
shall be a person in a management position 
either individually or with member com- 
panies in the Equipment-Technical Divi- 
sion, Marketing-Distribution Division or 
the Promotion-Communications Division. 

Section 2. All officers except the Presi- 
dent, Vice-Presidents and Secretary shall 
serve without compensation. The President, 
Vice-Presidents and Secreary shall receive 
such compensation as may be determined 
from time to time by the Board of Direc- 
tors. The same person may be President 
and Treasurer. 


Noisy pumps are a nuisance. 

And, one of the toughest 

noises to solve is the one caused by 

cavitation . . . the result of “‘pulling”’ a liquid 

until it comes apart. This forms liquid voids (bubbles) that 
collapse with a bang when they hit high pressure at the pump 
discharge. Blackmer reduces this cavitation noise and 
vibration with a small but important design change (special 
grooves) in the cylinder which cause the bubbles to 
collapse more gradually and quietly. Extras like this make 
Blackmer pumps favorites of fuel oil dealers everywhere. 


Write for Bulletin 200. 
co truck pumps 
(MER / pump 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “Pumps” in the Yellow Pages 


B-Vi. NOMINATION AND ELECTION 


of officers and executive Committee 


Section 1. Nominations. The Nominat- 
ing Committee appointed in accordance 
with the provisions contained in Article 
B-VIII, Section 1, of these By-Laws, shall 
also select one qualified candidate for each 
elective office, provided for in Article B-V, 
Section 1, of these By-Laws, and shall fur- 
ther select qualified candidates for members 
of the Executive Committee as provided for 
in Article C-III of the Constitution and the 
Nominating Committee shall file its report 
with the Secretary on or before —————. 
The Secretary shall send a copy of this re- 
port of the Nominating Committee to the 
members of the Board of Directors with 
the notice of the annual meeting. 

Section 2. Election. At the meeting of 
the Board of Directors, immediately fol- 
lowing the annual meeting, the Chairman 
of the Nominating Committee shall nomi- 
nate the candidates selected by his Commit- 
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now! 
A NEW OPERATOR 


by the originators 
of cable control in 1933 
for truck tanks* 


Now, Philadelphia Valve offers a new cable control 
operator which is more compact, more rugged and 
weighs only half as much as our previous model. 
Side frames are of heat-treated aluminum with steel 
cross braces. Levers are of malleable iron, shorter 
and heavier in section, with oilless bronze bearings. 
Malleable iron offset links can be attached to either 
one of two holes providing cable movement of 1% 
in. for older types of emergency valves or 2 in. for 
newer larger valves. 











Other outstanding features of this new 








operator include the following: 





@ Fusible link that will melt in case of fire, permitting a spring- 
loaded trip mechanism to close the valves. 


Provision for manual tripping from two or more remote points 


The end frames are provided with slots so that the operator can 
be converted into a selective type simply by adding a slotted bar 
that slides into the slots 


Adaptable to pulley operation when desired (ball bearing pulleys 
are available) 


In any size frame from 1 to 10 compartments (5-compartment 
operator is only 8 1/8 in. wide x 103/16 in. deep x 1511/16 
in. high and weighs only 14.4 Ib.) 




















Operator can be ted in any 


Send for detailed information and prices *U.S. Potent No. 1,932,972 





PHILADELPHIA VALVE COMPANY 


ARAMINGO AVENUE AND EAST TIOGA STREET, PHILADELPHIA 34, PA. 


DISTRIBUTORS 


NORTHEASTERN PETROLEUM SERVICE & SUPPLY, INC., 37 BROOKLEY ROAD, JAMAICA PLAIN 30, MASS. « OIL MARKETING EQUIPMENT 
COMPANY, 325 FREMONT STREET, SAN FRANCISCO 5, CALIF. e HOWARD SUPPLY COMPANY, 5125 SANTA FE AVENUE, LOS ANGELES 11, CALIF. 
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PRINTED FORMS + + See oe : | | 
NNT OPERATION AIDS tee in accordance with the preceding Sec- vision. He shall be responsible to the 


tion, after which an opportunity shall be Board for the properties of the Institute 
Eor Immediaia akiaknal | given for additional nominations from the and their maintenance. He shail perform 
0 eee P floor. A majority vote of the Directors pres- such other duties as may be required by 
ent shall constitute election. law, the Constitution or By-Laws of the 
Check — you are interested in. ' 


Institute or by resolution of the Board of 
Attach to your letterhead, mail for ; B-VIl. DUTIES OF OFFICERS 


Directors. He shall prepare and submit to 
information, prices, FREE SAMPLES: 4 each regular meeting of the Board of Di- 
(0 Degree Day Cards 


Section 1. Chairman of the Board. The rectors a written statement on progress of 
Chairman of the Board shall preside at all programs and activities, previously adopted 
C1 Service Order | [] Telephone Call meetings of the Institute and of the Board by the Board or he may request the Chair- 
(CD Service Ticket C) Inter-Office of Directors; shall be a member ex officio men of the divisions, or others, to report 
Siekai: Gaeted Correspondence of all regular and special committees and on progress of programs, projects and ac- 
C} Sersten, Socee OC EZE Stick Pressure councils and shall perform the other duties tivities previously authorized by the Board. 
Cord Sensitive Lobel * usual and customary to such office or such He may present recommendations to the 
(CD Daily Record of as shall be designated by the Board of Di- Board members from time to time. 
Deliveries C Price Charts rectors Section 4. Vice-President. = the gee 
: Section 2. In the event of the absence or of the absence or temporary disability 
CD) Service Dept. | CI ae Tomp. temporary disability of the Chairman of the President, a Vice-President as designated 
Record Th a the Board of Directors one of the Vice- by the Executive Committee, shall exercise 
Authorized Chairmen as designated by the Board sha all the powers an tform all the duties 
oO 5 h d i by the Board shall il the pc d perf li the duti 
Receipt (0 Safety Sidewalk exercise all the powers and perform all of the President during such absence or dis- 
C Door Knob Caution Signs the duties of the Chairman of the Board ability. A Vice-President shall also be the 
Notice Cord * | [) Sort-O-Matic Rack 
oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump) 





during such absence or disability. In the Managing Director of a division and shall 
event of the death, resignation or perma- perform all the duties as prescribed as such 
nent disability of the Chairman of the Managing Director. 
Board or any other elective officer such Section 5. Secretary. The Secretary shall 
vacancy shall be filled for the unexpired keep minutes of the meetings of the In- 
term at any regular or special meeting of stitute, the Board of Directors and the Ex- 
the Board of Directors. ecutive Committee. He shall perform such 
Section 3. President. The President shall other duties as may be required by law, 
be the operating executive officer of the the Constitution or By-Laws of the Institute 
Institute, and shall be responsible for the or by resolution of the Board of Directors. 
carrying out of programs and activities as Section 6. Treasurer. The Treasurer shall 
adopted by the Board of Directors and shall receive all monies of the Institute and de- 
direct all subordinate officers and/or em- posit the same in the name of the Institute 
ployees. He shall also direct and supervise in such bank or banks as may be approved 
all personnel and activities involving public by the Board of Directors. He shall give 
: : relations programs through all media to a bond for such sum and with such secur- 
DEGREE DAY SYSTEMS provide an enlightened public understand- ities as shall be approved by the Board of 
:T.. WOODSIDE 77, N ing of oil burning, including newspapers, Directors, He shall disburse the funds of 
magazines, n motion pictures, radio and tele- the Institute only on proper vouchers and 


#Allow 2 weeks to imprint your copy. 





‘STOP TANK LEAKS 
ee -PERMANENTLY 


IN 30 MINUTES 








FIVE YEAR GUARANTEE 








With SID HARVEY’S 


TANK BOTTOM 


MADE OF MODERN FLEXIBLE ALUMINUM 
Seals entire bottom of any 275 gallon vertical oil tank. 








Stop tank leaks in one service call. 





VAN 
AVAILABLE AT 50 SID HARVEY STORES OR BY MAIL MLEN STREAM, HEW YORK 





FOR HEATING — COOLING 


Here’s the new Series 888 RIMSET thermostat with its 
newest feature . . . separate temperature selection scale and 
thermometer scale! This is the one thermostat unit that 
handles 12 different heating and cooling functions. You 
just stock variables of the subbase . . . the same thermostat 
simply plugs onto any one of the subbases. Remember .. . 
RIMSET is easiest-to-set, easiest-to-read, simply dial the 
rim, the dial face remains stationary! 


quality thermostats .. . take 
your choice for heating, cooling 
or heating-cooling jobs! 














Nathan 


FOR HEATING ONLY 


. trim, thin-line Type 820 room thermostat 


FOR LINE VOLTAGE HEATING 


All-new, Type 822 line voltage heating thermostat fea- New .. 


tures unique, easy-to-use, locking-type temperature 
selector knob. Extras include a built-in but concealed 
adjustable high limit stop . . . low operating differ- 
ential . . . large terminals on back of thermostat for 
easy wiring. Models also for cooling or heating-cooling. 


with the dependable quality you expect and get from 
Penn. It features easy-to-read slide-set dial and sepa- 
rate thermometer scale . . . snap-acting contacts .. . 
ring-type heat anticipator. Easy to install and wire 
. . . requires no mounting bracket, no leveling. 


Learn more about these better thermostats, ask your wholesaler or write to Penn. 


PEM CONTROLS, VC. cscs, sian 


EXPORT DIVISION : 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 





Superior Filtering for all 
Oil Burning Equipment! 


Klett w:cx0 


FUEL OIL FILTERS 


There's o Kiemm Fuel 
Filter for every standard 
burner using No. | and 
2 fuel oil. Your choice... 
metal or glass bowl. 
“Millions Since 1932." 
1. Practically no flow 
resistance—trvue 
depth filtration. 
. Simplified construc- 


FF-430 U/L FF-430G 


| audit made 
to be submitted to the Board of Directors 





SS mere en 
tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency. 

~All parts...Hi- 


PK-150 U/L Chrome and Brushed 
‘ine. 
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element o - 


Division of 


| appointed shall 


| (20) candidates, from the 
Communications 





. Merger Plan 


shall account therefor to the Board of Di 
rectors whenever required to do so. He 


| shall prepare and submit to each regular 
| meeting of the Board 


of Directors and the 
Executive Committee, on request, a written 


| statement showing the financial condition 


of the Institute. He shall have an annual 
by a certified public accountant, 


| B-VIII. BOARD OF DIRECTORS 


Section 1. Nomination. The Chairmen 
of the Advisory Council of the Marketing- 
Distribution Division, the Promotion-Com- 
munications Division and the Equipment- 
Technical Division shall appoint six (6) 
members of the Marketing-Distribtuion Di- 
vision, six (6) members of the Promotion- 


| Communications Division and three (3) 


members of the Equipment-Technical Di- 
vision, and the fifteen (15) members so 
become the Nominating 
Committee of the Institute. The members 
of this Committee shall select from the 
Marketing-Distribution Division twenty 
Promotion- 
Division twenty (20) 
candidates and from the Equipment-Tech- 
nical Division ten (10) candidates for 
membership to the Board of Directors of 


| the Institute. The names of the fifty (50) 
| candidates selected shall be filed with the 
| Secretary of the 
| Shall send a copy of this report of the 


Institute. The Secretary 


Nominating Committee to the members 


| of the Institute with a notice of the annual 
| meeting. At the annual meeting the Chair- 


from the floor. A nomination from the 
floor shall require a seconder. Provided 
there is a quorum, as required in Article 
B-IX, Section 3 of the By-Laws, a majority 
vote of the members present in person or 
by proxy shall constitute election to direc- 
torship. 

Section 2. Election. The Board of Direc- 
tors shall consist of fifty (50) representa- 
tives of members of the Institute in good 
standing, not more than one of whom 
shall be elected from any member firm, 
not more than twenty (20) of whom shall 
be elected from the Marketing-Distribution 
Division; not more than twenty (20) shall 
be elected from the Promotion-Communi- 
cations Division and not more than ten 
(10) of whom shall be elected from the 
Equipment-Technical Division. 

At the annual meeting next held after 
the adoption of this Constitution and By- 
Laws, there shall be an election by ballot 
for fifty (50) directors of the Institute 
each of whom shall be elected for a two- 
year term or until his successor is elected 
and qualifies. 

Section 3. Alternates. Each director may 
name another member of his own firm, 
corporation, or Chapter as his alternate 
who may attend the meetings of the Board 
of Directors, representing the regularly 
elected director in his absence and having 
all the rights and powers of the director 
whom he represents, provided notification 
in writing is given to the Secretary prior 
to the meeting. 

Section 4. Power. The Board of Direc- 
tors shall transact all business of the In- 


KLEMM AUTOMOTIVE PRODUCTS COMPANY man of the Institute shall nominate the 
1722 Worth Damen Avenue * Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Ltd., Toronto 


stitute and shall have custody of its property 
candidates selected by the Nominating and funds. It shall elect and appoint all 
Committee, after which an opportunity the various officers of the Institute and 
shall be given for additional nominations Managing Directors as herein elsewhere 








RMC Joins 
American-Standard” 





floret 
AIR VELOCITY 
INDICATOR 


Takes guesswork out of 
checking the operation of 
forced air heating, cooling 
and ventilating installa- 
tions. Use it to: 


For years you’ve known all about 
the Rochester Universal fuel oil 
tank gauge and its outstanding 
performance record. 

You know, too, about the 
automatic heating controls 
produced by the American-Stand- 
ard Controls Division, Detroit 
plant. 

Now, Rochester Manufacturing 
Company has become affiliated with 
American-Standard, and we’re known 
as Rochester Instrument Plant of the 
American-Standard Controls Division. 

Rochester Universal gauges have taken their place 
alongside the products of the Division’s plant at 
Detroit, and at Stratford, Conn. Investigate the full 
line of products manufactured by the Division. 
Write American-Standard Controls Division, VY 


Rochester Instrument Plant, 8 Rockwood St., 
American-Standard 


Rochester 10, New York. 
CONTROLS DIVISION 


¢ Check air flow at regis- 
ters, grilles, diffusers, 
convectors, 
Spot objectionable air 
movements in rooms. 
% Detect leaks around 
doors and windows. 
¢ Check air flow in display 
cases, reach-in refrigera- 
tors, walk-in coolers, etc, 
The ideal pocket-size air velocity indicator; 
direct-reading; can be used for checking = 
flow through openings as small as %4 
diameter. Range 0-1000 ft./min. Supplied 
with pocket case. 
BACHARACH INDUSTRIAL INSTRUMENT CO. 
200 N. BRADDOCK AVE. @ PITTSBURGH 8, PAL 


$12.90 


FACTORY NET 


RUSH sercils on FLORET Air Velocity indicator to 


NAME_ 





COMPANY__ 
STREET ADDRESS 
CITY & STATE__ 











4 REASONS WHY DELAVAN NOZZLES MAKE BETTER FIRES! 


1. Delavan’s orifice insert is made sepa- 
rately and pressed into the nozzle 
body. Since this insert forms the 
two most important parts of the 
nozzle, the orifice and the swirl 
chamber, it is very important that 
it be precision made, in a separate 
manufacturing step. 


2. The Delavan distributor automatically 
centers itself when it is tightened up 
against the orifice insert. The dis- 
tributor is separate from the screw 
pin, crimped in loosely so it won’t 


fall out. When tightened it is free to 
center itself in the swirl chamber 
perfectly. This accurate method of 
aligning the internal parts of your 
nozzle assures better, more uniform 
performance from Delavan nozzles. 


3. Delavan manufactures the only Bi- 
Metal nozzle in the industry. Stain- 
less steel where it’s needed, in the 
orifice and distributor and brass for 
the body. The perfect combination 
for better performing, longer lasting 
nozzles. 


ol 


4. Delavan’s sintered filter does a more 
uniform filtering job, because of its 
domed shape. The layers of filtering 
powders are the same thickness all 
over the dome. This also helps the 
nozzle live longer. 


In addition to these four exclusive 
features, Delavan nozzles are 100% 
flow tested at the factory. They are 
individually checked for capacity, 
spray angle and quality of spray. 
That’s why more servicemen every 
day are insisting on Delavan. 


5 DELAVAN 
Manufactaring Company 


Canedian Representative—Ontor, Ltd., 12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 
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i THERE'S ONLY 


THERMOLOK-ADAPTO 


j IGNITION TRANSFORMER 


Check these THERMOLOK-ADAPTO advantages: 


@ Reduces Inventory space and costs 

* ble to 80% burners serviced 

e to prevent radio or TV interference 
4 @ Eliminates temporary hook-up and callbacks 


@ Takes all standard terminal fittings 


DOES THE JOB OF 12! 


@ Mid-Point grounded 

@ Has 3 sets of terminals 

@ Competitively priced 

@ U.L. and C.S.A. approved 
@ Guaranteed 18 months 


These advantages speak for themselves. Available in 115V or 220V—see your local 


jebber today! 


THERMOLOK MANUFACTURING CO., INC. > 
; 10998 Tulip Ave., Franklin Square, Long Island, N. Y. 








provided. It may by resolution adopt such 
By-Laws, Rules and Regulations for the 
government of the Institute as may be con- 
sistent with the provisions of law and the 
Constitution. All such By-Laws, Rules and 
Regulations shall be duly recorded in the 
minutes of the Board, and a copy thereof 
sent to each member of the Institute. Sev- 
enteen (17) members of the Board shall 
constitute a quorum for the transaction of 
business at any meeting. 

Section 5. Executive Committee. The Ex- 
ecutive Committee shall be fifteen (15) in 
number elected by the Board from mem- 
bers of the Board, six (6) of whom shall 
be from the Marketing-Distribution Divi- 
sion, six (6) of whom shall be from the 
Promotion-Communications Division and 
three (3) of whom shall be from the 
Equipment-Technical Division. The Execu- 
tive Committee shall serve at the pleasure 
of the Board and shall transact the business 
of the Institute and have all the powers of 
the Board of Directors during the intervals 
between the meetings of the Board. A ma- 
jority of the Executive Committee shall 
constitute a quorum at any meeting of the 
Committee. 

Section 6. Meetings. The Board of Direc- 
tors shall meet at least three (3) times 
each year. The first meeting shall be im- 


mediately after the election of the Board 
at the annual meeting. The second meeting 
shall be approximately six months later. 
The third meeting shall be immediately 
preceding the annual meeting. 

Special meetings of the Board may be 
called by the chairman of the Board or 
by any five (5) members of the Board on 
ten (10) days’ written or telegraphic no- 
tice giving the time and place and the 
purpose of such meeting. Such meeting 
shall be held in the City in which the 
Institute has its principal office and no 
business except that stated in the call may 
be transacted without the consent of every 
member of the Board. 


B-IX. MEETINGS OF THE INSTITUTE 


Section 1. Annual Meetings. There shall 
be an annual meeting of the Institute on 
ap: memeninn: WG som in each year 
for election of members of the Board of 
Directors and for receiving the annual 
reports of officers, directors and committees 
and the transaction of other business. If 
the day designated falls upon a Sunday or 
a legal holiday the meeting shall be held 
upon the next succeeding secular day not 
a holiday. Notice thereof shall be sent to 
each member by mail at his last known 





leakproof... 
buna-N 


O-Ring Sea! and races 


\\\\A\A\\ 


Valves. Couplings, Specialty Products for Handling 
Hazardous Liquids 


swivels easy... 
steel ball bearings 


won't pull apart... 


steel snap rings 


address as it appears upon the records of 
the Institute at least ten days or not more 
than forty days before the date of the 
meeting. 

Section 2. Special Meetings. A special 
meeting of the Institute may be called by 
the Board of Directors and shall be called 
by the Secretary at the request of twenty- 
five (25) per cent of the voting members. 
Notices of special meetings stating the place 
and purpose thereof shall be given to each 
member by mail in like manner as notices 
of annual meetings. Such special meetings 
shall be held in the City in which the 
Institute has its principal office and no 
business may be transacted except that stated 
in the call. 

Section 3. Quorum. Fifty (50) per cent 
of the members of the Institute in good 
standing shall constitute a quorum at all 
meetings and the majority vote of the 
members present shall be sufficient to take 
any action except for the amendment of 
the Constitution and By-Laws. 

Section 4. Proxies. Any member of the 
Institute may vote at any regular or special 
meeting thereof by member’s duly accred- 
ited representative or by proxy duly signed 
by him and running to any other member 
or members thereof, or to any other rep- 
resentative of his Chapter, corporation or 


NEW 2s. SWIVEL 
with BALL BEARINGS 


It’s the new OPW 20 Swivel . . . swivels easy—real 
easy. Has precision steel ball bearings and races. 
OPW 20 on a nozzle is like power steering on a car 


—gives smooth, effortless control. Leakproof (guar- 
anteed!) Won’t pull apart (that’s guaranteed, too). 
You'll never have to repair it—there’s a factory 


rebuilt swivel exchange program. A good deal. De- 
tails in Bulletin NP-20. Write today. 


OPy CORPORATION 


2723 Colerain Avenue—Cincinnati 25, Ohio—KI 1-5400—TWX Cl-415 
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The LeFebure Degree Day accounting system was 
created exclusively for the bulk fuel business. Degree 
Day accounting tells you simply and systematically 
exactly when to refill each customer’s tank. And the 
system provides your customers with an adequate 
reserve. 


This accounting system is so very simple to operate 
that even a new employee will quickly become skill- 
ed in its use. 


Degree Day accounting is, in actual operation, far 

more than an efficient accounting system. It is a 

business administration system which can efficientl 

control every phase of your business operation. Bulk 

fuel companies using the LeFebure Degree Day sys- 

tem have shown lower — ting costs, tighter ad- 
t 


ministrative control and ter customer service. 


LeFebure is a subsidiary of 


eloil 


For literature illustrating why bulk fuel companies 
have enjoyed these benefits with LeFebure Degree 
Day programming . . . and how this system will work 
for you, write today to LeFebure Corporation, Cedar 
Rapids, Iowa. 


BUSINESS SYSTEMS AND EQUIPMENT 


Craig Systems, Incorporated 


109 








. . «+ Merger Plan 


firm. Such proxy may be general or may 
be limited to a specific matter. 


B-X. OFFICES OF THE INSTITUTE 


The Headquarters of the Institute shall 
be at New York City. At such headquarters 
the President, Vice-President, Secretary and 
Treasurer shall have their offices and the 
different departments of the Institute shall 
be maintained. 


B-X!I. COMMITTEES 


Section 1. Appointment. Term and Du- 
ties. Except as provided for in the Con- 
stitution and/or these By-Laws, or by action 
of the Board of Directors, all Committees 
shall be appointed annually by the Presi- 
dent. Committees shall serve until their 
successors have been duly qualified or until 
they are themselves discharged. The duties 
of all Committees shall be as set forth in 
the Constitution and By-Laws and as shall 
be defined by the instruction they will re- 
ceive from time to time from the Board of 
Directors or the President. All Committee 
reports shall be submitted in writing either 
to the annual meeting or to the Board of 
Directors or the Secretary and until such 
reports have been accepted by the Board of 
Directors, they shall be held confidential. 

Section 2. Standing Committee. There 
shall be Standing Committees appointed as 
follows: 

1. Awards Committee 
2. Constitutional 

3. Membership 

4. Time and Place 

Section 3. Special Committees. Special 
Committees may be appointed at any time 
by the President. 


The “Extra” 


your customers will gladly buy! 


A quality product by 


B-XIl. ORDER OF BUSINESS 


Section 1. The following shall be the 
— of business at all regular meetings of 
he Institute, the Board of Directors or the 
i xecutive Committee 
1. Roll Call 
2. Opening of Meeting 
Reading of Minutes 
Report of Officers 
Elections 
Reports of Divisions and Commit- 
tees 
Other Business 
8. Adjournment 
Section 2. Roberts’ Rules of Order shall 
govern the deliberations of all meetings of 
the Institute, the Board of Directors, and 
the Executive Committee, insofar as the 
same are not covered by the Constitution 
and/or these By-Laws 


B-XIIl. CONVENTION AND EXPOSITION 


Exposition. If and when it shall be 
deemed advisable by the Board of Directors 
to hold a Convention and Exposition, such 
Convention and Exposition shall be at the 
time and place of the annual meeting of 
the Institute 


B-XIV. PUBLICATIONS AND PAPERS 


The papers and publications of the In- 
stitute shall be issued in such a manner as 
may be authorized by the Board of Di- 
rectors 


B-XV. INSIGNIA 


The official insignia or symbol of the 
Institute shall be as designated by the 
Board of Directors 


B-XVI. CORPORATE SEAL 


The Institute shall have a corporate seal 
bearing the words: “ 


B-XVII]. AMENDMENTS TO THE BY-LAWS 





These By-Laws may be amended or 
changed at any annual or Special meeting 
of the members of the Institute, provided 
that 30 days prior notice of the proposal 
to amend or change the same shall have 
been contained in the notice of the meet- 
ing. At any such meeting, any amendments 
or changes in the By-Laws may be adopted 
by the affirmative vote of not less than 
two-thirds (2/3) of the entire membership, 
voting in person or by proxy. 


\ 
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Jet-Heet, Inc. expands 
Manufacturing Facilities 


JET-HEET, INC., Englewood, N. J., has 
leased a 10,000 square foot modern 
industrial building, to be known as 
Plant #2. The new facility will manu- 
facture components for the firm’s year 
round airconditioning systems. 

The new plant will also be used as 
a showroom and as a sales and service 
training school. Jet-Heet's offices, re- 
search and development and other as- 
sembly will remain at the company’s 
offices in Englewood. 


NEWI Rectorseat-5 


Thread and Gasket Sealing Compound 
Slow dry — soft set. 


Dopes more joints per dollar . . 


leaks at all pressures. 
dry out or skin over in the open can. Write 
for Sample. 


.« Prevents 
Won't settle, harder., 


(if fast dry—soft set compound 
is desired use Rectorseal #2) 


RECTORSEAL 
Dept. O 


2215 Commerce St., Houston 2, Texas 


RECTORSEAL:5 


THE POSITIVE LEAK PREVENTER 








APPLIED MECHANICS COMPANY 


8 | CONGRESS STREET 


BOSTON 


MASS 


HAY WARD 


Rotary Atomizing Burners 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 


Y, to 12 Gph 


¥%, to 10 Gph 


Write for franchise information: 


HAYWARD OIL BURNER CORP. 
125 Winter ne Taunton, Mass. 
h Office: 
86 Rirkions St, Cambridge, Mass. 











Burroughs F 200 Accounting Machine 
keeps records up to date every day 
despite 25% increase in accounts 





The scene: The 1,500-account fuel oil dealership of W. G. Sterner 





& Son, Abington, Pa. The job: Degree day ac- 
counting—accounts receivable, sales and delivery 
analysis, accounts payable and general ledger. 


The equipment: Burroughs F200 Sensimatic 





Accounting Machine. The results, in the words of owner W. G. 





Sterner: “Our Burroughs Accounting Machine has kept our entire 
operation up to date every day despite a 25% increase in accounts 
over the past 5 years. It has leveled peak loads and virtually elimi- 
nated duplication of effort. The accuracy and timeliness of the 
management facts furnished by our Burroughs equipment enable us 


growth efficiently.” 
Burroughs and Sensimatic—TM’s 


Join the many successful 
fuel oil dealers helped to 
new accounting efficiency by 
Burroughs Corporation. What- 
ever your problem we offer you 
experience and capabilities in 
ystems analysis to solve it. 
And we have the equipment, 
from adding machines to elec- 
a iter systems, to 
lution work. Call 
rby branch now. Or 

roughs Corporation, : ss 

Detroit 32, Michigan. Sas 

EUNICE M. DORWART 


Burroughs Corporation 
“NEW DIMENSIONS | in electronics and data processing systems” 


ieloil 





SA VF DELIVERY TIME Ci U T MAINTENANCE COSTS 


with VIKING truck mounting PUMPS 


FIG. 24 
200-300 G.P.M. Packed type pump shown 
with tapped ports 


FIG. 124 
35-50-90-150 G.P.M. 


eeeeeeeeeeeeeeeeeeeeeeeeeeee 


If you're a truck operator, who wants good service for years plus the right 


capacity to meet your needs, Viking truck mounting pumps 


you. They're dependable! Ask the man who operates a Viking pump- 
equipped truck. Capacities from 35 to 300 G.P.M. available. 


shown with valve on head 


Air moving Manufacturer 
Purchased by Lau Blower 


THE LAU BLOWER CO., Dayton, Ohio, 
has purchased Meier Electric and Ma- 
chine Co., Indianapolis, Ind., to expand 
their line of air moving products. 
Meier, a manufacturer in the propeller 
blade market, also produces residential 
electric heating products. 

In May, Lau purchased Viking Air 
Products, division of Crane Co., Cleve- 
land. With their newest acquisition, 
Lau’s manufacturing and office facilities 
total 563,000 square feet in six plants: 
Dayton; Cleveland; Kitchener, On- 
tario; Irwindale, Calif.; York, Pa.; and 
Indianapolis. 


Packed type pump 


were made for 


. AND WITH VIKING PUMPS YOU ALSO HAVE: 


@ Fast, positive delivery. 


@ Revolvable casing fer handy port 
locations. 8 positions. 


mechanical seal. 
®@ Safety valve on pump 
@ Large mechanical 
@ Integral thrust bearing of sturdy pumps equipped with 
construction. 


. For complete information, write for catalog GEE 


SO) VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, It's ‘‘Roto-King’’ 
Offices and Distributors in Principal Cities « 











__ 
COMPONENTS CO. 


PHONE: PILGRIM 3. 0960 





WW 


eed «9 BLOOMFIELD, N. J. 


IGNITION 


P.O. BOX 423 








5 Basic Standard Type Ignitors . . 
Plus most complete line of 448 special designs 


© IGNITION CABLE © IGNITION TOOLS 
© RAJAH FITTINGS e BUSS BARS 
© PLASTIC “ROLL-UP” KITS © IGNITION ACCESSORIES 


WRITE FOR NEW 1961 DEALER CATALOG 
Engineering Facilities available to OEM 





@ Extra long packing box or 


seal 


brackets for lighter weight. 


See Your Classified Telephone Directory 


Opw Corp. establishes 
Canadian Subsidiary 
head. 

ea sas 
aluminum 


OPW CORP., Cincinnati, Ohio, has an- 
nounced the opening of a manufactur- 
ing plant in Toronto, Canada. The 
name of the new company is Opw- 
Jordan, Ltd. 

The new subsidiary is under the di- 


P ° ° 
_— rection of Charles F. Morris. 





IT'S COLD!! THE MOTOR QUITS 


No Spare in Truck or Shop 
Now Servicemen Carry 


MOTADAPTOR® 


THE UNIVERSAL MOTOR MOUNTING FLANGE 


FITS 
OLD OR NEW 
r0UR MOTORS 


JOBBER 


U. S. PAT. 2510680 


J. B. PRODUCT. 79 Waydell St. 


Newark 5, N. J. 





TONGUE & 
GROOVE JOINTS 
- 

HIGH 
SIDE WALLS 
2 
DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 
2 
PRE-CAST FLOOR 
e 


LITE-CAST 


COMBUSTION CHAMBERS 
QUICK HEAT LONG LIFE 


MONOGRAM has... 


364 Standard Designs and 
sizes of LITE-CAST Insulating 
Refractory Combustion Cham- 
bers for ALL Boilers and AIR SPACE 
Furnaces. BENEATH FLOOR 
-75 TO 23 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4 PA 








RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 


= 


Code No. $-SOS #11 


THE RAJAH CO., 35 Verona Ave., Newark, N.d. 


Code Ne. C/T #11 
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More—more—more details on the 39th Annual Convention 


OIL HEAT INSTITUTE OF AMERICA, Inc. 
Statler Hilton Hotel - Washington, D.C. - April 23-27 


Sunday, Monday April 23-24 


Tuesday, 
April 25 





important Business & Board Meetings 





Technical Division Symposium 
Chairman: Ted Kaufman, Petro Division, Iron Fireman Mfg. Co. 
Speakers: P. R. Dunn, Atlantic Refining Co.—''Burner Service” M. J. Reed, Socony Mobil Oil Co. 


—"Technical Review" Richard Wright, Iron Fireman—"Changes in Heating Oil Specifica- 
tions." A New England Service Man—'"'The Boss and Me.” 





Wednesday, The Popular Dealer Management Clinics—Subjects and speakers include: 


A partial list of the Clinic panelists and their subjects: Dick Morgan, Nassau Oil Co., Princeton, N. J. 

—"Premium Billing—How To Do It—Its Effect On Business—And Customer Acceptance.” Chet Blome, 
Metalbestos Div., Wm. Wallace Co., Dallas, Texas—"New Low Temperature Vent For Oil Burners—And 
What It Means To Your Business." Robert Fawcett, Robert Fawcett & Sons, Cambridge, Mass.—''Increas- 
ing Service Agreement Volume.” M. J. Reed, Mobi! Oil Co.—"Technical Problems That Face The Dealer, 
And What's Being Done About Them." Loren Pearce, Pearce Oil Burner Co., Seattle, Wash., and Presi- 
dent, OHI of Washington—" ‘The Pacific Northwest's Builder Subsidy Program.” Richard Wright, Iron 
Fireman Mfg. Co—"Electric Heat—Its Claims, Its Competitive Threat—And What We Can Do About 
It." Joe Berry, Berry Coal & Oil Co., Greensboro, N. C—"The Advantages Of A Completely Integrated 
Operation." Murray Green, Trageser Copper Works, Jamaica, N. Y.—"How To Sell Oil-Fired Water 
Heaters." Kenneth R. Gifford, Wadleigh's Inc., Augusta, Me.—"Management Attitude And How It Affects 
Your Personnel And Efficiency.” ‘Gil Hiett, Gorman- Rupp Co., Cleveland, Ohio—"How Better Oil Han- 
dling Increases Profits.” William A.-Fluhr; W: A. Fluhr, Inc., Red Bank, N. J.—"The Human Side of Busi- 
ness.” William Briggs, Sr., Valley Oil Co., Middletown, Conn.—a special surprise subject. 


Thursday, 
April 26-27 


Advance Registrations & Reservations 


Send $5 Registration Fee today — to Oil 
Heat Institute of America, Inc., 500 Fifth 


ANNUAL LUNCHEON—Wednesday, April 26 


CHAPTER SE A : 
heen, Vow Yok 2 4. Ce ee CRETARIES: Breakfast and Dinner Meetings 


reservations direct to Statler-Hilton Hotel, COMMERCIAL-INDUSTRIAL SESSIONS—Mon., Tues., Wed.., 
Washington, D. C. Apr. 24, 25, 26. 











U.S.-CARLIN Geaawine 


_ SHELL-HEAD 
Say ~ OIL BURNERS 
74 


| 

| PEDESTAL 

on 

| FLANGE MOUNTED 

} MODELS 
AVAILABLE 


WITHOUT 
DOWN TIME and with UNIT in SERVICE! 


Users’ Reports Tell How OYLTITE-Stik 
can help you 


to make instant repairs on base- 


‘way ahead 
in PROFITS! 


US.-Carlin “SHELL HEAD” oil burners offer you more 


to sell for MORE PROFIT .. . fuel savings as high as 36%, 


ment storage tanks a great time 
saver." : Ay. 
A New York Oil Distributor 


on seams of large oil tanks where 
weld was not perfect.” 
A Wisconsin Fuel Company 


. we punched a hole in the tank 
with an ice pick, then filled the tank 
and plugged the hole with the oil 
running out; it has held for months.” 

A Maryland Contractor 


*. .. to seal small holes of oil storage 
tanks, created through condensation.” 
An Illinois Contractor 


has done such a good job we do 

not want a service man to be with- 
out one." 

A Pennsylvania Heating Company 


". .. to repair leaks in domestic tanks 
inaccessible for repair by other meth- 
ods . . . most satisfactory." 

A Canadian Contractor 


OYLTITE-Stik is one of the best time-savers and trouble-stoppers you can find. 


® See your suppliers for OYLTITE-Stik or write 
direct on company letterhead for free sample. 


& 


LAKE CHEMICAL CO. 


3086 W. Carroll Ave., Chicago 12, Ill. 


eloil 


cleaner firing, the nearest practical approach to perfect 
combustion yet developed in oil heating. 

Tried and proven in thousands of installations over a 
10-year period of U.S.-Carlin manufacture, Shell Head is 
foolproof in design, has no complicated parts to get out of 
order, and is easily adjusted for maximum efficiency. An 
ever-widening popularity is indicated by the fact that over 
half of the U.S.-Carlin oil burners sold today are Shell 
Head equipped. 


your wholesaler for full details of advanced- 

design U.S.-Carlin Shell Head oil burners . . . the 

on with “ iene x > in today’s. BIG peoquse iT 
EXCELS 











THE CARLIN COMPANY 


WETHERSFIELD, CONNECTICUT 








«~ AND OIL BURNER CONTROLS, Send list and prices t© Box Na. 


CORRECL 


CROMWELL’S Fuel Oil Dealer 
Forms: Budget Envelopes, Metet 
Tickets, Invoices . . . make record- 
keeping accurate and easy, Im- 
printed with your name, fast 
delivery, free catalog. 


printery inc. 


CHURCH AT BLEECKER, ALBANY, N. Y. 


FIRE BOX 
fueloil & oil heat 


WANT ADS 


Advertisements are payable in advance 75c a ‘ine; 
minimum charge of 50 for 6 lines or less. 














uls ls 





No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: ¢/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 





TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash, Mail list and price to Box 885. 


SALES EXECUTIVE and/or Salesman, available in the Washington, Baltimore, 
Delaware area. Can handle field men; sell to jobbers and work with them; 
and also to retailers. Has good record—knows all forms of heating and firing 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman. Excellent references. Box No. 1465 


REPAIR THAT LEAKY FUEL OIL TANK with the new miracle fiberglas 
plastic Tank Bond. Apply to the outside of the tank, Put a new bottom in 
an old leaky tank snd make it just as good as new! One can is enough to 
cover the bottom of a vertical 275 gal. tank. $4.05 per can or $45.00 per 
case of 12 cans. Order from Tank Bond, 400 F St. N.E., Washington 2, D. ¢ 


WANTED MANUFACTURERS REPRESENTATIVES TO SELL COMPLETE 
ste BRUSHES TO OIL TRADE, state territory wanted. Write Box 
o. 28. 


DECALS—Service, nameplate or truck lettering and trademark made to your 
order, Easy to apply, uniform, distinctive, economical for smal! or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill. 


WE WILL PURCHASE YOUR SURPLUS INVENTORY OF STOKER GAS, 


1532 


WANTED: Ideas and Patents, on specialty valves and fittings, etc. for the 
ime industry. Universal Valve Company, 409 South Sereet, Elizabeth, 








$1000.°° 
REWARD! 


Assures you of Superiority 
of HIDY Degree-Day Recorder 


Vv Delivers more V Lease it 


Galions Per Mile for $95 
We'll give $1000 to any individual who first brings us 
acceptable proof that any other Degree-Day Recorder 
is more accurate, easier to install and simpler to main- 
tain than the Hidy Degree-Day Recorder. Save up to 
30% of trucking and bookkeeping costs. Leading firms report more gallons 
per delivery; fewer trucks do the same job, using the Hidy Degree-Day 
Recorder and Degree-Day System. 
WRITE FOR BULLETIN FOO3 TODAY! 


HIDY-BROWN RECORDER CO. = S33, FIVE MILE BD. 














KEK-CLEANED 'BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 
STEAM AVOID 
FASTER => AIR LOCK 
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NAMEPLATES FOR CONTRACTORS AND MANUFACTURERS, Now avail- 
able your free 1961 catalog showing identification nameplates, valve tags, 
property tags, pressure-sensitive labels for Oil Burner Trade. Also decals and 
truck signs. Easy to affix. Low cost. Engineer and Code approved. Free samples 
and quotations, Write Seton Nameplate Co., Dept. F-12, New Haven 15, Conn. 


REPRESENTATIVES: Manufacturer of a complete line of heating and cooling 

equipment needs additional representation in the ease, selli direct to dealers. 

Line includes oil and gas fired furnaces, packaged belies, hescboned radiation 

= - conditioning. High commissions and bonus, Reply in confidence to 
x No. 1533. 


FOR SALE—at $79.50 each (f.0.b, Boston)——50 NEW RAY hij/r bele-driven 
oil burners, Model BP-13-000, 21%4 gph cap., PUMP TYPE, with extra com- 
ponents, magnetic valves, strainers, check valves, controls, switches, etc. As 
rec'd from U.S. Govt. Special price on entire lot, JACOB PILVIN, 25 Wales 
Street, Dorchester 24, Mass. Tel: Avenue 2-8805. 


AVAILABLE IMMEDIATELY to Mfgr’s or Oil Co’s. Young (32) married 
man. Complete knowledge of #2 equipment and controls. 14 years exp. as 
service manager, Treas. of oil co., heating installations. Served as instructor of 
oil burning equipment & servicing at Mass. Trades Shops School, Minn, salary 
of $10,0C0O yr. required. Will relocate. Call CAnal 4-2145. P. O, Box 365, 
Manomet, Mass. 


BUDGET PAYMENT PLAN. A complete budget plan for your fuel oil cus- 
toners; tailored to your needs, All forms imprinted with your name and 
address, For free samples, write: CALCULATORS, P. O. Box 1054, Mansfield, 
Ohio. 


WANTED—Experienced Sales Engineers for Industrial and Domestic Equip- 
ment for steam and heating. Wi'ling to locate in South Florida. Write qualifi- 
cations to Box No. 1534. 


WANTED—Experienced Service and Installation Superintendent for industrial 
and domestic equipment using Nos. 1 to 6 oils. Must know steam and heating 
omg er | Willing to locate in South Florida. Write qualifications to Box 
INO. 5 

SALES REPRESENTATIVE AVAILABLE for Southeast offers rare combina 
tion of experience and youth. Permanently located in Florida with established 
ontacts. Technical and sales experience includes heating, air conditioning, 
electrical controls and precision parts to O.E.M.’s, wholesalers, dealers, as well 
as airplane and missile manufacturers. University degree, age 31, married, 
3 children. Top industry references, Write ‘Sales Action,” 5941 Bolling Drive, 
Orlando, Flovida 


CASH—Turn used pumps and controls, both oil and gas into ready cash. 
Send itemized list of what you have to Box No. 1536. Prompt reply assured. 


SALES SUPERVISOR for large Independent Fuel Oil Co., in Southern Conn. 
Must be able to direct Sales Dept. in Commercial and Residential equipment 
and oil sales. Send resume, write Box 1537. 








Homdifiers and Filters 
means MORE SALES 
MORE PROFITS for you! 
Gegkaatile MANUFACTURI 
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Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Area 
“FACTORY REBUILT” Repair Exchange con- 


trol service on all popular makes at regular 


manufacturers list prices and trade discounts. 
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Minneapolis- Honeywell 
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Detroit * Perfex 
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Mercold « General 
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American-Standard Air Condition 
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American- Standard, 
Division 
American-Standard Plumbing 
and Heating Division . 
American Tube and Controls, 
Applied Mechanics Company 
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Bacharach Industrial 
Instrument Company 106 
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Bock Corporation 40 
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Bridgeport Chemical 
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Degree Day Systems 


Delamater Manufacturing 
Company 39 
Delavan Manufacturing Company 107 
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Crescent Parts and 
Equipment Co., Inc. 


N OFFICE 
825- 831. S. Boyle Ave. 
St. Louis 10, Mo. 


BRANCH 
540 Wimmer Place 
East St. Louis, Ill. 





OIL—GAS—STOKER 
Parts & Controls 
Installations Materials 
& Accessories 


Heating Specialties 





Delco Appliance Division 
Dewey Gas Furnace Company .. 
Dongan Electric Manufacturing 


7 Manufacturing Company, 
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Electric Furnace-Man, 


— 
Ford Motor Company 


nonlliiiics 


General Filters Corporation . . 
General Fittings Company 
Guardian Products Corporation 
Gulf Oil Corporation .. 


ontiiene 

Hartol Petroleum Corporation .. 15 
Harvey, Inc., 104 
Hayward Oil Burner Corporation 110 
Henry Furnace Company, The . . 7 


Hidy Brown Recorder Company . 114 
Hydrovalve Company 
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Ignition Components Company . . 
Industrial Combustion, Inc. 
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Johasce Degree Day Systems, 
Division of Oakley and Oldfield 24 


Johnson Furnace Company, The. 74 
ontiieiad 


Kenite Laboratory 
Klemm Automotive Products 
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WHOLESALERS 


cleaning up . . - 
¥ with the Right | 
BRUSHES and SCRAPERS 
Stock Up Now! 


WORCESTER BRUSH AND 
SCRAPER CO. 


MASON-WORCESTER 
BRUSH CO. 
38 AUSTIN ST. WORCESTER 1} 


Pa 


OR 


SSeS 


MASS 
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Kraiss!| Company 
— 


Lake Chemical Company 
LeFebure Corporation 

Lincoln Air Controls Products 
Liquid Controls Corporation 


Roper Hydraulics, Inc. . .. 
Round Oak Division, Peerless 
Corporation 
— 
Mack Trucks. Inc. 


eo 
Scovill Manufacturing Company ._ 17 
i. Scully Signal Company 
Maid-O-Mist, Inc. reer 19 d . 
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daealers !: 


PUT ALL YOUR CUSTOMERS 
ON AUTOMATIC OIL DELIVERY... 


BUDGET METER permits 


WITH HO CREDIT WORRIES! 


you to serve oll cus- 


eveco aDJUSTODRAST 


Fully adjustable for precise accurate setting 
and instant response to draft vorictions: 
ADJUST-O-ORAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 


tomers with cost-saving automatic delivery (ends 
special after-hour trips) say good-bye to credit 
problems even with slow or no poy accounts. You 
fill the tank. Customers use only the oil they pay 
for — thanks to BUDGET METER control. Customers 
like the easy payment system and extra conven- 
ience, too. For more information, prices and spe- 
cial quantity discounts, write today. 





Available in sizes from 
S thre 12 inches. 


BUDGET METER COMPANY 
ARCH ROAD, WESTFIELD, MASSACHUSETTS MANUFACTURING CO. 


45-18—1620d St., Flushing, L.1., N.Y, 











by Chet Cunningham 


, THE TIRES on your fueloil ce- 
livery and installation trucks 
wearing out faster than they should 
be? There could be lots of reasons 
why, from brand new concrete high- 
ways, to jack rabbit starts—but the 
big reason could be purely mechanical. 
Take a look at the chart here which 
comes from Texaco. It illustrates some 
of the most common causes of me- 
chancial tire damage. 

Check the symptoms, if they match 
a tire problem of yours, follow on 
down the column to the cause, then 
down to the cure. Why don’t you clip 
out this illustration and tape it up in 
your shop. Might come in handy to 
help stop excess tire wear. 


Do you have a safe driver program? 
You might get some ideas for your 
present one, or on starting one, from 
this example. 

Participation in this driver safety 
program is voluntary, and meetings 
are held after working hours on the 
men’s own time. Even so they have 
99% participation out of about 200 
drivers. 

It is a joint operation of the com- 
pany and the insurance underwriter. 
Meetings are held each month, for 
one hour for all drivers. Motion pic- 
tures are shown on safe driving and 
driving techniques. These are obtained 
from local, state and county police and 
safety groups and from the National 
Safety Council in Chicago. 

Outside speakers from the insurance 
company and from local and state po- 
lice groups are also used. 

“At first the men complained about 
the meetings,” a company spokesman 
said. “But when they found out they 
could learn something about driving 
and that it was interesting too, they 
took to the idea.” 
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The company also encourages par- 
ticipation with an incentive program. 
For each meeting the corporation puts 
a cash deposit into a special fund. At 
the end of the year this “pot” is di- 
vided into shares 

Each driver who has a perfect driv- 
ing record for that year receives so 
many “shares” of the pot for each 
meeting he attended. This 
usually amounts to $40 to $50 for a 
man who attends each meeting. 


safety 


The company also has a driver's 
banquet each year at one of the swank 
country clubs in the area. Here the 
safe driver pins are awarded for 
drivers with accident free records. 

Has the plan worked? The heavy 
construction firm that uses it thinks 
it is working. So does the insurance 
company. A driver safety program 
based on these ideas might work for 
your fueloil delivery truck drivers. 


Try using the "runout" system for 
cutting your tire costs. This is based 
on the principle that rear tires wear 
out faster, are also subject to worse 
wear from curbs, chuckholes and skids. 

To use the runout system, you take 
your worn or bruised and less than 
top grade tires and use them on the 
rear wheels. This is a good spot to 
put tires that are not quite good 
enough for recapping. 

Runout tires can be used to good 
advantage on trailer wheels. 


If you have a carcass that is good 
for about a year's service, but not for 
a recap, mark it “runout” and save it 
for rear wheels. This helps save your 
good tires from tough service on rear 
wheels, gives you longer life out of 
previously marginal tires, and keeps 
your good tires from getting bruised, 
gashed or broken on rear wheels. 


"No warmup needed on this baby! 
Even in winter, get in and drive her 
away!” Sounds good in a showroom 
—when the salesman is talking about 
new cars, but don’t apply the same 
idea to your trucks. 

Trucks have bigger, heavier engines, 
and do need a warmup before you put 
any heavy load on them. You can do 
it two ways. 

A slow idle warmup. Set it at idle 
and let it cook for five or six minutes, 
or 15, until it reaches operating temp- 
erature. 

A fast idle. On fast idle don’t race 
the engine. Set it at a idle faster than 
normal, run it three to five minutes, 
rev it up for a few seconds, then let 
it back to fast idle again for another 
few minutes. 

Don’t run a cold engine faster than 
the warmup idle speed. It’s a waste 
of time and fuel and hard on the 
engine. By the time your warmup is 
finished, the large cast iron parts of 
the engine are all heated, expanded 
and ready to go to work. 
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ronze Filters 


FIRST with 


Monarch Oil Burner Nozzles... 
plus the World’s FIRST POROUS 
BRONZE NOZZLE FILTER! This 
foolproof combination assures 
passage of only pure, clean, fuel 


oil and guarantees nozzle oper- 
ation at maximum firing effi- 
ciency. Solid metal-to-metal con- 


tact eliminates any possibility of 
Dirt or Impurities slipping be- 
tween nozzle and filter. 


Use the nozzle filter acclaimed 
by heating experts . . . the revo- 
lutionary POROUS BRONZE FiL- 
TER by MONARCH ... and at 
NO EXTRA COST over ordinary 
mesh strainers! 


“ NO LOOSE PIECES 
~ BETTER THAN 200 MESH SCREEN 


MAXIMUM PROTECTION FOR 
FRACTIONAL GALLONAGE 
NOZZLES 


Don't lose money on nozzles 
damaged by careless han- 


MANUFACTURING WORKS, nie dling. Protect them until used 


in a sturdy, compact, steel 

2503 E. ONTARIO ST., PHILADELPHIA 34, PA. MONARCH NOZZLE BOX. Sizes 
Canadian Agent : (Except B. C for either 24 or 48 nozzles. 

E. S. Gallagher Sales ltd. Toronto 12, Canada Steel Cabinet also available 


Exclusive Agents in all. of Europe . . » holds 480 nozzles. 
pNVESTvel ite MElals Mey (hm 4-tellslale| 


DEALERS: f Monarch Jobber Remember: It costs more to clean a nozzle than to replace 
an with a new, guaranteed-uniform Monarch Nozzle. 
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More in the package 





This is the No. 67 package. Open it and you see just what is 
meant by “Doing One Thing Well.’”’ Not just a better product, 
but a product packed to reach the job in perfect condition . . 
everything right in place and in shape . . . ready to go to work. 

Because the No. 67 is designed and packed to work with the 
installer, contractors tell us that its installed cost —its real cost — 
is lower than that of any other low water fuel cut-off. 

This lower-installed-cost story starts with this better package 
and follows straight through the installation . . . clear, easy-to- 
follow instructions . . . easier piping and wiring . . . more easily 
manipulated Quick-Hook-Up . .. McDonnell-built blow-off valve 
with large port area; mounted right on the control, not rattling 
around in the package . . . handy, adjustable electrical terminal 
box . . . float securely blocked . . . every part protected. 

Yes, more in the package! More in this package. More in any 
McDonnell package. More conscientious attention to every 
detail of design, materials, manufacturing, testing, packing. 
More for you and more for your customer! 











MCDONNELL & —_ ws 3500 N. Spaulding Ave., Chicago 18, Ill. 
ere. 


ate u hy Pal. OFF. 


_ MSDONNELL 


BOILER WATER FEEDERS e LOW WATER FUEL CUT-OFFS e PUMP CONTROLLERS e RELIEF VALVES e FLOW 
SWITCHES e RELATED LIQUID LEVEL CONTROLS FOR TANKS, STILLS, AIR CONDITIONING SYSTEMS 





